AT&T  bolsters  frame 
relay  services;  CEO 
Armstrong  opens 
door  to  RBOCs. 
Stories,  page  S. 


Pager  outage  leaves 
managers  in  the  lurch 


By  Sandra  Glttlen 

For  network  managers, 
a  silent  pager  meant  good 
news  —  until  last  week. 

A  satellite  servicing  more 
than  80%  of  the  nation’s  45 
million  pagers  went  on  the 
blink  last  Tuesday,  cutting  off 
the  primary  means  many  net 
managers  use  to  be  notified 


about  troubles  on  their 
nets. 

“We  didn’t  even  know 
that  the  pagers  were 
down,  so  we  couldn’t  go  into 
emergency  response  mode,” 
said  David  Brandon,  director  of 
new  product  services  at  SBC 
Communications,  Inc.  in  Dallas. 

See  Satellite,  page  72 


•  Details  on  the  outage  from  the  satellite’s  owner 
H|  •  A  video  explanation  of  the  problem 


Grocer  bags  satellite  net 


By  Tim  Greene 

Scarborough,  Maine 

When  the  Galaxy  IV 
satellite  went  on  the  fritz 
last  week,  it  took  down  pager 


A  complete  Web  server 
management  tool  at  a 
reasonable  price. 


By  Mark  Gibbs 

omprehensive  and  enormously 
powerful. 

That,  in  a  nutshell,  sums  up 
our  experience  with  Microsoft 
Corp.’s  Site  Server  3.0,  a  tool  kit  that 
includes  everything  Web  site  admin¬ 
istrators  need  to  manage  their  largest 
sites.  In  particular,  it  stands  out  for 
the  strength  and  breadth  of  its  ad¬ 
ministration  and  reporting  tools. 

See  Review,  page  53 


service  for  millions  across 
the  country.  But  Han- 
naford  Bros.  Co.  had  a 
much  bigger  problem. 

“I  was  riding  to  work  in  the 
morning,  and  I  heard  the  news 
that  all  the  pagers  and  beepers 
in  the  country  were  down.  I 
said,  ‘Well,  that’s  pretty  funny.’ 
Then  I  realized  that  we  were 
on  the  same  satellite,”  said 
Bill  Homa,  IT  director  for 
Hannaford. 

As  a  result,  the  grocery  giant 
lost  the  satellite  links  between 
company  headquarters  and  its 
148  retail  stores.  For  many  of 
the  stores,  the  19. 2K  bit/sec 
satellite  link  was  the  only  way  to 
move  daily  sales  data  to  the 
main  office. 

But  luck  was  on  Homa’s  side. 
It  just  so  happened  that  the 
$2.7  billion  company  was  in  the 
process  of  installing  a  T-l  ATM 
landline  network  for  46  of  its 
combination  supermarket/drug 
stores. 

Homa  now  had  a  choice,  at 
least  when  it  came  to  the  46 
See  Hannaford,  page  72 


Tivoli  touts  service 


By  Jim  Duffy 

Orlando 

Tivoli  Systems,  Inc.  last  week 
outlined  upcoming  product 
developments  that  will  go  a 
long  way  toward  filling  out  the 
company’s  service  management 
offerings. 


At  the  Planet  Tivoli  confer¬ 
ence  here,  the  company  also  dis¬ 
cussed  a  new  edition  of  the  Tivoli 
Management  Environment  soft¬ 
ware  —  TME  10  3.6  —  that  will 
be  released  this  summer. 

For  users,  the  new  products 
will  make  Tivoli’s  TME  10  more  of 


mgmt. 

an  overarching  enterprise  IT  ser¬ 
vice  manager,  rather  than  just  a 
system  and  software  deployment 
and  event  manager.  The  new  prod¬ 
ucts  should  also  make  it  easier  for 
users  to  deploy  and  implement 
Tivoli  management  applications. 

See  Tivoli,  page  70 


vs.  Micro 

ie  untold  story \ 


Joel  Klein 

(L).  U.S. 
Assistant 
Attorney 
General, 
challenges 
Microsoft 
CEO  Bill 
Gates  (R). 


By  Network  World  staff 


■  n  the  U.S.  Department  of  Justice’s  suit  against  Microsoft  Corp.  filed  last 
I  J  week,  the  agency  claimed  that  the  software  company’s  Internet  Explorer 
marketing  efforts  are  illegal.  But  that  charge  is  just  one  of  many  being  made 
by  Microsoft's  rivals. 

Senate  Judiciary  Committee  Chairman  Orrin  Hatch  (R-Utah)  hinted  at  other 
allegations  Microsoft  competitors  have  made  but  were  too  afraid  to  go  public  with. 
An  investigation  by  Network  World  has  unearthed  a  good  portion  of  these  charges. 

See  Microsoft,  page  10 
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Users  divided  on  govern¬ 
ment  action.  Page  11. 


Timeline:  Key  lawsuits  in  recent 
Microsoft  history.  Page  10. 
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Browsers  started  life  nice  and  trim,  neat 
little  packages  tailored  to  provide  only 
the  most  basic  communications  and  nav¬ 
igational  functions.  As  they  grow  In  size 
and  complexity,  we’ve  got  to  ask:  .Are  we 
squandering  the  browser  advantage? 


E  •  -----  -  L- 

•  Handbook :  Browser  sensing 

♦  Review:  Interest  monitoring  tools 

*  Advertising  on  Intranets 
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And  no  one  has  anything 
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Digital  and  Compaq  will  put  our  customers 


many  of  to 


^track  to  the  future.  When  our  companies  get  together,  ™ 

Pwill  get  a  single  supplier  with  undisputed  leadership  across 

W 

day’s  most  important  information  technologies.  Fact  is,  no 


one  will, 


be  able  to  match  us  in  Windows  NT: 


that  rivals  the  sheer  power 
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of  Digital  UNIX;  OpenVMS 
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Unisys-deployed  Microsoft®  Windows  NT  systems  are  virtually  fail-safe.  So  they're  the  perfect  solution  for  mission-critical  operations  such  as  a  911  dispatch 
system.  Unisys  enterprise-class  servers  feature  redundant  hardware,  intelligent  error  handling,  and  a  choice  of  clustering  solutions.  And  our  expertise  in  creating 
and  supplying  enterprise-class  NT  solutions  remains  exceptional.  That's  why  Microsoft  has  teamed  up  with  Unisys  to  create  the  Unisys/Microsoft  Enterprise 
Partnership— an  alliance  designed  to  help  customers  capitalize  on  NT  as  an  anchor  for  highly  robust  solutions.  Stop  by  our  Web  site  to  find  out  more. 
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BOOSTING  BANDWIDTH 


New  hardware  from  start¬ 
up  AccessLan  promises 
to  boost  remote 
access 
bandwidth. 

Page  21. 
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REVIEW:  MICROSOFT  SITE  SERVER  3.0  a  complete  web 

server  management  tool  at  a  reasonable  price .  Page 1. 

GOOD  NEWS  FOR  TOKEN  RING:  Switch  functionality  and  perfor¬ 
mance  soar,  and  at  least  some  vendors  are  ready  to  make  good  on 
highrspeed  promises.  Page  45. 


HEAD-TO-HEAD:  ARE  VPNs  READY  FOR 

PRIME  TIME?  Bay’s  Pincince  (left)  says  they’} 

OK  for  remote  access,  hut  Nortel’s  Rybczynski 
warns  against  backbone  use.  Page  43. 


To  quickly  get  to  any  online 
info  referenced  in  Network 
World,  enter  its  DocFinder 
number  in  the  input  box 
on  the  home  page. 


World 

•/ 


This  Week 


Only  on  Fusion 

Keeping  Current.  It  was 

the  Week  that  Made  Fred 
McClimans’  Head  Spin.  From 
the  Microsoft  suit  to  spinning 
satellites  to  Charles  Wang’s 
expanding  pile  o’  cash,  McClimans  was 
kept  busy,  busy,  busy  trying  to  keep  up 
with  it  all.  DocFinder:  7238 

VPNs.  Are  they  ready  for  prime  time? 

Our  latest  Fusion  Face-off  pits  Tom 
Pincince  of  Bay  Networks,  who  argues 
that  VPNs  are  the  perfect  solution  for 
remote  access,  against  Tony  Rybczynski 
of  Nortel,  who  says  they’re  really  only 
useful  for  small  shops.  What  do  you  think? 
Read  their  opening  statements,  then 
jump  in  with  your  comments. 

DocFinder:  7228 

SLAs.  Thinking  about  service-level 
agreements  for  your  network?  We’ve 
assembled  an  archive  of  articles  that  look 
at  SLAs  on  the  wide  area  and  in  policy- 
based  network  management  systems. 
DocFinder:  7235 
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LOvE  AND  DEAtH  in 

Akron,  Ohio  •  The  pharmaceutical  sales  rep  is  dead.  Exhausted. 

Dog  meat.  Lying  on  the  bed,  he  thinks  about  his  day.  His  flight  was  delayed  two  hours. 
He  went  into  the  club  lounge  and  connected  to  *  |the  company  intranet  to  review  shipping 
status  on  pending  inventory^  via  the  Web.  He  2|e-mailed|  his  customers  to  inform  them 
their  deliveries  would  arrive  early.  He  lugged  his  carry-on  to  the  gate.  He  wedged  himself 
into  a  coach  seat.  He  arrived  at  his  sales  call  just  in  time,  only  to  find  his  client  was  running  an 
hour  late.  He  tweaked  his  presentation,  checking  his  competitors’  Web  sites,  and  2  |incorporated 
key  points  into  his  pitch J .  He  made  the  presentation.  He  went  to  the  hotel  and  the  smiling  clerk 
gave  him  a  smoking  room  with  twin  beds  instead  of  the  non-smoking  king  he  had  reserved.  He 
turned  on  a  rerun  of  Love,  American  Style.  He  connected  to  the  4|contact  management 
system  J ,  updated  his  customer  file  and  sent  a  call  report  to  the  global  sales  team.  He  con¬ 
nected  to  the  company  benefits  intranet  and  5  ^calculated  the  balance  in  his  401k  plan|. 
It  was  up  4.5%.  He  falls  asleep  and  sleeps  soundly  until  his  next  wake-up  call.  At  5:30  a.m. 
THE  6 1 BEST  PARTS J  OF  HIS  DAY  WERE  MADE  POSSIBLE  BY  LOTUS. 


Lotus  Domino"  Web  Application  Server  with  IBM  DB2®  UDB  back-end.  zLotus  Notes®  mobile  messaging.  3Notes  replication.  4Domino-based  Contact 
Management  application  developed  by  Lotus  Business  Partner.  ^ Lotus  eSuite"  spreadsheet  applet.  ® www.lotus.com/worktheweb. 
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On  the  auction  block? 

.ast  week  unconfirmed  reports  circulated  that  MCI  Communi¬ 
cations  Corp.  is  considering  selling  parts  of  its  Internet  business. 
The  reported  sale  could  include  parts  of  the  carrier’s  domestic  IP 
backbone. 

MCI  may  feel  the  need  to  make  a  deal  in  light  of  the  company’s 
attempt  to  gain  regulatory  approval  for  its  pending  merger  with 
WorldCom,  Inc.  If  a  sale  took  place,  the  merged  company  would 
retain  its  commercial  and  residential  Internet  access  customers,  as 
well  as  die  Internet  backbones  of  several  WorldCom  subsidiaries, 
notably  UUNET  Technologies,  Inc. 

An  MCI  spokesman  declined  to  comment,  but  AT&T 
Chairman  and  CEO  C.  Michael  Armstrong  revealed  at  AT&T’s 
annual  meeting  last  week  that  he  would  be  an  interested 
buyer.  “AT&T,  being  a  much  smaller  player  in  that  particular 
arena,  would  be  very  interested  in  participadng  in  that  engage¬ 
ment,”  he  said. 

New  protocol  to  take  a  bite  out  of  wireless  market 

SS  A  group  of  industry  heavyweights  last  week 
announced  plans  to  develop  a  wireless  trans¬ 
mission  protocol  that  will  let  mobile  comput¬ 
ing  and  telecommunications  devices  transmit 
data  using  short-range  radio  technology. 

The  technology,  code-named  Bluetooth, 
will  enable  voice  and  data  to  travel  at  speeds  of 
up  to  1M  bit/sec  between  mobile  devices, 
including  phones  and  handheld  computers. 

Backers  include  L.M.  Ericsson  Telephone  Co.,  Nokia  Corp., 
IBM,  Intel  Corp.  and  Toshiba  Corp.  A  Bluetooth  specification 
will  be  released  in  the  third  quarter,  with  products  expected 
bymid-1999. 

Bay’s  really  big  concentrator 

■  Bay  Networks,  Inc.  next  week  will  announce  a  high-density 
access  concentrator  that  aggregates  thousands  of  leased  lines  into 
a  high-speed  pipe  to  an  Internet  core  switch  or  router. 

“Big  Access  Concentrator  (BAC) ,”  as  Bay  watchers  refer  to  it, 
supports  fractional  T-l,  T-l  and  T-3  access  and  OC-3  and  OC-12 
ATM  and  packet-over-Synchronous  Optical  Network  (SONET) 
backbone  connections. 

BAC  is  the  first  Bay  product  to  incorporate  the  company’s  1  mil¬ 
lion  packet/ sec  Route  Switch  Processor  Application  Specific  Inte¬ 
grated  Circuits,  which  Bay  unveiled  a  year  ago.  BAC  will  ship  in  the 
fourth  quarter.  Pricing  was  unavailable. 

Promises  of  an  interoperable  ATM  future 

■  A  group  of  ATM  vendors  —  including  Ascend  Communica¬ 
tions,  Inc.,  Digital  Link,  Nortel,  Sentient  Networks,  Inc.  and  Son¬ 
oma  Systems,  Inc.  —  last  week  announced  a  push  to  make  their 
ATM  inverse  multiplexing  (AIM)  gear  interoperable. 

AIM  is  the  standard  defining  how  to  drop  large  data  streams 
onto  multiple  T-l  lines  and  treat  those  streams  as  a  single  large 
link.  Because  implementing  a  standard  does  not  necessarily  mean 
one  vendor’s  equipment  will  work  with  another’s,  interoperability 
testing  is  needed,  the  group  said. 

AIM  vendors  promised  to  make  customer  premise  equipment 
interoperate  with  carrier  equipment  so  customers  won’t  have  to 
buy  new  hardware  if  they  switch  carriers. 

The  wacky  Web  world 

Hina  move  most  industry  experts  deemed  “flaky”  at  best,  Zapata 
Corp.  last  week  submitted  a  $1.7  billion  merger  proposal  to  Web 
directory  and  search  firm  Excite,  Inc. 

Zapata,  which  last  year  made  more  than  $117  million  selling 
fish  oil  and  sausage  materials,  said  it  wanted  to  use  the  merger  to 
help  the  firm  enter  the  burgeoning  Internet  and  electronic  com¬ 
merce  market.  Excite  executives  immediately  rejected  the  deal. 
Wall  Street  analysts  also  dismissed  the  merger  offer  mostly  because 
Zapata  has  a  market  capitalization  of  about  $258  million,  barely 
one-fifth  ofExcite’s$1.3  billion. 


AT&T  enhances  frame  relay  service 

Delayed  SLAs  for  frame  service  likely  to  take  effect  this  week. 


By  David  Rohde 

Basking  Ridge,  N.J. 

AT&T  last  week  prepared  for 
the  imminent  release  of  its  new 
standard  frame  relay  service- 
level  agreement  (SLA)  by  intro¬ 
ducing  a  system  to  automatically 
track  WAN  performance. 

The  kicker:  Users  will  have  to 
pay  $50  to  $200  per  site  for  the 
automated  service.  Those  who 
don’t  buy  the  service  will  be 
required  to  file  their  own  elec¬ 
tronic  trouble  tickets  if  they  want 
to  claim  financial  penalties 
under  the  newSLA. 

Called  Frame  Relay  Plus,  the 
new  AT&T  service  is  based  on  an 
enhanced  DSU/CSU  from 
Visual  Networks,  Inc.  of  Rock¬ 
ville,  Md.,  known  as  the  Analysis 
Service  Element  (ASE).  Visual 
Networks  is  a  rapidly  growing 
vendor  of  WAN  service-level 
management  systems  that  let 
users  measure  carriers’  private 
line,  frame  relay  and  ATM  net¬ 
work  availability. 


Under  Frame  Relay  Plus,  the 
ASE  sits  at  a  customer  site  and  is 
attached  via  a  frame  relay  perma¬ 
nent  virtual  circuit,  dubbed  the 
Management  PVC,  to  an  AT&T 
network  management  center. 
The  ASE  performs  end-to-end 
monitoring  of  frame  relay  access 
lines  and  PVCs  to  isolate  faults 
and  enable  quicker  remote  or 
on-site  repair. 

AT&T  customers  can  choose 


among  three  flavors  of  Frame 
Relay  Plus  (see  graphic) .  Regard¬ 
less  of  the  option  chosen,  Visual 
Networks  will  install  its  Perfor¬ 
mance  Archive  Manager  (PAM) 
at  the  AT&T  site.  PAM  is  a  server 
that  archives  historical  data  from 
all  of  a  user’s  ASEs  into  a  SQL 
database.  The  database  provides 
the  statistics  needed  to  measure 
AT&T’s  and  the  user’s  network 
See  AT&T,  page  72 


New  options  to  think  about 

AT&T  is  offering  three  service  levels  in  its  new  Frame  Relay  Plus  service: 

Level 

Name 

Description 

Level  1 

DSU/CSU  Provisioning 
and  Maintenance 

Visual  Networks’  ASE  placed  on 
each  customer  site  for  end-to-end 
monitoring 

Level  2 

Network  Planning  and 
Performance  Reporting 

ASE  placed  on  site  and  periodic 
performance  reports  generated  from 
partitioned  database  at  AT&T 

Level  3 

Troubleshooting  and 
Real-Time  Support 

ASE  placed  on  site  and  users  get  client 
software  to  link  to  AT&T  performance 
database  for  real-time  measurement 

Armstrong  invites  RBOCs  to  sell  AT&T  long  distance 


C.  Michael  Armstrong  believes  that  if  you 
can’t  beat ’em,  join  ’em. 

In  a  startling  reversal  of  AT&T  policy  since 
the  enactment  of  the  Telecommunications  Act 
of  1996,  AT&T  CEO  Armstrong  last  week 
announced  that  AT&T  would  be  willing  to  let 
regional  Bell  operating  companies  offer  AT&T 
long-distance  service  to  their  customers. 

The  move  would  effectively  let  the  RBOCs 
into  the  long-distance  business,  at  least  for  resi¬ 
dential  customers  —  something  against  which 
AT&T  has  fought  tooth  and  nail  for  nearly  two 
and  a  half  years. 


Armstrong’s  announcement  at  AT&T’s 
annual  meeting  —  backed  by  letters  to  each  of 
the  RBOC  CEOs  —  came  despite  the  fact  that 
AT&T  and  other  carriers  recendy  sued  Ameri- 


tech  Corp.  and  US  WEST,  Inc.  for  doing  almost 
exactly  the  thing  he’s  proposing.  Ameritech 
and  US  WEST  want  to  resell  long-distance  ser¬ 
vices  for  Qwest  Communications  Corp. 

Armstrong  made  the  offer  after  AT&T  failed 
to  win  a  temporary  restraining  order  from  a  fed¬ 
eral  court  blocking  the  Ameritech  and  US 
WEST  deals  with  Qwest.  The  two  RBOCs  —  nei¬ 
ther  of  which  yet  has  regulatory  permission  to 
enter  the  long-distance  market —  have  claimed 
that  their  deals  are  legal  because  they  are  not 
“providing”  long-distance  service,  only  acting 
as  a  sales  agent  for  Qwest.  In  prepared  state¬ 
ments,  several  RBOCs  said 
they  would  study  the  offer 
but  made  no  commit¬ 
ments  one  way  or  the 
other. 

Steve  Sazegari,  presi¬ 
dent  of  the  telecom  con¬ 
sulting  firm  Tele. Mac  in 
Foster  City,  Calif.,  said 
Armstrong  made  the  over¬ 
ture  because  he  sees  no 
realistic  chance  of  gaining 
access  to  consumer  and 
small-business  local  loops 
in  1998  or  1999. 

“AT&T  is  saying,  ‘I’m 
giving  up  going  out  there 
and  providing  one-stop 
shopping  [to  consumers] .’ 
They’re  saying  to  the 
RBOCs,  ‘You  go  out  and  bundle  the  ser¬ 
vice  because  I  can’t  get  the  local  loop,’  ”  Saze¬ 
gari  said. 

— David  Rohde 


PICKING  UP  THE  PACE 

Major  new  commitments  made  by 
AT&T  CEO  C.  Michael  Armstrong  at 
AT&T’s  annual  meeting  last  week: 

Offer  to  let  regional  Bell  operating 
companies  resell  AT&T  services. 

Commit  to  serve  apartment 
buildings  as  well  as  office  buildings 
with  TCG  facilities. 

Add  $325  million  in  Internet  capital 
spending  this  year. 

Expand  wireless  networks  with 
additional  $1  billion  investment. 
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_ News _ 

Wireless  start-ups  draw  heavy  venture  money 

Quarterly  Price  Waterhouse/Network  World  survey  also  finds  electronic  commerce  firms  going  strong. 


WHERE  THE  MONEY  WENT 

A  total  of  161  network-  and  Internet-related  start-ups  received  venture 
funding  in  the  first  quarter.  Here’s  where  the  companies  are  located: 


Silicon  Valley 

37% 

New  England 

12% 

Southeast 

11% 

San  Diego/Orange  County 

8% 

Northwest 

7% 

Metropolitan  New  York 

6% 

Southwest 

5% 

Midwest 

4% 

Other 

10% 

0  5%  10%  15%  20%  25%  30%  35%  40% 

SOURCE:  PRICE  WATERHOUSE,  BETHESDA,  MD. 


By  Chris  Nerney 

If  money  is  any  indication  — 
and  it  is  —  this  is  becoming  a 
wireless  world. 

For  the  third  consecutive 
quarter,  start-ups  developing 
wireless  communications  prod¬ 
ucts  and  services  represented 
the  most  attractive  high-tech 
investment  category  for  venture 
capitalists,  according  to  the  lat¬ 
est  Price  Waterhouse/Network 
World  Venture  Capital  Survey. 

Fifteen  wireless  start-ups 
received  venture  funding  in  the 
first  quarter  of  1998,  one  less 
than  the  number  of  new  wire¬ 
less  firms  funded  in  last  year’s 
fourth  quarter. 

Among  the  wireless  vendors 
landing  venture  funding  in  the 
first  quarter  were  the  following: 

•  Comm  Site  International, 
Inc.  of  Vienna,  Va.  ($21.9  mil¬ 
lion),  a  provider  of  site  acquisi¬ 
tion  and  development  and 
facilities  management  services 
for  wireless  communications 
vendors 

MONEY  MAGNETS 


•  SpectraSite  Communica¬ 
tions,  Inc.  of  Cary,  N.C.  ($17 
million),  a  company  that  builds 
and  leases  wireless  communica¬ 
tions  towers 

•  WaveSpan  Corp.  of  Moun¬ 
tain  View,  Calif.  ($12  million),  a 
provider  of  broadband  wireless 


Internet  access 

•  SignalSoft  Corp.  of  Boulder, 
Colo.  ($9.6  million),  a  provider 
of  wireless  location  software  and 
services 

Total  venture  funding  for  net¬ 
work-  and  Internet-related  start¬ 
ups  in  the  first  quarter  was  off 


slightly  from  the  previous  two 
quarters.  The  survey  shows  that 
161  companies  received  $921 
million  in  the  first  quarter,  com¬ 
pared  with  175  companies 
receiving  $1.03  billion  in  the 
fourth  quarter  last  year,  and  168 
companies  getting  $930  million 
in  the  third  quarter  last  year. 

Overall,  first-quarter  venture 
funding  was  $3.6  billion,  slightly 
less  than  the  fourth  quarter’s 
record  $3.7  billion  but  54% 
more  than  the  total  for  last 
year’s  first  quarter. 

While  the  overall  high-tech 
investment  market  shows  signs 
of  reaching  a  plateau,  telecom 
investments  —  including  wire¬ 
less  technology  —  continue  to 
sizzle,  according  to  Kirk  Walden, 


By  Ellen  Messmer 

San  Diego 

Start-up  Centrax  Corp.  this 
week  will  make  its  debut  with 
Windows  NT  software  that  can 
detect  file  misuse  and  network 
intrusions  as  well  as  automate 
responses  to  such  incidents. 

The  company’s  Entrax  suite 
builds  on  top  of  NT’s  inherent 
security  features.  If 
an  end  user  employs 
NT  security  features 
to  lock  out  others 
from  certain  files, 

Entrax  monitors 
those  files  for  intru¬ 
sions  and  then  alerts 
net  administrators 
about  any  suspicious 
activity. 

Entrax  consists  of 
a  central  command 
console  and  agents 
that  run  on  any 
workstation  or  serv¬ 
er  being  monitored. 

The  agents  feed  the 
console  information  on  the 
security  status  of  the  comput¬ 
ers.  The  console  can  be  config¬ 
ured  to  shut  down  a  computer 
in  the  event  of  a  problem  and 
generate  a  pager  alert  or  e-mail 
to  notify  a  net  administrator. 
Entrax  keeps  a  detailed  audit 
trail  of  incidents  after  the  soft¬ 
ware  spots  intruders,  according 
to  beta  users. 

“It  certainly  can  catch  prob¬ 
lems,”  said  Vance  Johnson, 
project  manager  at  Geo 
Referencing  Systems,  Inc.,  a 
Canadian  producer  of  munici- 


director  of  the  quarterly  Price 
Waterhouse  survey. 

“In  the  first  quarter  of  1996, 
telecom  and  wireless  invest¬ 
ments  totaled  $133  million,” 
Walden  said.  “In  Q1  ’97  they 
were  $202  million,  and  last 
quarter  they  were  $397  million.” 

Electronic  commerce  re¬ 
mained  another  popular  invest¬ 
ment  area  for  venture  capitalists 
in  the  first  quarter,  with  10  start¬ 
ups  landing  funds.  Big  winners 
included  Web  sales/advertising 
software  vendor  Narrative 
Communications,  Inc.  of 
Waltham,  Mass.  ($5  million); 
Asterion,  Inc.  of  Kent,  Wash. 
($3.2  million),  which  provides  a 
range  of  network  services  to 
health  care  organizations.  ■ 


pal  maps  detailing  pipelines 
and  electrical  grids. 

Geo,  which  is  testing  Entrax 
on  one  server  and  nine  work¬ 
stations,  has  suffered  a  few 
minor  hacker  incidents  in  the 
past.  The  Frederickton,  New 
Brunswick,  firm  wants  to  be 
able  to  prosecute  hackers.  To 
that  end,  Entrax  can  generate 


audit  reports  that  include  legal 
summaries,  Johnson  said. 

“Entrax  tracks  what  work¬ 
station  a  file  was  accessed 
from,”  Johnson  said.  “But  just 
because  I  logged  in  under 
someone  else’s  identity  is  not 
sufficient  to  prosecute  some¬ 
one  in  Canada  .  .  .  But  it  would 
be  enough  to  pursue  an  investi¬ 
gation.” 

Centrax  was  founded  a  year 
ago  by  former  SAIC,  Inc.  engi¬ 
neers  with  backgrounds  in  com¬ 
puter  security. 

©  Centrax':  (619)  546-2400 


The  top  venture  funding  recipients  among  network  companies  in  the  first  quarter: 


Company 

Type  of  business 

Investment  round 

Amount  (in  millions) 

Avici  Systems 

Chelmsford,  Mass. 

High-performance  backbone 
routers  and  switches 

Second 

$52.3 

Unwired  Planet 

Redwood  Shores,  Calif. 

Handheld  wireless  datacom 
system  architecture 

Fourth 

$33 

iVillage 

New  York 

Producer  of  branded 
online  communities 

First 

$30.5 

Sawis  Communications 

St.  Louis 

Corporate  Internet 
backbone  service 

Third 

$30 

Argon  Networks 

Littleton,  Mass. 

Routers  and  switches  for 
Internet  backbone  providers 

Second 

$26.5 

A  sampling  of  network  companies  that  received  initial/seed  funding  in  the  first  quarter: 


Company 

Type  of  business 

Amount 

Telestream 

Nevada  City,  Calif. 

Real-time  video,  audio  broadcast  device 

$3  million 

ConvergeNet 

San  Jose,  Calif. 

Network  storage 

$2.3  million 

Arabesque  Communications 

Redwood  City,  Calif. 

Voice-activated  message  retrieval 
over  wireless 

$1.2  million 

Moia  Technologies 

San  Francisco 

Web-based  auction  software 

$750,000 

Net  Earnings 

Burlingame,  Calif. 

Web-based  financial  services  for 
small  businesses 

$560,000 

Mor  Com 

Newtown,  Pa. 

Broadband  Internet  services  platform 

$150,000 

iTango 

Seattle 

SOURCE:  PRICE  WATERHOUSE.  BETHESDA,  MD. 

Web-based  self-service  applications 
for  higher  learning  and  insurance  industries 

$100,000 

For  complete  survey  results  from  the  two  most  recent  quarters,  go  to  www.nwfusion.com  DocFinder:  7229. 

Centrax  to  boost  NT  security 
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-  Great 

lawsuits 

in  Microsoft  history 


*989:  Apple  Computer  vs.  Microsoft 
Then  Apple  chief  John  Sculley  sues  Microsoft,  claiming  Windows 
violated  Macintosh  user  interface  copyrights.  But  Microsoft  already 
had  a  license  to  the  technology  stemming  from  an  earlier  agreement 
it  made  to  develop  Macintosh  applications. 


1994:  Justice  Department  vs.  Microsoft 
In  1994,  Microsoft  signs  a  consent  decree 
designed  to  eliminate  the  tying  of  products 
to  Windows.  Three  years  later,  the  Justice 
Department  sues,  claiming  that  the  tying  of 
Windows  and  Internet  Explorer  violated  the 
decree. 


1995:  Wang  vs.  Microsoft 

Wang  Laboratories  claims  that  Microsoft’s  OLE  (an  object 
technology  now  dubbed  ActiveX)  violated  long-standing 
Wang  patents.  Microsoft  settles  by  making  Wang  the 
preferred  imaging  software  vendor  for  Windows,  and 
bundling  a  Wang  image  viewer  with  Windows. 


1996:  Caldera  vs.  Microsoft 
Caldera  sues  Microsoft,  charging  that  the 
software  company  illegally  tried  to  limit  the 
market  for  MS-DOS  rival  DR-DOS.  Who  is  the 
man  behind  Caldera?  Longtime  Microsoft 
nemesis  and  former  Novell  head  honcho  Ray 
Noorda. 


199?:  Borland  vs.  Microsoft 
Borland  International  (now  Inprise)  sues  Microsoft 
for  stealing  employees.  Microsoft’s  aggressive 
pricing  tactics  put  Borland  in  a  world  of  hurt,  and 
Microsoft  exploited  the  situation  by  hiring  many  of 
Borland’s  brightest.  The  parties  settle  the  suit. 


— 1997  1998:  Sun  vs.  Microsoft. 

Sun  files  a  lawsuit  in  October  1997,  claiming  that 
Microsoft  violated  its  Java  licensing  agreement  by 
shipping  a  Java-incompatible  version  of  Internet 
Explorer  4.0.  Sun  later  sues  Microsoft  over  Microsoft’s 
plan  to  ship  Windows  98 
without  full  Java 
support. 


-  Last  week: 

Justice  Department 
and  20  states  vs. 
Microsoft. 

The  focus  here  is 
Microsoft’s  browser 
marketing 
tactics. 


1994:  Stac  vs.  Microsoft. 

Stac  chief  Gary  Clow  claims  that  Microsoft 
officials  told  him  to  license  his  technology  to 
them  forfree,  orthey  would  destroy  it 
with  software  of  their  own.  Clow  won 
$126  million.  Microsoft  negotiates, 
buying  a  large  chunk  of  Stac  stock  and 
filling  Clow’s  war  chest  with  cash. 


Microsoft 

Continued  from  page  1 

Microsoft  practices  that  con¬ 
cern  rivals  and  users  include  the 
following: 

•  Allegedly  unfair  integration 
of  Windows  NT  and  BackOffice 
applications 

•  Approach  to  directories 

•  Handling  of  its  operating 
system  and  application  APIs 

•Java  strategy 

•  Treatment  of  operating  sys¬ 
tem  rivals,  such  as  Caldera,  Inc. 
andTaligent,  Inc. 

While  last  week’s  Justice 
Department  action  homed  in  on 
just  Windows  95  and  98,  NT  also 
is  at  the  center  of  a  mounting 
pile  of  complaints. 

Microsoft’s  approach  to  Back¬ 
Office  could  pose  a  problem  for 
Novell,  Inc.,  according  to  one 
Novell  official.  Because  the  NT 
and  BackOffice  teams  are  part  of 
the  same  company,  the  develop¬ 
ers  of  NT’s  Active  Directory  Ser¬ 
vices  (ADS)  get  insight  into  the 
guts  of  Microsoft  Exchange,  crit¬ 
ics  contend. 

In  fact,  ADS  essentially  is  an 
operating  system  feature,  but  it 
will  also  become  the  directory 
system  for  Microsoft  Exchange, 
which  is  battling  neck  and  neck 
with  Lotus  Notes  in  the  group- 
ware/e-mail  market. 

Novell,  on  the  other  hand, 
has  had  to  reconstruct  many  of 


Exchange’s  APIs  to  support 
Microsoft’s  messaging  system 
under  Novell  Directory  Services 
for  NT,  one  insider  said.  The  end 
result  may  be  that  ADS,  built  into 
Exchange,  will  be  a  superior  way 
to  manage  the  e-mail  system  — 
essentially  locking  Novell  out  of 
a  key  market  segment.  A  Micro¬ 
soft  spokesperson  argued  that 
Novell  has  the  same  access  to 
APIs  as  any  developer.  “There 
are  no  secret  meetings  with 
developers  at  Microsoft,”  the 
spokesperson  said. 

While  Windows  NT  does  not 
currently  enjoy  a  workstation  or 
server  monopoly,  NT  will  ulti¬ 
mately  replace  the  Windows  3.X 
and  4.X  families  and  could  thus 
develop  such  a  monopoly, 
observers  noted. 

Bundling  blues 

Giga  Information  Group,  a 
Cambridge,  Mass.,  consultancy, 
has  been  tracking  Microsoft’s 
bundling  strategy.  Senior  Ana¬ 
lyst  Randall  Kennedy  said  Micro¬ 
soft  is  abusing  the  Windows  NT 
software  licensing  and  upgrade 
process. 

According  to  Kennedy,  the 
NT  Service  Pack  releases  ought 
to  be  for  maintenance,  such  as 
bug  fixes.  Instead,  the  Service 
Packs  add  lots  of  important  new 
features  to  the  operating  system 
that  normally  would  be  included 
in  a  point  release  or  upgrade. 
Then  Microsoft  releases  new  ver¬ 


sions  of  the  application  that  use 
the  new  features. 

The  Microsoft  spokesperson 
argued  that  “developers  have 
the  same  access  to  fixes  in  service 
packs  as  Microsoft.” 

Database  vendors  are  also 
concerned  about  NT.  “They’re 
now  starting  to  do  with  NT 
exactly  what  they’ve  been  doing 
with  the  Windows  desktop  — 
they’re  bundling  more  and  more 
of  what  is  provided  by  other  soft¬ 
ware  companies  into  NT  and 
BackOffice,”  said  Mitchell 
Kertzman,  chairman  and  presi¬ 
dent  of  Sybase,  Inc. 

“The  most  egregious  exam¬ 
ple  is  Microsoft  Transaction  Ser¬ 
ver.  When  we  announced  our 
Jaguar  transaction  server,  one 
Microsoft  exec  called  and  bul¬ 
lied  me  and  tried  to  get  me  to 
back  off  on  the  product.  I  de¬ 
clined.  Two  weeks  later  they  an¬ 
nounced  that  [Microsoft  Trans¬ 
action  Server]  was  now  bundled 
with  NT,”  Kertzman  related. 
“Someone  talked  to  me  right 
after  [the  Microsoft  executive] 
called:  I  said  [to  that  person],  ‘I 
think  I  just  talked  to  the  godfa¬ 
ther  and  he  told  me  to  stop  sell¬ 
ing  drugs  on  his  street  corner.’  ” 

According  to  Kertzman, 
Microsoft  is  using  its  monopolies 
in  desktop  operating  systems 
and  productivity  software  to 
drive  NT  and  BackOffice.  “I’ve 
been  told  that  if  you  are  a  Micro¬ 
soft  Select  Customer  —  [and] 


Justice  Dept.  vs.  Microsoft:  The  nuts  and  bolts 


With  all  the  rhetoric 
swirling  around  Micro¬ 
soft  Corp.’s  legal  situa¬ 
tion,  it  can  be  tough  to  figure  out 
just  what  all  the  fuss  is  about. 
Here’s  our  take  on  the  funda¬ 
mental  issues  athand. 

What  actually  happened? 

Unless  you  were  hiding  under 
a  PC  somewhere,  you  probably 
know  the  U.S.  Department  of 
Justice  and  20  individual  states 
filed  suit  last  Monday  against 
Microsoft.  They  charged  that 
Microsoft  violated  U.S.  antitrust 
laws  in  the  way  it  promotes  the 
Internet  Explorer  browser.  The 
suits  were  filed  after  negotiations 
with  Microsoft  broke  down. 

What  are  the  federal  and  state 
governments  seeking? 

The  suits,  as  they  stand,  are 
fairly  narrowly  defined.  The 
federal  and  state  governments 
essentially  want  to  create  a  level 
playing  field  for  Netscape  Com¬ 
munications  Corp.  and  its  Navi¬ 
gator  browser.  The  suits  ask  that 


Microsoft  either  take  Internet 
Explorer  capabilities  out  of  Win¬ 
dows  98  or  bundle  a  copy  of 
Navigator  with  every  edition  of 
Windows  98  that  ships.  The  fed¬ 
eral  and  state  governments  also 
are  demanding  that  Microsoft 
stop  crafting  contracts  with  ISPs 
and  Internet  content  providers 
that  favor  Internet  Explorer  and 
handicap  Navigator. 

The  governments  are  also  ask¬ 
ing  that  PC  makers  be  given  con¬ 
trol  over  the  opening  screen  on 
their  computers. 

How  is  the  states’  action  dif¬ 
ferent  than  the  federal  govern¬ 
ment’s? 

The  action  by  the  20  states  is 
nearly  identical  to  the  federal 
action,  except  the  states  also  sug¬ 
gest  that  Microsoft  stop  selling 
Microsoft  Office  to  PC  makers 
on  a  per  system  basis.  (Currently, 
vendors  pay  Microsoft  for  every 
unit  shipped  regardless  of 
whether  Office  is  installed.)  The 
states  argue  that  the  current  situ¬ 
ation  limits  the  ability  of  produc¬ 


tivity  software  competitors  to 
reach  bundling  deals.  The  states 
are  also  against  Microsoft’s  prac¬ 
tice  of  bundling  its  Outlook 
e-mail  software  with  its  operating 
systems. 

Is  there  a  simple  and  funda¬ 
mental  principle  behind  the  gov¬ 
ernments’  actions? 

Yes,  it  is  called  monopoly 
leveraging.  It  can  be  illegal  to 
use  a  monopoly  in  one  area  to 
gain  a  monopoly  in  another. 
According  to  the  suits,  Microsoft 
is  using  its  90%  or  so  market 
share  in  desktop  operating 
systems  to  gain  a  monopoly  in 
the  browser  market. 

What  is  Microsoft’s  response? 

Microsoft  says  the  company  is 
simply  innovating  and  meeting 
customer  demands  by  integrat¬ 
ing  browsing  and  other  capabili¬ 
ties  into  Windows. 

Does  the  lawsuit  change  any¬ 
thing  immediately? 

No.  It  isjust  a  lawsuit  that  hap- 
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you  standardize  on  the  Microsoft 
Office  suite  —  you  can  get  a  bet¬ 
ter  price  on  BackOffice:  this 
makes  it  very  compelling  for  cus¬ 
tomers.  But  it  starts  with  the  MS 
Office  software. 

“What’s  the  obvious  connec¬ 
tion  between  Office  and  Transac¬ 
tion  Server?  None,”  Kertzman 
said.  Microsoft  denies  linking 
sales  of  Office  and  BackOffice. 

Microsoft  also  bundles  its 
Internet  Information  Server 


Web  server,  which  competes 
with  software  from  Netscape 
Communications  Corp.  and 
others,  with  the  core  NT  operat¬ 
ing  system. 

Kertzman  suggested  a  Micro¬ 
soft  divestiture.  “In  general: 
you’ve  got  to  separate  the 
monopoly  business  from  the 
other  businesses  they’re  linking 
to  —  the  OS  vs.  non-OS  prod¬ 
ucts,”  he  said. 

The  divestiture  issue  has  been 


A  sure  bet,  but  which  way? 


“It’s  a  slam-dunk 
winner  for  the  Justice 
Department.  ” 

Ken  Wasch,  president,  Software 
Publishers  Association 

Odds  of  government  winning 


“How  do  you  raise  prices 
when  your  competitor's 
price  is  zero?" 

Robert  Levy,  senior  fellow,  Cato 
Institute 


Odds  of  government  winning 


raised  in  the  past,  with  Microsoft 
being  accused  of  using  its  APIs  to 
give  its  own  developers  unfair 
inside  access.  This  was  an  issue 
with  Windows  3.1  and  Microsoft 
Office  developers,  observers 
said. 

And  according  to  the  Justice 
Department  filing  last  week, 
Microsoft  officials  met  with  Net¬ 
scape  officials  two  years  ago  and 
proposed  that  Netscape  stay  out 
of  the  Windows  browser  market. 
In  return,  Microsoft  reportedly 
agreed  to  stay  out  of  the 
non-Windows  browser  market, 
according  to  Marc  Andreessen, 
executive  vice  president  of 
Netscape. 

The  reward  for  Netscape’s 
cooperation?  Preferential  access 
to  Microsoft  APIs,  Andreessen 
claimed.  Microsoft  Chairman 
Bill  Gates,  however,  vehemently 
denied  the  claim,  calling  it  “an 
outrageous  lie.” 

The  Java  issue 

Also  prominent  in  thejustice 
Department  complaint,  but  not 
part  of  the  demands,  are  allega¬ 
tions  that  Microsoft  has  used  its 
operating  system  dominance  to 
thwart  the  spread  of  Sun  Micro¬ 
systems,  Inc.’s  Java  program¬ 
ming  language. 

“Java  is  designed  in  part  to 
permit  applications  written  in  it 
to  be  run  on  different  operating 
systems,”  the  complaint  reads. 
“As  such,  it  threatens  to  reduce 


pens  to  seek  preliminary  injunc¬ 
tive  relief.  This  means  the  fed¬ 
eral  and  state  governments  are 
seeking  to  have  Microsoft 
change  its  business  practices 
before  the  suit  is  completely 
decided  in  court.  The  lawsuit  by 
itself  does  not  have  the  power  to 
change  Microsoft’s  policies. 

So  how  do  the  federal 
and  state  governments  change 
Microsoft? 

By  using  the  courts.  In  fact, 
the  next  step  is  trial  before  a  fed¬ 
eral  judge,  in  this  case  Thomas 
Penfield  Jackson,  who  already 
ruled  that  Microsoft  can’t  tie 
sales  of  Windows  95  to  the  distri¬ 
bution  of  Internet  Explorer.  As 
part  of  the  upcoming  trial,  Jack- 
son  will  decide  whether  to 
invoke  the  preliminary  injunc¬ 
tive  relief  clauses  that  thejustice 
Department  and  individual 
states  are  seeking. 

What  does  all  this  mean  for 
NT? 

Probably  a  lot.  NT  5.0  is 
identical  to  Windows  98  in 
that  the  new  edition  of  NT 
includes  an  integrated  browser. 


Is  it  possible  that  other  prod¬ 
uct  areas  would  be  addressed  in 
separate  filings? 

Absolutely.  Microsoft’s  pow¬ 
erful  position  in  the  operating 
system  market  factors  into  nearly 
every  business  deal  the  company 
strikes.  Competitors  have  been 
complaining  up  a  storm  about 
Microsoft’s  dealings. 

So  where  does  Windows  98 
stand  today? 

Windows  98  is  shipping  on 
schedule  for  two  reasons.  First, 
the  suit  has  no  teeth  until  a  court 
backs  it.  But  more  importantly, 
neither  the  feds  nor  states  are 
seeking,  at  this  time,  to  block  the 
release  of  Windows  98 . 

They  only  asked  that  the 
browser  be  unbundled  or  that 
Navigator  be  included  in  each 
copy  of  Windows  98  (the  states 
demand  two  other  browsers  be 
included). 

Why  didn’t  the  governments 
try  to  stop  Windows  98? 

Microsoft  has  argued  that  the 
removal  of  the  browser  from 
Windows  98  would  be  time-con¬ 
suming  and  difficult.  With  that 


in  mind,  the  federal  government 
said  it  did  not  want  to  delay  the 
release  of  Windows  98  by  forcing 
the  removal  of  the  browser.  In 
the  end,  the  feds  did  not  want  to 
“deny  consumers  the  benefit  of 
Microsoft’s  new  operating  sys¬ 
tem  software.  ” 

How  are  large  PC  vendors 
reacting  to  the  Microsoft  situa¬ 
tion? 

They  seem  to  be  taking 
a  ‘What  me,  worry?’  attitude 
to  Windows  98.  Dell  Com¬ 
puter  Corp.,  Compaq  Computer 
Corp.,  Digital  Equipment  Corp. 
and  IBM  all  plan  to  ship  the  oper¬ 
ating  system  with  their  comput¬ 
ers  next  month,  as  planned. 

And  at  least  one  of  the  ven¬ 
dors  doesn’t  seem  to  have  a  prob¬ 
lem  with  Microsoft’s  insistence 
that  its  logo  be  the  first  thing 
appearing  on  a  PC’s  screen  when 
the  device  boots  up.  A  Compaq 
spokesman  said,  “We  are 
pleased  with  the  current 
arrangements  we  have  with 
Microsoft,  and  we’re  pleased 
with  what  comes  up  on  first 
boot.” 

— DougBamey 


or  eliminate  one  of  the  key 
barriers  to  entry  protecting 
Microsoft’s  operating  system 
monopoly.” 

In  its  filing,  the  Justice 
Department  quoted  an  internal 
Microsoft  memo  in  which  Group 
Vice  President  Paul  Maritz 
emphasized  the  need  to  “funda¬ 
mentally  blunt  Java/  AWT 
momentum”  to  “protect  our 
core  asset,  Windows.” 

There  may  be  a  simple  legal 
way  for  thejustice  Department 
to  add  items  such  as  Java  to  its 
complaint,  observers  said. 

“This  suit  is  not  about  any 
particular  product,  such  as  Win¬ 


dows  95  or  98.  It  is  on  a  particular 
action:  tying,”  said  Rebecca 
Lynn  Eisenberg,  an  attorney, 
consultant  and  writer  who  regu¬ 
larly  covers  technology  issues  for 
the  San  Francisco  Examiner.  Eisen¬ 
berg  defined  tying  as  using  a 
monopoly  in  one  market,  such  as 
operating  systems,  to  take  advan¬ 
tage  of  a  monopoly  in  another 
market,  such  as  browsers.  “If 
the  government  pulls  together 
enough  evidence  of  the  ways  in 
which  Microsoft  used  its  monop¬ 
oly  in  the  OS  market  to  gain 
unfair  market  advantage  in  the 
[NT]  or  [MS  Office]  markets, 
See  Microsoft,  page  70 


Users  are  divided  over 
Microsoft’s  marketing  power 


By  Chris  Nerney,  Marc  Songini 
and  John  Cox 

It  is  being  accused  by  the  U.S. 
Department  of  Justice  and  20 
states  of  being  a  monopoly. 

Competitors  have  pelted  it 
with  a  steady  volley  of  lawsuits. 

A  legion  of  critics  refers  to  its 
CEO  as  the  antichrist. 

You’d  think  the  whole  world 
was  against  big,  bad  Microsoft 
Corp.,  now  embroiled  in  a  full- 
fledged  antitrust  batde  with  the 
federal  government. 

But  many  IS  professionals 
interviewed  by  Network  World  are 
genuinely  conflicted  over  the 
Justice  Department’s  action 
against  the  software  giant, 
even  as  they  acknowledge  the 
dangers  of  Microsoft’s  excessive 
market  muscle. 

“We  probably  do  need  help 
against  a  company  that  gains  an 
overbearing  advantage,”  said 
Joe  Greulich,  IS  manager  at  Rob¬ 
erts  Express,  Inc.,  an  interna¬ 
tional  courier  service  based 
in  Akron,  Ohio.  “I  don’t  know 
if  Microsoft  has  reached  that 
point.” 

Another  network  manager 
expressed  no  such  ambivalence 
about  the  Justice  Department’s 
action. 

“It’s  ridiculous  for  Microsoft 
to  be  in  courtfor  this,”  said  Dean 
Thompson,  manager  of  IT  for 
Cleveland-based  IS  consultancy 
Berish  and  Associates.  “When 
someone  starts  doing  well,  every¬ 
body  else  says,  ‘That’s  not  fair.’  ” 

“It’s  like  telling  Michael  Jor¬ 
dan,  ‘Hey  man,  you  can  only 
score  15  points  a  game,’  ”  he 
said. 

Thompson  particularly  criti¬ 
cized  the  federal  govern¬ 
ment’s  demand  that  Microsoft 
bundle  Netscape  Communica¬ 


tions  Corp.’s  browser  with  the 
Windows  98  operating  system. 
“That’s  insane.  Any  hardware 
vendor  can  prebundle  whatever 
it  wants,”  he  said.  “Let  the  OEM 
make  that  decision.” 

Phil  Emer,  associate  director 
for  advanced  technology  devel¬ 
opment  at  North  Carolina  State 
University,  agreed.  “I  don’t 
know  why  they  want  Microsoft  to 
include  Netscape  as  part  of  the 
operating  system  when  the  man¬ 
ufacturer  generally  gets  every 
piece  of  free  software  he  can  find 
and  loads  it  on  my  PC,”  he  said. 

“The  DOJ’s  effort  is  over¬ 
reaching  and  probably  at  least  in 
some  part  politically  motivated,” 
said  Hal  Kuff,  systems  and  net¬ 
work  manager  at  Tesco  Technol¬ 
ogies,  Inc.  in  Hunt  Valley,  Md. 

Another  network  manager, 
Scott  Davis  of  the  Fred  Hutch¬ 
inson  Cancer  Research  Cen¬ 
ter  in  Seattle,  said  Microsoft’s 
practice  of  bundling  NT  and 
applications,  as  well  as  contin¬ 
ually  adding  major  new  func¬ 
tions  to  the  operating  system  in 
Service  Packs,  is  not  good  for 
competition. 

“The  long-term  impact  of 
this  is  not  good,”  Davis  said. 
“Once  a  monopoly  is  in  place, 
then  generally  the  quality  of  ser¬ 
vice  and  products  goes  down  and 
the  price  goes  up.  I  don’t  put  it 
past  Microsoft  to  start  raising 
prices.” 

Meanwhile,  some  network 
managers  said  there  are  better 
places  to  look  than  Redmond  for 
potential  monopolies.  “When 
are  they  going  to  grab  Cisco  or 
3Com?”  Emer  asked.  “Those 
guys  are  into  everything.” 

“I  think  Intel  is  a  far  bigger 
threat  than  Microsoft  ever  could 
be,”  Kuff  said.  ■ 
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77/e  CIO  IS  iN  THE  hot 

seat  as  the  executive  committee  drills  one  department 

head  after  another  on  escalating  costs.  How  are  you  going  to  1  |get  the  newly  acquired 
subsidiary  onto  our  e-mail  system|?  How  are  you  going  to  2|hold  down  your  network 
administration  head  count  J  as  you  add  hundreds  of  new  users?  How  can  you  afford  to  2  |roll 
out  new  apps  to  the  whole  company|?  It’s  like  the  Spanish  Inquisition,  but  the  food  is  worse. 
Her  stomach  rumbles  from  the  dry  turkey  sandwich  and  yuppie  water  served  at  the  start  of 
the  meeting  as  one  committee  member  wakes  up  long  enough  to  ask  about  the  4|Year  2000 
problemj  he  saw  on  a  CNN  segment.  “Not  a  problem,  we  have  it  covered,”  she  replies.  With  an 
unforeseen  compliment  for  completing  the  ^|global  supplier  extranet|  project,  she  is  excused. 
Exiting,  she  smiles  at  the  beleaguered  marketing  director,  who  is  about  to  be  skewered  because 
the  company’s  celebrity  pitchman  has  just  appeared  on  the  cover  of  a  major  supermarket  tabloid. 
THE  6  (BEST  PARTS |  OF  HER  MEETING  WERE  MADE  POSSIBLE  BY  LOTUS. 

*  Lotus  Domino"  and  Messaging  Migration  Tools.  ^Lotus  Domino  systems  administration  tools.  ^Lotus  eSuite  DevPack  ’1  Java™  applets. 
4Lotus  Notes®  and  Domino  are  Year  2000-ready.  ^Lotus  Domino  Web  Application  Server,  6www.lotus.com/worktheweb. 
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_ News _ 

Start-up  preps  e-comm  suite 

First  piece  of  suite  targets  procurement. 


By  Ellen  Messmer 

San  Jose,  Calif. 

Start-up  RightWorks  Corp. 
last  week  introduced  the  first 
component  of  its  new  Web- 
and  Windows  NT-based  pur¬ 
chasing  and  financial  manage¬ 
ment  suite. 

The  software  enables  compa¬ 
nies  to  set  up  electronic  cata¬ 
logs  on  their  intranets  that  fea¬ 
ture  supplies  available  from 
trading  partners.  The  software 
also  connects  to  a  customer’s 
back-end  databases  and 
Enterprise  Resource  Planning 
(ERP)  applications. 

The  company’s  first  product 
in  the  suite,  ProcureWorks, 
runs  on  an  NT  server  also  run¬ 
ning  the  company’s  Right- 
Works  Server  software.  The  NT 
machine  sits  behind  a  private 
Web  server  and  can  be 
accessed  by  corporate  buyers 
via  a  Web  browser. 

To  purchase  products,  a 
buyer  fills  an  electronic  shop¬ 
ping  basket  on  the  RightWorks 
Server.  Then  the  order  request 
is  routed  across  the  corporate 
intranet  for  approval. 

User  authentication  can  be 
handled  through  password  or 
digital  certificates. 


RightWorks  enables  cus¬ 
tomers  to  set  up  a  “staging” 
server  outside  the  corporate 
firewall  that  can  be  used  by  sup¬ 
pliers  to  deposit  revised  catalog 
data.  RightWorks  Server  can 
then  suck  this  data  into  the  pro¬ 
duction  catalog. 

RightWorks  has  also  begun 
work  on  an  application  called 
AssetWorks  that  gives  man¬ 
agers  a  real-time  view  of  their 
budgets  by  linking  to  back-end 
ERP  programs.  In  addition, 
the  firm  is  developing  applica¬ 
tions  called  ExpenseWorks, 

MANAGING  YOUR  BUDGET 

RightWorks’  ProcureWorks  helps 
corporate  buyers  streamline 
purchasing  and  stay  within  their 
budgets. 

Buyer  order  information,  including 
date,  amount  and  product 
description. - 

Approved  orders  totaled,  and  the 
amount  of  the  budget  the  buyer 
has  already  spent. - 

Products  ordered  through  supplier 
catalogs. - 


which  provides  a  view  of  opera¬ 
tional  expenses,  and  Time- 
Works,  for  submitting  and 
managing  time  sheets.  The 
three  applications  should  be 
finished  by  early  next  year. 

All  of  the  applications  will 
feature  APIs  that  can  be  used 
by  programmers  to  link  the 
programs  to  back-end  applica¬ 
tions  from  the  likes  of  Baan 
Co.,  Oracle  Corp.,  PeopleSoft, 
Inc.  and  SAP  AG,  said  Right- 
Works  CEO  and  President 
Vani  Kola. 

A  software  engineer,  Kola 


founded  the  firm  in  1996  with 
private  backers,  including  Stan 
Meresman,  former  chief  finan¬ 
cial  officer  at  Silicon  Graphics, 
Inc.,  and  Suhas  Patil,  former 
CEO  at  Cirrus  Logic,  Inc. 

Among  the  vendor’s  early 
customers  is  high-tech  giant 
Applied  Materials,  Inc.  of  Santa 
Clara,  Calif.,  which  is  in  the 
process  of  rolling  out  Procure¬ 
Works  for  use  by  its  16,000 
employees.  The  company  will 
use  the  software  to  buy  office 
supplies  via  the  corporate 
intranet. 

One  advantage  of  Procure¬ 
Works  is  that  it  lets  managers 
set  norms  for  what  items  should 
cost,  said  Ash  Munshi,  a  vice 
president  at  Applied  Materials. 
This  should  help  the  company 


Lotus  buys  two  firms,  drops  server  prices 

Company  gobbles  up  collaboration  software  firms  DataBeam  and  Ubique. 


By  Chris  Nerney 

Cambridge,  Mass. 

Lotus  Development  Corp. 
last  week  announced  agree¬ 
ments  to  purchase  two  commu¬ 
nications  software  companies  as 
part  of  its  strategy  to  offer  real¬ 


time  e-mail  and  collaboration 
tools  that  work  over  intranets 
and  the  Internet. 

Lotus  announced  that  it  is 
buying  DataBeam  Corp.,  a 
Lexington,  Ky.  manufacturer 
of  real-time  conferencing  and 


distance  learning  servers  based 
on  the  International  Telecom¬ 
munication  Union’s  T.  120 
standard. 

Using  Web  browser  or  T.120 
client  software,  such  as 
Microsoft  Corp.’s  NetMeeting, 
corporate  employees  working 
with  DataBeam’s  neT.120 
Conference  Server  can  share 
data  and  applications  in  real¬ 
time,  brainstorm,  and  conduct 
presentations  and  product 
demonstrations  for  remote 
participants. 

Lotus  plans  to  incorporate 
DataBeam’s  products  and 
technologies  into  Sametime, 
a  group  of  client  and  server 
software  products  for  real¬ 
time  communication  and 
collaboration. 

Terms  of  the  deal  were  not 
disclosed. 

Lotus  also  said  that  it  is 
acquiring  Ubique,  a  Rehovot, 
Israel,  software  company. 


Ubique ’s  software  enables  end 
users  to  be  aware  of  which 
other  online  users  are  working 
in  the  same  “virtual  location,” 
such  as  a  Web  page.  Ubique ’s 
server  software  supports  chat, 
instant  messaging  and  other 
applications. 

Financial  terms  of  the  deal 
were  not  disclosed.  The  acquisi¬ 
tion  is  subject  to  regulatory 
approval. 

Mike  Zisman,  Lotus’  execu¬ 
tive  vice  president  of  strategy, 
said  products  incorporating  the 
DataBeam  and  Ubique  tech¬ 
nologies  are  expected  to  be 
released  later  this  year. 

In  other  Lotus  news,  com¬ 
pany  officials  last  week  an¬ 
nounced  price  cuts  for  the 
Domino  Mail  Server  and  stan¬ 
dard  Domino  server. 

Lotus  will  cut  Mail  Server’s 
price  from  $995  to  $695.  The 
company  is  slashing  the  price 
for  the  standard  edition,  which 
runs  on  machines  with  up  to 
four  CPUs,  from  $3,495  to 
$1,795. 

Both  changes  will  be  effective 
July  1.B 


For  the  answer  to 
this  week’s  question  and  more 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


r/i/s  week  s  question: 

Which  company  reported  higher  revenue  last 
year,  Cisco  or  Unisys? 


www.nuirfitsion.eom 


avoid  overpaying  for  PCs  and 
other  items,  Munshi  said. 

Like  many  new  electronic 
commerce  programs,  Procure¬ 
Works  isn’t  cheap.  It  typically 
costs  from  $350,000  to 
$500,000. 

©  RightWorks:  (408)  882-0350 
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It’s  the  Best  Friend 
Your  Router  Ever  Had. . . 


The  Intelligent  Multilayer  Switch 
That  Accelerates  Your  Router’s  Performance 

with  no  Network  Reconfiguration 


Here’s  something  you  and  your  router  can  really  get  attached 
to  —  the  IMS  1600  Intelligent  Multilayer  Switch  from  FlowWise 
Networks.  It  eliminates  your  LAN  bandwidth  bottlenecks,  leverages 
your  router  investment  and  helps  you  avoid  messy  network 
configurations.  It’s  the  ultimate  buddy  system  that  provides  a 
tenfold  improvement  in  routing  capacity,  and  frees  up  your  router 
to  handle  what  it’s  best  at  —  WAN  data. 


How’s  it  done?  Simple.  The  IMS  1600  includes  AutoRoute" 
technology  that  automatically  learns  the  network’s  configuration 
from  your  existing  router.  You  save  hours,  and  avoid  downtime  and 
expensive  router  upgrades.  No  other  switch  comes  close  to  the  IMS 
1600’s  ease-of-use,  wire-speed  performance  or  value! 

For  some  very  friendly  (and  useful!)  advice  on  getting 
the  most  from  your  router,  call  FlowWise  today.  FlowWise, 


888-595-9473  x250  •  408-474-0385  •  www.flowwise.com/autoroutel 

©  1998  FlowWise  Networks,  Inc.  All  rights  reserved.  FlowWise,  Intelligent  Multilayer  Switch  and  AutoRoute  are  trademarks  of  FlowWise  Networks.  Inc. 


Circle  Reader  Service  #14 
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features 

Route  or  Switch  by  Port 

Multi-protocol  Routing:  IP, 

IPX,  RIP,  OSPF,  Appletalk 

Layer  2/3/4  Switching 

4  Levels  of  QoS 

Multicast  Support:  IGMP, 
DVMRP,  PIM 

Layer  3/4  Filtering  for  Security 


small  price 


Now  you  can  get  Foundry's  award-winning,  Best  of  all,  Biglron  won't  blow  your  budget, 
customer-proven  Layer  2/3/4  technology  You  get  all  this  and  more  for  less  than  a 

in  a  high  density  Fast  and  Gigabit  Ethernet  tenth  the  price  of  traditional  routers.  What 

chassis.  And  at  a  price  you  can  afford.  are  you  waiting  for?  It's  time  to  call  Foundry. 

Biglron'“delivers  up  to  100,000,000  pps  of  Call  1.888.TURB0LAN  or  log  into  our  web  site 

Layer  2  switching  and  multi-protocol  routing  at  www.foundrynet.com  for  the  sales  repre¬ 

in  a  single  device.  With  up  to  64  Gigabit  sentative  nearest  you.  And  don't  forget  to 
Ethernet  and  156  Fast  Ethernet  ports,  ask  about  our  FREE  TurboMan  watch  offer! 

Biglron's  non-blocking  architecture  can 
handle  your  toughest  requirements.  Plus,  it's 
packed  with  the  industry's  most  complete 
suite  of  features. 


FOUNDRY 
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Inter-Switch  Trunk  Groups 

Multi-Homed  Servers 

Hot  Standby  Redundancy 

DHCP  Assist 

70  km  Gigabit  Ethernet 
Connectivity  for  MANs 

Comprehensive  Network 
Management:  SNMP, 

CLI,  Web,  RM0N 
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my  FREE  subscription  to  Network  World. 


□  No.  Thank  You. 


Do  you  wish  to  receive  Intranet  Magazine  FREE?  (It  will  be  a  monthly  publication  with 
content  similar  to  the  Intranet  supplement  within  Network  World.)  □  Yes  □  No 
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Signature  (required) 


Date 


To  qualify:  You  must  supply  your  company  name  and  address.  Please  Print  Clearly. 

Name _ Title _ 

Company _ 

Street  address _ 

City _ 


.State 


.Zip 


Business  phone  ( _ )  _ 

Internet  e-mail  address 


.Business  FAX  ( _ ) 


If  there  is  a  parent  company,  please  provide  name: 

If  military,  please  specify  branch  and  base: _ 

If  government,  please  specify  division: _ 


□  My  home  address  is  also  my  business  address. 

Optional  delivery  address: 

Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 

Street  address  City  State  Zip 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications. 

ALL  questions  must  be  answered.  Incomplete  forms  will  not  be  processed. 

Free  subscriptions  available  to  qualified  US  applicants.  Foreign  and  Canadian  rates  available  upon  request. 

Form: 9703 


What  is  the  principal  business  activity  at  your  location?  (check  one  only) 


01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/LegaJ 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/Recreation 

06.  □  Media/TV/Cable/Radio/Print 

07.  □  Retail/Wholesale  Trade/Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

11.  □  Process  Industries  (Mining/Construction/  Petroleum 

Refi  ning/Agriculture/Forestry) 


12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/Interconnects 

17.  □  Internet  Service  Provider  (ISP) 

18.  □  Manufacturing  (Computer/Communications/OEM) 

19.  □  Resellers  of  Computer/Network  Products  (VAR s,  VADs) 

20.  □  Systems/Network  Integrators* 

21.  □  Distributors  (Computer/Communications)* 

22.  □  Other  (please  specify) _ 

*Please  complete  form  based  on  largest  client 


What  is  your  job  function?  (check  one  only) 

NETWORK  IS  MANAGEMENT: 


1.  □  Network  Management 

2.  □  IAN  Management 

3.  □  Datacomflelecom  Management 

4.  □  IS,  IT,  MIS,  CIO,  Systems  Management 

5.  □  Intemet/lntranet  Management/Webmaster 


6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO,  Pres.,  VP,  Dir., 

Mgr.,  Financial  Management) 

8.  □  Consultant  (Independent) 

9.  □  Other  (please  specify) _ 


$50  Million  to  $99.9  Million 
$25  Million  to  $49.9  Million 
$10  to  $24.9  Million 
$1  to  $9.9  Million 
$100,000  to  $999,999 
$50,000  to  $99,999 
Under  $50,000 
None  of  the  above 


LZI  Internet 
ED  Intranet 
I]  Remote  Access 
ED  Peripherals 
ED  Software 

M  □  Service/Support 


What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 
(check  one  only) 

1.  □  100+  2.  □  50  -  99  3.  □  20  -  49  4.  □  10  - 19  5.D2-9  6.  □  1  7.  □  None 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your 


location/in  your  entire  organization? 

SERVERS  CLIENTS 

i  Entire  Org.  At  Location  Entire  Org. 

B  C  D 

.  50,000+  □  □  1.  50,000+  □ 

.  10,000  to  49,999  □  □  2.  1 0,000  to  49,999  □ 

.  1,000  to  9,999  □  □  3.  1,000  to  9,999  □ 

.  100  to  999  □  □  4.  100  to  999  □ 

.  50  to  99  □  □  5.  50  to  99  □ 

.  10  to  49  □  □  6.  10  to  49  □ 

.  1  to9  □  □  7.  lto9  □ 

.  none  □  □  8.  none  □ 


(Check  one  box  in  each  column) 


At  Location 
E 

□  1. 
□  2. 

□  3. 

□  4. 

□  5. 

□  6. 

□  7. 

□  8. 


LANS 

Entire  Org. 
F 

50,000+  □ 

10,000  to  49,999  □ 
1,000  to  9,999  □ 

100  to  999 


50  to  99 
10  to  49 
1  to  9 
none 


□ 

□ 

□ 

□ 

a 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network 
products  and  services  for  your  enterprise? 


A.  Scope  (check  one  only) 

1. D  Corporate/Enterprise 

2.  □  Department 

3.  □  None 


B.  Involvement  (check  All  that  apply) 

1. D  Create  Network  Strategy 

2. D  Recommend/Specify 

3. D  Approve 


4.  □  Evaluate 

5. D  Determine  the  need 

6. D  None 


What  is  the  estimated  number  of  employees  at  your  location/in  entire 
organization?  (check  one  in  each  section) 


A.  At  your  location: 

1.  □  Over  20,000 

2.  □  10,000  19,999 

3.  □  5,000  9,999 

4.  □  2500  -  4,999 


5.  □  1,000  -  2,499 

6.  □  500  -  999 

7.  □  499  or  less 


B.  Entire  organization: 

1.  □  Over  20,000 

2.  □  10,000  19,999 

3.  □  5,000  -  9,999 

4.  □  2,500  4,999 


5.  □  1,000  2,499 

6.  □  500  -  999 

7.  □  499  or  less 


What  is  the  estimated  value  of  Network  equipment  and  services  that  you 
specify,  recommend  or  approve  the  purchase  of?  (Please  print  the  appropriate 
number  code  in  the  box  next  to  each  product  category.  Please  complete  ALL  categories  A-M.) 

$100  Million  or  More 

A  ED  Large  Systems  (Mainframes/Mirus) 

B  ED  Desktops  ( Micros/Laptops/Workstations ) 

C  ED  Servers 
D  DlANs 
E  CD  WAN  Equipment 
F  CD  Carrier  Services 
C  CD  Internetworking 


Please  indicate  the  products/services  that  you  are  currently  involved  in 
purchasing  or  plan  to  purchase:  (Check  All  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET 
A  B 

□  01.  □  Internet  Services 

□  02.  □  Firewalls/Security/Encryption 

□  03.  □  Internet  Web  Servers 

□  04.  □  Intranet  Web  Servers 

□  05.  □  TCP/IP  Software 

□  06.  □  Management/Monitoring  Software 

□  07.  □  Push  Technology 

□  08.  □  Web  Browsers 

□  09.  □  Intranet  Applications/Groupware 

□  10.  □  Search/Retrieval  Products  (web  crawler) 

□  11.  □  Internet  Development  Tools  (JAVA,  ActiveX,  etc.) 

□  12.  □  Electronic  Commerce  Tools 

□  13.  □  Internet  Telephony 
LOCAL-AREA  NETWORKS 

A  B 

□  14.  □  Local-Area  Networks 

□  15  □  Network  Operating  System  Software 

□  16.  □  Servers 

□  17.  □  Print  Servers 

□  18.  □  ATM  Switches 

□  19.  □  Token-Ring  Switches 

□  20.  □  Ethernet  Switches 

□  21.  □  Fast  Ethernet 

□  22.  □  Gigabit  Ethernet 

□  23.  □  IP  Switches 

□  24.  □  LAN  Storage/Backup 

□  25.  □  Optical  IAN  Storage/Backup 

□  26.  □  Disk  LAN  Storage/Backup 

□  27.  □  Tape  LAN  Storage/Backup 

□  28.  □  RAID  IAN  Storage/Backup 

□  29.  □  Network  Test/Diagnostic  Tools 

□  30.  □  Cables,  Connectors,  Baiuns 

□  31.  □  UPS 

□  32.  □  Network  Interface  Cards 

□  33.  □  SNMP  Network  Management 
INTERNETWORKING 

A  B 

□  34.  □  Routers 

□  35.  □  Hubs 

□  36.  □  Intelligent  Hubs 

□  37.  □  Stackable  Hubs 

□  38.  □  Bridge/Router 

□  39.  □  Bridges 

□  40.  □  Gateways 

□  41.  □  Concentrators/Repeaters 
COMPUTERS/PERIPHERALS 

A  B 

□  42.  □  Network  Computers 

□  43  □  Laptops/Notebooks/Sub-Notebooks 

□  44.  □  Micros/PCs 

□  45.  □  Minis 

□  46.  □  Mainframes 

□  47.  □  Workstations 

□  48.  □  Printers/Network  Printers 

□  49.  □  CD-ROM 

□  50.  □  Fax/Modem  Boards 

□  51.  □  Graphics/Multimedia/Audio/Video  Boards 

□  52.  □  Memory/Chips/Boards/Cards 


REMOTE/WIRELESS  COMPUTING 
A  B 

□  53.  □ 

□  54.  □ 


Remote  Access  Products 
Remote  Access  Services 

□  55.  □  PDAs 

□  56.  □  PCMCIA  Devices 

□  57.  □  Wireless  Data  Services 

□  58.  □  Wireless  Data  Equipment 

□  59.  □  Cellular  Equipment  &  Services 

SOFTWARE/APPLICATIONS 

A  B 

□  60.  □  Network  Management 

□  61.  □  Systems  Management 

□  62.  □  Security 

□  63.  □  Communications  Software 

□  64.  □  Terminal  Emulation 

□  65.  □  Operating  Systems 

□  66.  □  Applications  Development  Tools 

□  67.  □  Database  Management/RDBMS 

□  68.  □  Groupware 

□  69.  □  Workflow 

□  70.  □  EDI 

□  71.  □  E-mail 

□  72.  □  Desktop  Video  Conferencing 

□  73.  □  Imaging 

□  74.  □  Suites/Server  Suites  (Back  Office,  etc) 

□  75.  □  Middleware 

□  76.  □  Document  Management 

□  77.  □  Site  Metering  Tools 

□  78.  □  Computer  Telephony  Integration  (CTI) 

□  79.  □  DataWarehousing 


□  80.  □  Modems 

□  81.  □  Asynchronous  Transfer  Mode  (ATM) 

□  82.  □  Frame  Relay  Equipment/Services 

□  83.  □  ISDN  Equipment  &  Services 

□  84.  □  FT-l/T-l/T-3  Multiplexers/Services 

□  85.  □  DSL  Services/Products 

□  86.  □  SONET 

□  87.  □  Inverse  Multiplexers 

□  88.  □  SMDS 

□  89.  □  Diagnosti(/Test  Equipment 

□  90.  □  DSU/CSU 

□  91.  □  VSAT/Satellite 

□  92.  □  PBXs 

□  93.  □  Voice  Mail/Response 

□  94.  □  Videoconferencing 

□  95.  □  Leased  Lines 

□  96.  □  Switched  Data 

□  97.  □  Virtual  Networks 

□  98.  □  Outsourcing/Systems  Integration  Services 

□  99.  □  Education/Training  Services 

□  00.  □  None  of  the  above  (1  -  99) 


Please  indicate  the  platforms  that  are  currently  instailed/planned: 

(Check  ALL  that  apply)  A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS 
*  B 

□  01.  □  TCP/IP 

□  02.  n  IPv6 

□  03.  □  SNA 

□  04.  □  DECnet 

□  05.  □  Novell  IPX/SFX 

□  06.  □  APPC/APPN/LU  62 
07.  □  NETBIOS 

□  AppleTalk 
09.  □  NFS 

10.  □  Other  (please  specify) _ 


□ 

□ 

□ 

□ 

LAN  ENVIRONMENT 


NETWORK  OPERATING  SYSTEM 
A  B 

□  25.  □  WindowsNT 

□  26.  □  Windows  NT/Advanced  Server 

□  27.  □  Novell  IntranetWare 

□  28.  □  Novell  (NetWare  4JQ 

□  29.  □  Novell  (NetWare  2X.3X) 

□  30.  □  Microsoft  (IAN  Manager) 

□  31.  □  LocalTalk  (AppleTalk) 

□  32.  □  Banyan  (VINES) 

□  33.  □  IBM  (LAN  Server) 

□  34.  □  Artisoft  (lANtastic) 

□  35.  □  Other  (please  specify) _ 

COMPUTER  OPERATING  SYSTEM 


□  11.  □ 
□  12.  □ 

□  13.  □ 

14.  □ 

15.  □ 

□  16.  □ 

□  17.  □ 

□  18. 

19. 

20. 

□  21. 

□  22. 

□  23.  □ 

□  24.  □ 


□ 

□ 


□ 

□ 


Gigabit  Ethernet 
Switched  Ethernet 

Fast  Ethernet  (100  Megabit  Ethernet) 

Ethernet 

ATM 

Token  Ring/Token  Ring  Switching 

IP  Switching 

FDD! 

100BaseT 
lOBase-T 
LocalTalk 
Fibre  Channel 
lOOvgAnyLAN 

Other  (please  specify) _ _ 


□  36.  □ 

□  37.  □ 

□  38.  □ 

39.  □ 

40.  □ 

41.  □ 

42.  □ 

□  43.  □ 

□  44.  □ 

□  45.  □ 

□  46.  □ 

□  47.  □ 

□  48.  □ 


□ 

□ 

□ 

□ 


NT  Server 
NT  Workstation 
InixAenix/AlX 
Solaris 
Windows 
Windows  95 
Windows  97 
DOS 

OS/2/OS/2  Warp 
IBM  MVS/VM/VSE 
Digital  VMS 
Macintosh 

Other  (please  specify )_ 


□  49.  □  None  of  the  above  (1-48) 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your 
location?  (check  ALL  that  apply  in  each  column) 


A.  Servers 

B.  Clients 

A.  Servers 

B.  Clien 

Power  PC 

□ 

01. 

□ 

486 

□ 

07. 

D 

Power  Mac 

□ 

02. 

□ 

386 

□ 

08. 

□ 

Mac  Other 

□ 

03. 

□ 

286 

□ 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Rise 

O 

10. 

□ 

PG/PII 

□ 

05. 

□ 

Alpha 

□ 

11. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Other 

□ 

12. 

D 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your 
company?  (check  ALL  that  apply) 


A  •  Mainframes  (Large  Scale) 
Installed/Planned 


1.  □ 

2,  □ 


IBM 

Amdahl 


3.  □  Cray 

4.  □  Hitachi 

5.  □  Unisys 

6.  □  Other 


B  -  Minis  I 
Installed/Planned' 

1.  □  IBM  RS6000 

2.  □  IBM  AS400 

3.  □  Digital 

4.  □  Tandem 

5.  □  Unisys 

6.  □  AT&T  CIS 

7.  □  H-P 

3.  □  Data  General 

9.  □  Other  


C  •  Workstations 
Installed/Planned 

1.  □  Sun  Microsystems 

2.  □  Silicon  Graphics 

3.  □  Digital 

4.  □  H-P 

5.  □  IBM 

6.  □  Other  _ 


What  is  the  estimated  gross  annual  revenue  of  your  entire  company/ 
institution?  (check  one  only) 


01.  □  $20  billion  or  more 
02.  □  $10  billion  to  $19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 


08.  □  $5  million  to  $9.9  million 
09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 
(check  ALL  that  apply) 

1.  □  Europe  2.D  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East  6.  □  None 
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Please  indicate  the  names  and  job  functions  of  other  individuals  at  your  location  to  whom  you 

would  like  us  to  send  a  copy  of  NetworkWorld . 


Name 

Name 

Name 

Name 

Name 

Name 

Name 


Job  Function 

Job  Function 

Job  Function 
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Briefs 

■  Edgepoint  Networks, 

Inc  has  introduced  a  series  of 

Ethernet  and  Fast 
Ethernet  switches  and 
hubs  that  include  WAN  connec¬ 
tivity. 


Edgepoint’s  EdgeStack  316  switch¬ 
ing  hub 


The  company  rolled  out  two 
EdgeStar  200  models:  one  with 
12 10M  bit/sec  ports  and  two 
autosensing  10/100M  bit/sec 
ports,  and  another  with  24 10M 
bit/sec  ports  and  two  autosens¬ 
ing  10/1 00M  bit/sec  ports.  An 
add-on  card  provides  56K  bit/sec 
modem  capabilities.  In  addition, 
customers  can  add  Remote 
Monitoring  and  SNMP  manage¬ 
ment  to  the  switches.  The  14-port 
device  costs  $495  and  the  26-port 
device  costs  $1,595. 

Also  new  is  the  EdgeStack 
316,  a  16-port  autosensing 
1Q/100M  bit/sec  switching  hub. 

In  addition,  Edgepoint  rolled 
out  its  EdgeSuhtch  400,  a 
1Q/100M  bit/sec  switch.  Both 
products  support  WAN  connec¬ 
tivity.  The  EdgeStack  316  costs 
$1,295,  while  the  EdgeSwitch  400 
costs  $1,895. 

(£>  Edgepoint:  ( 408 )  986-1 700 

m  Unisys  Corp.  has  outlined 
its  plan  to  build  Windows  NT 
servers  based  on  Intel  Corp.  ’s 
future  Pentium  IlXeon  and 
Merced  processors.  Unisys’ new 
Cellular  Multiprocessing  archi¬ 
tecture  will  be  designed  to  let 
applications  running  on  NT 
handle  tasks  requiring  main¬ 
frame-like  performance  and  reli 
ability.  Servers  based  on  the 
architecture  will  feature  from 
four  to  32  processors  and  will 
support  up  to  32G  bytes  of  shared 
memory  and  up  to  96  PCI  slots. 
Customers  will  be  able  to  run 
high-end  servers  as  32-processor 
symmetric  multiprocessor  sys¬ 
tems  or  partition  the  processors 
into  clusters  of  four. 

Unisys  will  start  selling  servers 
based  on  the  Cellular  Multi 
Processing  architecture  early 
next  year. 


Local  Networks _ 

ng:  LAN  Hubs  •  Switches  and  Management  •  Operating  Systems  •  Servers  •  Thin  Clients 

Revisiting  the  desktop  TCO  issue 

Gartner  analyst  advises  administrators  to  devise  their  own  TCO  benchmarks. 


BREAKDOWN  OF  TYPICAL  TCO  FOR  CORPORATE  PCs 


40% 


30% 


20% 


10% 


Numbers  do  not  add  up  to  100%  due  to  rounding. 

SOURCE:  GARTNER  GROUP,  STAMFORD,  CONN, 


By  Scott  Lajoie 

Ten  thousand  dollars  per  year. 

For  the  past  couple  of  years 
this  figure  has  been  bandied 
about  by  the  media  and  network 
industry  participants  to  describe 
the  total  cost  of  ownership 
(TCO)  for  corporate  desktop 
computers.  The  number,  which 
includes  the  purchase  price, 
maintenance  costs  and  more, 
has  been  especially  popular 
among  thin-client  proponents 
seeking  to  point  out  the  need 
for  network  computers  (NC)  or 
other  desktop  alternatives. 

But  now  that  prices  for  full¬ 
blown  PCs  are  plummeting  and 
even  Oracle  Corp.  Chairman 
Larry  Ellison  is  toning  down  his 
NC  act,  it  seems  to  be  a  good 
time  to  revisit  the  TCO  phe¬ 
nomenon.  And  who  better  to 
ask  about  the  issue  than  Gartner 
Group,  Inc.’s  Tom  Pisello:  He’s 
managing  vice  president  of  soft¬ 
ware  products  for  Gartner,  the 
Stamford,  Conn.,  market 


By  Bob  Brown 

RadioLAN  later  this  month 
will  deliver  a  product  that  will  let 
customers  establish  wireless 
Ethernet  links  between  buildings 
separated  by  up  to  1 ,000  feet. 

The  new  offering,  dubbed 
Wireless  CampusLink, 
can  be  used  to  connect 
wired  or  wireless  LANs 
across  a  campus.  The 
product  complements 
the  5-year-old  compa¬ 
ny’s  existing  10M 
bit/sec  wireless  work¬ 
group  and  backbone 
network  products. 

The  product  should 
appeal  to  customers 
who  cannot  obtain 
right-of-way  permission  to  lay 
cable  between  buildings,  who 
are  looking  for  a  less  expensive 
alternative  to  leased  lines  and 
who  want  to  back  up  their  cur¬ 
rent  interbuilding  links,  accord¬ 
ing  to  Mark  Bosse,  RadioLAN’s 
vice  president  of  marketing. 

Wireless  CampusLink  consists 


research  firm  largely  responsi¬ 
ble  for  making  TCO  a  common 
industry  term. 

One  significant  clarification 
Pisello  made  about  the  $10,000 
per  year  figure  is  that  the  cost 
per  PC  actually  tends  to  range 


of  a  combination  bridge/5. 77- 
GHz  radio,  an  antenna  about 
the  size  of  a  coffee  cup  and  man¬ 
agement  software.  A  customer 
must  set  up  the  bridge/ radio 
and  antenna  at  each  site,  and 
there  must  be  a  direct  line  of 


sight  between  the  gear  at  each 
site.  No  Federal  Communica¬ 
tions  Commission  license  is 
required  to  operate  the  wireless 
network. 

Customers  can  control  the 
network  using  RadioLAN’s 
CampusLink  Manager,  a  man¬ 
agement  and  configuration 


from  $3,000  to  $25,000  depend¬ 
ing  on  the  company’s  comput¬ 
ing  environment.  For  instance,  a 
law  firm  or  other  professional 
organization  might  only  run 
low-end  applications  that 
require  basic,  fairly  inexpensive 


tool  featuring  a  Web  browser 
interface. 

The  city  of  Walnut  Creek, 
Calif.,  is  testing  Wireless 
CampusLink  to  tie  together  the 
community’s  city  hall  and  per¬ 
forming  arts  buildings,  which 
stand  about  100  yards  apart.  The 
city  is  giving  the  RadioLAN 
product  a  whirl  in  hopes  of 
replacing  a  56K  bit/ sec  line  that 
costs  $120  per  month,  said  Gary 
Lech,  the  city’s  IS  manager. 
RadioLAN  is  charging  $2,999 
per  unit. 

“The  cost  per  megabit,  per 
second  could  offer  a  good 
return  on  investment,”  Lech 
said. 

In  addition,  the  wireless 
setup  would  give  Walnut  Creek 
control  of  its  own  network  link 
and  make  the  city  less  reliant 
on  the  local  phone  company. 

The  city  has  been  testing  the 
RadioLAN  gear  for  less  than  a 
week,  so  it’s  too  early  to  say  how 
the  product  works,  Lech  said. 

©  RadioLAN:  (408)  616-6300 


desktop  systems  while  a  software 
development  firm  could  pay  well 
over  $10,000  per  workstation. 

“The  general  awareness 
building  [about  TCO]  is  over, 
and  now  we  have  to  move  to  the 
next  step  —  TCO  manage¬ 
ment,”  Pisello  said. 

Gartner  offers  two  software 
packages,  TCO  Analyst  and 
TCO  Manager,  to  help  clients 
determine  their  TCO  per  PC. 
The  programs  access  a  large 
database  of  information  residing 
on  a  Gartner  extranet  and  can 
be  used  to  assess  costs  based  on 
the  following  parameters: 

•  Company  profile  — 
includes  type,  size,  location  and 
number  of  users. 

•  Assets  —  consist  of  servers, 
clients,  peripherals,  network 
devices  and  topologies. 

•  Complexity  —  differentiates 
between  elementary  and  com¬ 
plicated  network  and  desktop 
setups. 

•  Best  practices  —  include 
levels  of  virus  detection,  asset 
management  and  assorted  secu¬ 
rity  policies. 

Many  of  Gartner’s  initial 
assumptions  about  TCO  still 
hold  true.  For  example,  Pisello 
said  standardization  on  hard¬ 
ware  and  software  platforms  as 
well  as  on  applications  can 
save  companies  as  much  as 
11%  per  year  on  desktop 
administration. 

But  Gartner  has  also  revised 
its  TCO  system  to  take  more 
recent  trends  into  account.  For 
instance,  falling  hardware  prices 
are  balanced  by  increasing  soft¬ 
ware  costs  because  more  organi¬ 
zations  are  relying  on  high-end 
applications,  such  as  enterprise 
resource  planning  programs. 

©Gartner:  (203)  316-1111 

Get  more  online: 

©An  Aberdeen  Group  paper  on 
the  cost  of  server  ownership 


RadioLAN  takes  its  wireless  gear  outdoors 


Wireless  CampusLink  includes  a  combination 
bridge/radio  device  and  a  5-inch  dish  antenna. 


®  A  TCO  and  return  on 
investment  calculator 
from  Interpose  and 
Microsoft 
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Users  praise  new  Novell  desktop  manager 

vy.  \ ,  ryyfo  takes  advantage  of  information  stored  in  Novell  Directory  Service. 


By iohfi  Cox 

Provo,  Utah 

Beta  testers  say  Novell,  Inc.  may  have 
hit  a  home  run  with  Zero  Effort 
Networks  (ZENworks),  a  directory- 
enabled  desktop  management  applica¬ 
tion  released  by  the  company  last  week. 

ZENworks  can  tap  into  Novell 
Directory  Service  (NDS)  for  information 
about  end  users,  applications,  file 
servers  and  individual  PCs.  Net  adminis¬ 
trators  can  use  this  information  to  dis¬ 
tribute  software,  change  application 
access  rights  and  provide  help  desk  ser¬ 
vices  for  individual  users  and  groups 
(NW,  Feb.  16,  page  8). 

Beta  testers  emphasized  that 
ZENworks  has  broad  applicability.  They 
said  the  tools  can  work  across  NetWare 
networks  as  well  as  networks  consisting 
of  Windows  and  Windows  NT  systems. 
ZENworks  uses  Novell’s  NDS  for 
Windows  NT  products  to  support 
Microsoft  Corp.  software  environments. 

ZENworks’  impact  on  a  corporate  net¬ 
work  can  be  immediate  and  dramatic, 
according  to  Jon  Freeman,  president  of 
Mycroft,  Inc.,  a  network  integrator 
in  New  York. 

One  Mycroft  client  is  converting 
5,000  desktops  from  Windows  3.1  to 
Windows  NT  4.0.  The  company  is  using 
more  than  300  applications,  and  each 
desktop  supports  a  different  mix 
depending  on  the  end  user’s  title 
and  department. 

Via  ZENworks,  the  company’s  admin¬ 
istrators  are  able  to  associate  applica¬ 
tions  with  individual  end  users  and 
groups  of  end  users,  and  can  make  the 
icons  for  those  applications  appear  on  a 
desktop’s  “Start”  menu. 

ZENworks  can  even  detect  if  a  user 
has  accidentally  deleted  an  applica¬ 
tion’s  Dynamic  Link  Library  or  moved 
an  application’s  desktop  icon  to  a  dif¬ 
ferent  folder. 

One  key  feature  missing  in  the  first 
version  of  ZENworks  is  support  for  the 
Desktop  Management  Initiative  (DMI) 
2.0  specification,  Freeman  said.  DMI  sup¬ 
port  would  let  small  agents  on  PCs  detect 
changes  or  problems  and  send  alerts  to 
ZENworks  management  stations. 

Another  user,  the  University  of 
Michigan  Medical  Center  in  Ann  Arbor, 
is  considering  ZENworks  to  replace  the 
school’s  highly  manual  desktop  man¬ 
agement  system.  The  university’s  MIS 
staff  has  created  an  array  of  client  and 
server  scripts  that  handle  many 
ZENworks-like  functions. 

The  problem  is  that  the  home-grown 
system  has  to  be  maintained  by  hand 
and  it  takes  a  lot  of  effort  to  train  new 
staffers  on  the  complex  system,  said 
David  Hasselbach,  a  network  engineer 
at  the  center. 

“ZENworks  lets  me  say  who  can  or 
can’t  log  in  to  a  given  machine,” 


Hasselbach  said.  “It  lets  me  do  sched¬ 
uled  software  updates  at  off  hours.  This 
is  because  the  directory  can  now  be 
aware  of  the  [PC]  as  a  discrete  entity, 


with  certain  hardware  and  software  asso¬ 
ciated  with  the  [computer].” 

Hasselbach  noted  that  ZENworks  is 
the  only  product  he  knows  of  that  can  be 


configured  to  install  printer  drivers  on 
NT  machines.  Today,  this  task  needs  to 
be  done  by  hand. 

“Even  Microsoft  doesn’t  have  a  way  to 
do  this  automatically,”  Hasselbach 
added. 

ZENworks  costs  $39  per  user  for 
Windows  3.X,  95  and  NT  machines. 

©  Novell:  (800)  638-9273 
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Should  you  be  certifiable? 


©y  column  from  three  weeks  ago 
generated  more  e-mail  than  any 
other  so  far  this  year.  It  usually  takes  an 
egregious  error  or  an  attack  on  some 


sacred  cow  to  draw  this  kind  of  response. 
The  surprise  this  time  is  that  well  over 
95%  of  the  respondents  simply  wrote  to 
say  they  agreed  with  my  conclusions  — 


that  certifications  such  as  the  MCSE, 
CNE  and  their  ilk  prove  nothing  about 
someone’s  ability  to  manage  a  network. 

Most  of  the  letter-writers  went  on  to 
indicate  that  there  was  a  place  for  the 
certifications,  but  only  in  conjunction 
with  actual  hands-on  experience.  A 
number  of  them  pointed  to  Cisco’s 


CCIE  (Cisco  Certified  Internetwork 
Expert)  program  that  —  in  addition  to 
requiring  a  written  test  —  requires  a 
two-day  hands-on  laboratory  exam  in 
various  specialties.  Not  only  do  you  need 
to  know  the  theory,  you  must  also  be 
able  to  apply  it. 

There  were  a  number  of  people  who 
suggested  that  an  apprenticeship  pro¬ 
gram  could  be  useful  when  used  in  con¬ 
junction  with  certification  testing.  While 
that  wouldn’t  be  easy  to  set  up,  the  certi¬ 
fication  issuers  (Microsoft,  Novell,  et  al.) 
could  require  some  hands-on  experience 
(supervised  experience,  I  might  add). 
This  could  be  acquired  in  a  business  or 
academic  setting.  Businesses  could  set  up 
internship  programs  in  IT  that  would 
allow  promising  candidates  to  gain  need¬ 
ed  experience  while  involved  in  a  formal 
training  program.  Community  colleges 
that  are  already  teaching  certification 
courses  could  add  networking  laborato¬ 
ries.  By  working  with  local  businesses,  the 
colleges  could  offset  the  cost  of  the 
labs  by  allow¬ 
ing  IT  depart¬ 
ments  to  use 
the  facilities  as 
test  beds  for 
evaluation  of 
new  hardware 
and  software. 

Companies 
that  rely  heav-  Dave  Kearns 

ily  (or  exclusively)  on  certifications  in 
the  hiring  process  were  roundly 
denounced,  even  by  those  who  got 
their  current  jobs  solely  by  dint  of 
being  certified. 

It  was  suggested  more  than  once  that 
businesses  that  need  to  hire  IT  person¬ 
nel,  but  do  not  have  the  in-house  exper¬ 
tise  to  choose  among  the  applicants, 
could  use  the  services  of  an  independent 
consultant. 

Of  course,  this  leads  to  the  question  of 
how  to  evaluate  the  consultant.  There 
are  a  number  of  methods  you  could 
use:  Ask  for  recommendations  from 
local  users  groups,  speak  to  the  consul¬ 
tant’s  other  clients  or  get  recommenda¬ 
tions  from  the  network  operating  system 
vendors. 


Kearns,  a  former  network  administrator,  is  a 
freelance  ivriter  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  wired @  vquill.com. 


Here’s  another  reason  to  keep  Windows 
98  off  your  corporate  desktops:  It  is 
rumored  that  Microsoft  is  offering  incen¬ 
tives  to  PC  makers  that  ship  Windows 
98  machines  equipped  with  TV  tuners. 
So  in  addition  to  lost  productivity  due  to 
Web  surfing,  you  could  add  soap  opera 
viewing!  While  the  TV  tuner  might  be 
good  for  your  home  machine,  let  ’v  try  to 
keep  it  out  of  the  workplace.  Insist  on 
Windows  95  (or  better,  Windows  NT)  for 
your  corporate  desktops. 


AFTER  40  YEARS  OF  DISTINGUISHED  MILITARY  SERVICE, 
WE’RE  READY  FOR  TODAY’S  OFFICE. 
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f  Raylink"  Wireless  LAN  Solutions  by  Raytheon.  It's  the  result  of  thousands 

■  i  \  .. 

\  of  flight  hours,  hundreds  of  missions  at  sea,  and  constant  satellite 

reconnaissance.  Now  it’s  ready  for  an  even  tougher  tour  of  duty.  Inside  your  workplace. 
Because  the  RF  circuitry  we  developed  for  some  of  the  world's  most  sophisticated  military 
applications  is  now  available  in  a  Wireless  LAN -one  designed  to  meet  the  IEEE  802.11  standard. 
Raylink  delivers  the  speed  and  mobility  you  need  while  keeping  you  linked  to  critical  data.  And  it  does 
it  with  all  the  reliability  and  security  you'd  expect  from  Raytheon,  a  $20  billion  Fortune  100  company. 
Want  proof?  Get  your  own  Raylink  Demo  Kit,  with  Access  Point  and  two  PC  Cards,  for  only 
$1,495  (a  savings  of  $1,100).  To  learn  more,  contact  us  at  1-800-457-6811  or  www.raylink.com. 


Raytheon 

Wireless 

Solutions 


Limit  one  demo  kit  per  end  user.  Raylink  is  a  trademark  of  Raytheon  Electronics 


WARRING  FACTIONS 


Network  World  •  May  25, 1998  •  www.nwfusion.coi!;  •  19 
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♦1  818-865-2811  (Outside  U.S.) 


We’d  like  to  direct  your  attention  to  a  new  category  of  switches: 

The  Summit48™ Enterprise  Desktop  Switch.  Featuring  48  switched 
1G/1GG  Ethernet  ports  and  two  Gigabit  Ethernet  ports.  Wire-Speed  IP 
Routing  performance  at  1G.1  million  packets  per  second.  With  a  I7.b-Gbps 
non-blocking  switch  fabric.  Policy-Based  QoS  to  the  desktop.  And  when 
you  see  the  price  per  port,  exercising  self  control  won't  be  so  easy. 


©1998  Extreme  Networks.  All  rights  reserved, 
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■  Hewlett-Packard  Co. 
and  Ganymede  Software, 
Inc.  last  week  announced  an 

agreement  to  sell  and 
develop  products  for  net¬ 
work  equipment  manufactur¬ 
ers,  service  providers  and  enter¬ 
prise  end  users.  Under  the  terms 
of  the  agreement,  Ganymede’s 
current  Chariot  and  Pegasus 
products  will  be  resold  through 
HP.  The  two  companies  also  will 
work  together  to  develop  prod¬ 
ucts  integrating  HP’s  network 
test  and  measurement  functions 
and  Ganymede’s  application 
and  network  performance 
analysis  technologies. 

©  HP:  (800)  752-0900; 
Ganymede:  (919)  469-0997 

■  Optimal  Networks  Corp. 

this  week  will  roll  out  manage¬ 
ment  software  for  Informix 
Software,  Inc.,  Oracle  Corp.  and 
Sybase,  Inc.  databases  on  IP  and 
IPX  networks.  The  Optimal 
Application  Modules  translate 
client/server  and  distrib¬ 
uted  application  communi¬ 
cations  into  application  threads. 
Each  application  thread  is  then 
analyzed  and  presented  in  a  for¬ 
mat  that  application  managers, 
network  managers  and  develop¬ 
ers  can  all  understand.  These 
thread  statistics  pinpoint  slug¬ 
gish  network  processes  that  may 
be  responsible  for  slowing  down 
the  overall  application.  Until 
June  15,  the  Application  Modules 
will  be  available  for  free  to  users 
of  Optimal’s  Application  Expert 
software.  Application  Expert, 
which  costs  $15,000,  tracks  appli¬ 
cation  and  network  performance. 

©  Optimal:  (650)  845-6333 

■  XcelleNet,  Inc.  last  week 
announced  a  new  feature  for  its 
RemoteWare  Express  software 
package  that  pushes  docu¬ 
ments  to  remote  dial-up 
users.  Called  Document 
Manager,  the  new  feature  lets  IS 
managers  force  new  or  updated 
documents,  such  as  price  lists, 
on  remote  users  when  they  dial 
in.  RemoteWare  runs  on  Win¬ 
dows  NT  servers  and  costs 
$13,500.  Client  software  costs 
$135  per  seat. 

®  XcelleNet:  (770)  804-8100 
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IBM  boosts  mainframe  connectivity 


By  Marc  Songini 

IBM  recently  beefed  up  the 
power  and  connectivity  options 
of  its  mainframes. 

The  company  announced  a 
family  of  16  new  System/390 
mainframes,  called  Generation 
5  (G5)  servers,  that  doubles  the 
performance  of  previous  Big 
Iron.  IBM  also  said  it  would  add 
support  for  direct  Fibre 
Channel  and  Gigabit  Ethernet 
links  in  the  new  G5  servers. 

The  announcement  contin¬ 
ues  the  evolution  of  IBM’s 
biggest  boxes.  In  the  past  two 
years  IBM  has  boosted  the  con¬ 
nectivity  options  for  users  by 
adding  improved  support  for 
everything  from  Fast  Ethernet 
to  ATM.  The  big  boxes  have 
also  seen  improvements  in 
TCP/IP  performance.  The  new, 
more  powerful  S/390s  will  help 
users  more  efficiently  run  a 


By  Tim  Greene 

San  Jose,  Calif. 

Start-up  AccessLan  Commu¬ 
nications,  Inc.  this  week  will 
introduce  a  system  for  boosting 
the  bandwidth  of  dedicated 
access  lines  to  frame  relay  net¬ 
works. 

AccessLan’s  hardware  takes 
advantage  of  digital  subscriber 
line  (DSL)  technology  to 
increase  the  speed  of  a  single 
pair  of  copper  wires  from  56K 
bit/sec  to  1.5M  bit/sec  —  more 
than  25  times  the  bandwidth. 

A  traditional  1.5M  bit/sec 
T-l  circuit  requires  an  extra 
pair  of  wires,  and  the  hardware 
at  each  end  costs  five  times 
what  AccessLan’s  gear  costs,  the 
company  said. 

AccessLan’s  offering  consists 
of  three  pieces  of  DSL  hard¬ 
ware:  the  AccessLoop  100  DSU; 
the  AccessEdge  200  IP  router; 
and  the  AccessCentral  2000 
DSL  concentrator. 

AccessLoop  and  AccessEdge 
are  customer  site  devices  that 
sit  between  a  local  and  wide 
area  network,  converting  LAN 
traffic  to  frame  relay  for  trans¬ 


variety  of  enterprise  resource 
applications  from  PeopleSoft, 
Inc.  and  SAP  America,  Inc. 

While  mainframes  remain  an 
expensive  server  option,  with 
prices  starting  at  about 
$100,000  and  topping  out  in 
the  millions,  one  of  IBM’s  most 


important  goals  has  been  to 
present  the  mainframe  as  a 
cost-effective  way  to  consolidate 
the  work  of  multiple  servers 
under  one  manageable  entity. 


port  over  a  DSL  access  line. 

AccessCentral  2000  is  a  mul¬ 
tiplexer  that  sits  at  the  other 
end  of  the  access  line  in  a  ser¬ 
vice  provider’s  switching  office. 


The  device  concentrates  DSL 
lines  onto  a  trunk  connected  to 
a  frame  relay  switch. 

For  a  customer  to  take  ad¬ 
vantage  of  AccessLan’s  system, 
he  needs  a  service  provider 
offering  DSL  and  willing  to 


To  boost  connectivity  options, 
IBM  said  it  will  roll  out  a  Fibre 
Channel  option  called  Fibre 
Connection  (FICON)  channel. 
Fibre  Channel  is  a  high-speed 
interface  capable  of  supporting 
throughput  up  to  1.6G  bits/sec. 
Typically  Fibre  Channel  has 


been  used  to  tie  big  servers  and 
storage  devices  together.  IBM 
will  offer  a  FICON  card  that  slips 
into  one  of  the  new  mainframe’s 
I/O  slots.  Up  to  12  FICON 


install  the  AccessCentral  2000. 

Upgrading  slower  access  cir¬ 
cuits  to  1.5M  bit/sec  DSL  might 
be  just  what  ILX  Systems  needs. 
The  New  York-based  stock  mar¬ 
ket  data  vendor  has 
115,000  users  in  North 
America. 

“Adding  bandwidth 
economically  is  some¬ 
thing  that  we  are  inter¬ 
ested  in,”  said  Bernie 
Weinstein,  ILX’s  CEO. 

“With  the  incredible 
increase  in  trading 

transactions,  we’re  con¬ 
stantly  increasing 
capacity  to  maintain 
the  quality  of  our 

services,”  Weinstein 
added. 

AccessLoop  100 
costs  $850  and  Access- 
Edge  200  costs  $1,150. 
The  AccessCentral 
2000  chassis  costs  $20,000 

and  interface  cards  with  21 

ports  cost  $9,996.  Management 
software  for  AccessLan  gear, 
called  AccessControl,  costs 
$20,000. 

©AccessLan:  (408)  467-6513 


adapters  can  be  supported  on 
any  G5  box. 

IBM  said  the  FICON  cards 
will  be  a  high-speed  option  to 
its  current  Enterprise  System 
Connection  (ESCON)  channel 
connectivity  adapter.  ESCON 
supports  data  transfer  speeds 
up  to  17M  byte/sec.  For  users 
who  want  to  mix  and  match 
FICON  and  ESCON  features, 
IBM  will  offer  a  FICON  director 
that  will  support  both  technolo¬ 
gies,  said  Erich  Baier,  manager 
for  CMOS  systems  at  IBM.  A 
single  FICON  card  can  handle 
capacity  equivalent  to  eight 
ESCON  channels,  he  said. 

Fibre  Channel  support  will 
be  useful  for  companies  using 
the  mainframe  to  run  huge  files 
with  voice  or  video  data  back 
and  forth  from  storage  devices 
to  the  mainframe,  said  Frank 
Duzbeck,  president  of  Com¬ 
munications  Network  Architects, 
a  Washington,  D.C.-based  con¬ 
sultancy. 

IBM  said  it  will  add  support 
for  Gigabit  Ethernet  to  its  Open 
Systems  Adapter  (OSA).  OSA 
is  the  way  IBM  directly  links 
the  mainframe  with  LANs.  OSA 
currently  supports  traditional 
Ethernet,  Fast  Ethernet,  Token 
Ring,  ATM  and  FDDI  links. 

Mainframe  shops  should  be 
interested  in  these  new,  higher 
performance  options,  said  Bob 
Nix,  a  senior  software  analyst  at 
Lafayette  Life  Insurance,  based 
in  Lafayette,  Ind. 

The  new  mainframes  will  be 
available  in  September,  the 
FICON  adapter  in  March  1999, 
and  the  Gigabit  Ethernet  sup¬ 
port  in  the  OSA  will  come 
sometime  after  that,  IBM  said. 
Pricing  for  the  new  adapters 
was  not  available. 

©  IBM:  (800)  426-3333 

Get  more  online: 

©  Overviews  of 
IBM’s  efforts  to 
integrate  its  hosts 
with  TCP/IP  networks 

©  A  look  at  mainframe/LAN 
connectivity  plans  from  Cisco, 

Bay  and  Hitachi 
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AccessLan  does  frame  relay  over  DSL 

New  equipment  hikes  copper  wire  bandwidth  over  25  fold. 


THE  GENERATION  5  S/390 

Among  the  new  features  and  enhancements  coming  to 
IBM's  mainframes  are: 

@  Fibre  Channel  and  Gigabit  Ethernet  support 

©  Improved  Triple  DES  encryption  and  Java  application 
performance 

©  24G  byte  memory  increase 
©  New  CMOS  chips  that  produce  115  MIPS 


ACCESSING  DSL 

AccessLan  introduces  its  digital 
subscriber  line  (DSL)  products: 


AccessEdge  200 


•  AccessLoop  100  -  customer  DSU 
supporting  frame  relay  over  DSL 

©  AccessEdge  200  -  customer  router  for 
DSL  service 

•  AccessCentral  2000  -  carrier  DSL 
concentrator 

•  AccessControl  -  DSL  provisioning  and 
management  software 
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tart-ups  target  app  monitoring 


By  Jim  Duffy 

Framingham,  Mass. 

Two  start-ups  are  focusing  their  efforts 
on  that  most  critical  element  of  service 
management:  application  response  time. 


FirstSense  Software,  Inc.  last  week 
debuted  FirstSense  Enterprise  for  man¬ 
aging  the  performance  of  distributed 
applications.  And  NextPoint  Networks, 
Inc.  enhanced  its  NextPoint  S3  product 


with  programmable  agent  software  for 
real-time  application  monitoring. 

FirstSense  Enterprise  runs  on 
Windows  95,  Windows  NT  and  Unix 
clients  and  servers.  Enterprise  includes 


It  takes  Marketing  half  an  hour  to 
download  the  research  document. 
Customers  can't  access  your  web 
site,  it’s  time  for  Xedia’s  Access 
Point.  The  platform  that  gives 
you  true  Quality  of  Service  so 
you  can  manage  bandwith  and 
make  your  ip  network  more 
productive,  more  secure  and  more 
cost  effective.  That’s  your  solution  if 
you  choose  to  accept  it.  For  a  white 
paper,  check  out  www.xedia.com. 


DO  YOU  KEEP 
BANDWITH  FROM  TURNING 
MISSION-CRITICAL  APPLICATIONS 
INTO  MISSION  IMPOSSIBLE. 


m 


three  components:  agents,  a  manage¬ 
ment  console  and  a  data  repository.  The 
agents  monitor  distributed  applications 
in  real  time  and  compare  application 
availability  and  performance  with 
service-level  thresholds.  From  the  con¬ 
sole,  administrators  can  define  thresh¬ 
olds  and  quickly  see  which  users  are 
experiencing  performance  problems. 
The  console  also  allows  managers  to 
specify  corrective  action  plans  and  cus¬ 
tomize  data  collection  and  reporting. 

The  FirstSense  Enterprise  repository 
stores  historical  problem  and  end  user 
application  usage  data  in  an  SQL  data¬ 
base.  FirstSense  said  it  has  published  the 
repository  schema  so  third  parties  can 
create  reporting,  graphics  and  data  min¬ 
ing  tools  that  can  access  the  repository. 

FirstSense  Enterprise  is  in  beta  testing 
and  the  software  will  be  available  next 
month  for  $22,500. 


The  applications  of  my  eye 


FirstSense  announced: 

►  FirstSense  Enterprise,  which  includes 
management  agents,  console  and  data 
repository 

►  Partnerships  with  Lucent,  Computer 
Associates  and  InfoVista 

NextPoint  introduced: 

►  Production  Transactions  agent,  a 
programmable  agent  for  measuring  actual 
application  transactions  rather  than 
simulated  ones 

►  Harmony  program  for  software 
developers,  resellers  and  integrators 


FirstSense  will  be  competing  in  the 
application  monitoring  market  with 
NextPoint’s  new  Production  Trans¬ 
actions  agent.  NextPoint’s  software, 
which  runs  on  Windows  NT  and  Sun 
Solaris  clients  and  servers,  includes  an 
API  based  on  the  Application  Response 
Measurement  API  developed  by  Hewlett- 
Packard  Co.  and  Tivoli  Systems,  Inc. 

The  Application  Response  Measure¬ 
ment  API  lets  users  build  production 
applications  with  the  NextPoint  agent. 
The  agent  measures  transaction  time 
from  client  request  to  server  response. 

NextPoint  already  offers  prepro¬ 
grammed,  or  “canned,”  transaction  track¬ 
ing  agents  called  Synthetic  Transactions. 
The  Production  Transactions  agent, 
though,  will  let  users  collect  real-time 
measurement  data  on  “live”  transactions. 

One  NextPoint  user  was  cautiously 
intrigued.  “The  agent  with  signaturing 
will  be  compelling,”  said  the  user,  who 
works  for  a  large  investment  banking  firm 
in  the  Northeast.  “Are  we  out  of  the 
woods  with  this?  Are  we  ready  to  throw 
this  into  large-scale  production?  It’s  too 
early  to  tell.” 

The  Production  Transactions  agent 
will  be  available  in  July.  A  package  of  10 
will  cost  $4,995. 

©  FirstSense:  (781)  685-1105; 

NextPoint:  (978)  392-2026 
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_ The  Cisco  Catalyst* 

1900,  2900  and  5000  Series  Switches. 


Don’t  get  stuck  with  an  outdated  hub. 
By  adding  Cisco  Catalyst  switches  you’ll 
get  greater  performance  and  dedicated 
connections  for  about  the  same  price  you 
now  pay  for  shared  bandwidth.  Now  you 
can  dedicate  10-  or  100Mbps  of  bandwidth 
to  each  desktop  computer.  You’ll  also  get 
seamless  integration  with  Cisco  routers  to 
connect  every  switched  desktop  to  the 
Internet.  And  with  a  choice  of  stand-alone 


or  modular  switches,  you  have  the  flexibility 
to  meet  your  network  needs  today  while 
protecting  your  investments  in  connections 
like  Gigabit  Ethernet,  ATM  and  end-to-end 
VLAN  support. 

The  Cisco  Catalyst  family  of  switches  start 
at  about  $55  per  port,  about  the  same  as  a 
hub.  So  once  you  clear  some  space,  contact 
us  at  www.cisco.com  or  call  1-800-778-3632, 
extension  2208. 


Cisco  Systems 


Empowering  the 
Internet  Generation™ 


Internetworks 


are  tracks  remote  users  via  e-mail 


By  Tim  Greene 

Los  Angeles 

Mobile  Automation,  Inc.  recently 
introduced  a  software  agent  that  uses 
existing  corporate  e-mail  packages  to 


manage  remote  PCs. 

Called  RightState,  the  software  auto¬ 
matically  inventories  remote  laptops  and 
PCs  when  the  users  dial  in  to  the  corpo¬ 
rate  network.  The  inventory  includes  a 


check  of  hard  disk  space  and  what  soft¬ 
ware  is  loaded  on  the  remote  computer. 
In  addition,  RightState  can  upload  new  or 
updated  programs  to  remote  computers. 
RightState  consists  of  client  software 
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that  runs  on  Microsoft  Corp.’s  Windows 
3.2,  95  or  NT  clients  and  a  server. 

Riding  on  e-mail  programs  from 
Microsoft,  Lotus  Development  Corp.  and 
systems  that  support  Post  Office  Protocol 
3  (POP3),  RightState  determines  what 
software  is  loaded  on  remote  clients  and 
gathers  information  about  the  state  of  the 
computer  hardware. 

If  a  remote  user  needs  a  new  version  of 
software,  for  example,  the  IS  administra¬ 
tor  places  the  software  in  the  message 
queue  as  a  “job”  to  be  delivered  to  that 
user.  When  a  remote  user  with  a 
RightState  client  dials  in  to  the  central  site 
server,  whatever  jobs  are  queued  are  sent. 

RightState  probes  the  remote  client 
before  sending  software  updates  to 
determine  what  portions  of  the  software 
to  be  updated  are  already  on  the  client. 
RightState  sends  only  the  changes  or 
additions  the  client  lacks. 

Files  are  broken  down  into  segments 
and  compressed  before  being  sent  to 
make  efficient  use  of  the  limited  band¬ 
width  available  over  dial-up  connections. 

While  RightState  uses  e-mail  to  trans¬ 
port  uploads  and  downloads,  those  mes¬ 
sages  do  not  appear  in  the  client  e-mail 
queue.  From  the  server  side,  RightState 


REMOTE  MANAGEMENT  VIA  E-MAIL 


Mobile  Automation’s 
RightState  software 
tool  manages  remote 
computers  by: 
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Using  existing  e-mail 
programs  to  inventory  remote  computers. 


a  Transferring  software  changes  and  installs 
via  e-mail  when  remote  users  log  on  to 
corporate  central  sites. 


a  Compressing  transfers  to  minimize  use 
of  bandwidth. 


appears  administratively  as  just  another 
e-mail  account.  RightState  can  also  send 
files  using  the  File  Transfer  Protocol. 

With  more  and  more  remote  users  to 
manage,  corporate  IT  staffers  need  auto¬ 
mated  tools  to  track  what  software 
remote  users  have  on  their  PCs,  said 
Rick  Villars,  director  of  network  software 
research  for  International  Data  Corp.  in 
Framingham,  Mass.  So  far,  Mobile 
Automation’s  RightState,  Xcellenet, 
Inc.’s  RemoteWare  and  IBM’s  Mobile 
Equalizer  are  the  main  contenders  to  fill 
the  need,  he  said. 

Without  such  tools,  software  updates 
and  fixes  were  a  nightmare,  Villars  said. 
Either  the  remote  users  had  to  install 
the  software  themselves  or  their  comput¬ 
ers  had  to  be  brought  in  to  be  updated 
in  person  by  the  IT  staff. 

“Look  at  what  people  are  spending  for 
remote  access.  It  doesn’t  make  sense  not 
to  be  able  to  control  the  end  device,” 
Villars  said. 

RightState  is  available  for  $175  per 
client.  The  cost  includes  server  software. 

©  Mobile  Automation:  (310)  914- 
9603 
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where  are  the  critical 

problems?? 
where  are  the 
critical 

problems? 


II  the  real  problems 

please  Stand  OLlt? 


SEACATE 

NerveCenter 


Seagate  NerveCenter™,  the  sophisticated  event  management  application  from  Seagate  Software,  enables  automatic 


three  minor  blips  may 


filtering  and  correlation  of  network  events,  highlighting  ones  that  are  critical 


not  be  important  by  themselves,  but  what  if  they  occur  all  at 


once 


Behavior  Models  train  NerveCenter  to  think  iike  your  best  network  and  system  administrators,  enabling  it  to  recognize 


do  i  have  to  be  a  rocket  scientist 


relationships  between  events  -  and  correct  or  alert  you  to  them 


With  NerveCenter’s  graphical  behavior  models,  you  can  visualize  the  rela 


tionship  between  events,  making  it  easier  to  get  started.  Less  time  wasted  on  small  stuff.  More  time  for  what’s 


important.  That’s  what  Seagate  Software’s  new  era  of  information  availably,  access,  and  analysis  is  all  about 
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TO  SEE  WHAT  IT  CAN  REALLY  DO,  TURN  IT  OFF.  Introducing  the  new  IBM  PC  300PL.  With  Alert  on  LAN  technology,  it  can  remotely 
signal  problems  like  tampering  or  system  removal  before  they  become  crises  -  even  when  it's  turned  off.  It's  all  about  giving  you  better  control  over 
your  network  and  better  control  over  your  e-business.  See  the  affordable  new  IBM  PC  300PL  at  www.ibm.com/ibmpc  or  call  1  800  IBM  7255,  ext.  4759. 

Up  to  400  MHz  Pentium®  II  processor  with  100  MHz  bus  speed  /  2D/3D  AGP  graphics  capability  /  Integrated  Intel®  10/100  Ethernet  /  From  $1,449* 

MONITORS  FROM  $224 
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•Estimated  reseller  price  to  end  users  for  IBM  PC  300PL  model  6862-1 8U;  IBM  G42  monitor  with  14*  screen  and  13.2‘  viewable  image  starting  at  $224;  monitor  shown  is  IBM  P72  with  17*  screen  and  16*  viewable  image  starting  at  $599;  certain  features  described 
above  are  available  for  an  additional  charge  Actual  reseller  prices  may  vary  MHz  denotes  microprocessor  internal  clock  speed  only;  other  factors  may  also  affect  application  performance.  All  PCs  referenced  in  this  ad  ship  with  an  operating  system.  IBM  product  names 
are  trademarks  of  International  Business  Machines  Corporation.  Intel,  the  Intel  Inside  logo  and  Pentium  are  registered  trademarks  and  MMX  is  a  trademark  of  Intel  Corporation.  ©1998  IBM  Corp.  All  rights  reserved. 
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Briefs 


■  The  Senate  last  week  unani¬ 
mously 'passed  the  Consumer 
Anti-Slamming  Act  of 
1998.  The  act  prevents  carriers 
from  changing  users’  long¬ 
distance  service  provider  with¬ 
out  the  user’s  perm; ission  or 
face  a  $40,000  fine,  or 
$150,000  for  repeated 
offenses. 

The  bill’s  sponsor,  Sen.  John 
McCain  (R-Ariz.)  had  com¬ 
plained  that  penalties  imposed 
by  the  Federal  Communications 
Commission  on  stammers  were 
too  puny.  Though  most  com¬ 
monly  aimed  at  residential  cus¬ 
tomers,  corporate  branch  offices 
have  also  suffered  slamming 
attacks  fNW,  Sept.  1, 1997, 
page  30). 


■  The  number  of  people  using 

mobile  phones  grew  25.7% 

last  year,  while  the  number  with 
pagers  rose  17.2%,  according  to  a 
new  Federal  Communications 
Commission  report  to  Congress. 
The  FCC  cited  mobile  tele¬ 
phony  as  the  hotbed  of 
competition  —  one  the  FCC 
wishes  it 

WIRELESS  GROWTH 


could  find 
in  local 
wireline 
telephony. 
For  exam¬ 
ple,  in  the 
nation’s  25 
largest 
cities,  there 
are  an 


Number  of  cellular 
and  PCS  customers 
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average  of 
29  paging  companies  competing 
for  customers,  the  FCC  reported. 


■  As  expected,  Iridium  LLC, 

the  first  of  the  new  low-earth 
orbit  satellite  providers,  com¬ 
pleted  its  66-satellite  net¬ 
work  with  a  successful  May 
1 7  launch  of  its  last  required 
satellite.  Motorola,  Inc.  will  oper¬ 
ate  the  network,  which  will  pro¬ 
vide  global  voice,  paging  and 
low-speed  data  applications  on 
a  single  handset  beginning 
Sept.  23. 

Sprint  Corp.,  one  of  many 
carriers  around  the  world  with  a 
stake  in  Indium,  also  holds  the 
contract  to  run  the  company’s 
customer-service  call  centers. 


Building  a  new  ISP  out  of  an  old  one 

GTE  Internetworking’s  Paul  Gudonis  talks  up  the  company’s  Internet  services. 


It’s  been  a  year 
since  GTE  Corp.  in 

_ Cambridge,  Mass., 

announced  plans  to  acquire 
BBN  Corp.  (NW,  May  12,  1997, 
page  8) .  A  few  months  later,  the 
deal  was  final,  and  GTE 
Internetworking  was  born. 

When  GTE  bought  BBN,  the 
company  also  purchased  15,000 
route  fiber  miles  of  Qwest 
Communications,  Inc.’s  OC- 
192  nationwide  network,  which 
Paul  Gudonis,  president  of 
GTE  Internetworking,  calls 
“our  wedding  dowry.”  The  ISP 
division  is  using  this  fiber  to  cre¬ 
ate  a  new  nationwide  Internet 
backbone  called  the  Global 
Network  Infrastructure  (GNI). 

Gudonis  talked  recently  with 
Network  World  Senior  Editor 
Denise  Pappalardo  about  the 
GNI  and  other  developments  at 
GTE  Internetworking. 


What  are  the  biggest  benefits 
of  being  owned  by  a  telecom¬ 
munications  company? 

We  wanted  to  be  part  of  a 
company  that  had  network  cap¬ 
ital.  And  that’s  what  we  got, 
especially  with  the  Qwest  fiber 


purchase.  Our  capital  budget 
went  from  $50  million  a  year  to 
$1  billion  a  year. 

We  continue  to  run  our  own 


network,  develop  our  own  ser¬ 
vices  and  bill  for  our  services. 
We  also  now  have  all  of  GTE’s 
IP  voice  and  IP  fax  services 
rolled  into  our  unit. 

Has  the  mood  or  atmos¬ 
phere  at  GTE  Internetworking 
changed  since  the  acquisition? 

No.  Most  senior  managers 
are  committed  to  GTE 
Internetworking. 


What  does  GTE  Internet¬ 
working  plan  on  doing  with  its 
GNI  Internet  backbone?  What 
types  of  new  services  can  we 
expect? 

Unified  messaging, 
IP  fax,  and  Web  dial 
tone  services,  where 
you  convert  your  PC 
into  an  Internet  phone 
so  you  can  share  Web 
pages  and  talk  across 
the  network  at  the 
same  time.  And  we  are 
also  making  enhance¬ 
ments  to  our  current 
offerings. 

We  may  also  migrate 
some  of  our  corporate 
dial  services  to  this  net¬ 
work.  We  will  be  link¬ 
ing  our  12  hosting  centers, 
some  from  the  Genuity  side  of 
the  house,  to  the  GNI. 

We  will  also  be  adding  tradi¬ 
tional  frame  relay  and  ATM 
data  services  to  the  GNI. 

What  about  GTE  Internet¬ 
working’s  international  network 
deployment? 

We  will  be  making  more 
announcements  about  our 


global  plans  later  this  year. 

We  already  have  a  Web  host¬ 
ing  facility  in  London,  and  we 
have  an  ongoing  relationship 
with  Equant  for  interconnec¬ 
tivity  services  throughout 
Europe. 

Digital  subscriber  line  is  a 
recent  addition  to  GTE 
Internetworking’s  product 
portfolio.  Of  your  customer 
base,  which  of  your  users  will 
most  benefit  from  this  new 
service? 

Network  aficionados  that 
work  at  home,  that  have  to 
have  fast  access. 

[This  is]  a  group  of  early 
adopters  who  are  Internet¬ 
intensive  users  that  will  spend 
additional  money  for  fast 
access.  And  the  business 
telecommuters  that  work  with 
bandwidth-intensive  applica¬ 
tions,  and  those  that  need  fast 
access  to  their  LAN. 

Where  does  GTE  Internet¬ 
working  stand  on  IP  services? 

We  have  been  working  on 
technical  trials,  internally,  that 
See  GTE,  page  30 


AT&T  pairs  with  start-up  to  offer  fault  mgmt.  pack 

NetOps  wins  deal  with  carrier  for  its  pay-as-you-go  “ Do-It-Yourself ’  device  monitoring  service. 


By  David  Rohde 

Basking  Ridge,  N.J. 

AT&T  continued  building  up 
its  partner  portfolio  earlier  this 
month  with  a  deal  to  offer  users 
a  start-up’s  fault  management 
software. 

The  telecom  giant  signed  an 
agreement  with  NetOps  Corp. 
of  Pleasantville,  N.Y.,  a  provider 
of  pay-as-you-go  Web-based 
management  reports. 

Under  the  agreement, 
AT&T  will  not  only  resell 
NetOps’  Do-It-Yourself  net¬ 
work  analysis  software,  but  will 
also  make  it  the  basis  of  a  new, 
enhanced  AT&T  fault-manage¬ 
ment  service. 

Do-It-Yourself  is  a  subscrip¬ 
tion-based  analysis  tool  that 
alerts  network  managers  to 
potentially  troublesome  condi¬ 
tions  in  servers,  hubs,  routers 


and  other  devices. 

To  use  the  tool,  network 
administrators  first  download 
NetOps’  data  collection  and 
polling  software,  known  as  the 
Distributed  Status  Monitor 


Transaction  charge:  $500 


(DSM),  at  no  charge  from 
NetOps’  Web  site. 

After  collecting  data  from 
SNMP-compliant  devices  for 
up  to  a  week,  the  DSM  uploads 


the  information  to  NetOps’ 
analysis  engine  via  the  Web  for 
a  standard  transaction  charge 
plus  a  per-device  fee  (see 
graphic). 

NetOps  returns  a  report  via 


e-mail  detailing  potential  prob¬ 
lems  and  suggesting  fixes. 

The  first  part  of  AT&T’s 
implementation,  available  now, 
is  simply  making  the  DSM  soft¬ 


ware  available  on  AT&T’s  Web 
site  and  charging  the  same 
NetOps  transaction  fees. 

But  the  key  part  of  the  deal  is 
due  in  the  third  quarter,  when 
AT&T  introduces  the  AT&T 
Predictive  Network  Manage¬ 
ment  Solution. 

Under  this  service,  AT&T 
first  will  install  the  DSM  on  the 
customer’s  site.  Then  users  will 
upload  data  collected  by  the 
DSM  to  a  NetOps  server  at 
AT&T  Solutions,  the  carrier’s 
managed  network  and  out¬ 
sourcing  arm. 

Engineers  in  AT&T  Solutions’ 
Managed  Network  group  will 
then  “walk  through”  the  report 
with  users  to  provide  additional 
recommendations. 

Prices  for  the  AT&T 
Predictive  Network  Manage- 
See  AT&T,  page  30 


Charge  per  device: 

►  $10  for  each  device  with  up  to  60  ports 

►  Additional  $10  for  each  additional  60  ports  on  a  device 

♦Users  who  select  the  new  AT&T  Predictive  Network  Management  Solution  based  on  the  NetOps  system 
could  pay  at  least  50%  more  than  what  NetOps  charges,  though  prices  have  not  yet  been  set. 


NetOps*  levies  the  following  charges  for  each  weekly  upload  of  data 
about  a  customer’s  network  devices: 
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998  Canon  U.S.A.  Inc. 


; 


HP 

ifStSil 


you  to  high-quality,  network-compatible  color  for  your  office. 
And  you’ll  see  how  simple  and  productive  network-compatible  color  can 
be  with  a  Canon  Color  Laser  Copier/Printer. 

With  the  CLC  320  and  a  ColorPASS  320  Controller,  for  example, 
network  users  can  easily  produce  continuous-tone  images  up  to 
1 1”  x  1 7"  at  5  pages  per  minute. 

The  CLC  900  Series  offers  added  productivity  and  the  industry’s 
benchmark  in  quality.  When  connected  to  a  ColorPASS  Controller, 
the  900  Series  offers  professional-quality  prints  at  7ppm. 

And  with  its  Automatic  Duplexing  capabilities,  the  CLC  950  makes 
even  the  most  complex  network  jobs  quick  and  effortless. 

In  fact,  whatever  the  network,  whatever  the  source,  however  your 
volume  demands  change,  we  can  make  the  reality  of  Canon  laser  color 
a  reality  for  your  business.  After  all,  we’ve  been  number  one  in  laser 
color  in  the  U.S.  for  ten  years.* 

To  find  out  more,  call  1 -800-OK-CANON  anytime.  Or  visit  us 
on  the  Web  at  www.usa.canon.com.  You  can  have  high-quality 
P3:  color.  Count  on  it. 

Canon  Laser  Color.  Its  only  competition  is  reality. 
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AT&T 

Continued  from  page  27 

merit  Solution  have  not  been  finalized. 

But  AT&T  officials  said  they  would 
likely  include  at  least  a  50%  markup 
over  the  NetOps  transaction  fees. 

Another  difference  between  the 


stand-alone  NetOps  service  and  the 
new  AT&T  offer:  NetOps  requires  no 
minimum  usage  commitment,  but 
AT&T  will  probably  require  a  one-year 
term  contract. 

Analysts  said  the  new  service  is  part 
of  AT&T  Solutions’  drive  to  quadruple 
its  revenue  by  2002.  They  were  luke- 
w’arm  on  whether  the  AT&T  hand  hold¬ 


ing  is  worth  the  extra  cost. 

“If  you  have  an  IS  department  with  any 
skills  at  all,  implementing  the  tool  should 
be  something  you  don’t  need  AT&T  for,” 
said  Richard  Brewer,  senior  analyst  for 
International  Data  Corp.’s  Network 
Support  and  Integration  Service. 

The  enhanced  recommendations 
from  AT&T  Solutions  probably  won’t 


LIVE  INTERVIEW  WITH  NOVELL'S  CTO,  DR.  GLENN  RICART 


THE  BIG  DEBATE:  BIG  BANDWIDTH  VS.  MANAGED  BANDWIDTH 


OVER  75  HOURS  OF  TUTORIAL  &  CONFERENCE  SESSIONS: 
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be  important  for  assessing  standard 
LAN-interconnection  issues,  such  as 
sizing  frame  relay  ports  and  circuits  to 
handle  increasing  traffic  loads,  accord¬ 
ing  to  Brewer. 

But  they  could  be  useful  for  more 
complex  applications  such  as  voice/ 
data  WAN  integration  or  electronic 
commerce. 

Brewer  cautioned  that  neither  the 
stand-alone  NetOps  product  nor  the 
AT&T  predictive  service  would  have 
helped  much  during  AT&T’s  massive 
frame  relay  outage  on  April  13. 

This  is  because  the  problem  was  in 
the  carrier  network,  and  the  NetOps 
tool  “wouldn’t  scale  to  anything 
approaching  that  level  anyway.” 

But  he  credited  AT&T  for  signing  yet 
another  partnership  deal  to  add  an  out¬ 
side  vendor’s  tool  to  its  Global 
Enterprise  Management  System. 

The  system  will  will  form  the  basis  of 
AT&T  Solutions’  complete  LAN  man¬ 
agement  outsourcing  offer  later  this 
year  (NW,  April  6,  page  1). 

Deals  with  outside  vendors  through¬ 
out  AT&T  were  few  and  far  between 
until  Chairman  and  CEO  C.  Michael 
Armstrong  took  office  last  November, 
but  they  have  rapidly  increased  in  the 
past  few  weeks. 

The  deals  include  agreements  with 
enhanced  DSU/CSU  vendor  Visual 
Networks,  Inc.  to  provide  service-level 
management  and  with  Yahoo!  to  enable 
consumers  to  buy  AT&T  services 
online.  Another  deal  entails  a  new 
managed-bandwidth  service  involving 
installation  of  Newbridge  Networks, 
Inc.  multiplexers  on  customer  sites 
(NW,  May  11,  page  14). 

AT&T  also  has  an  arrangement  to  use 
call-routing  software  from  Geotel 
Communications  Corp.  for  high-volume 
call  centers  (NW,  May  11,  page  33). 

©  AT&T  Solutions:  (973)  443-2473; 
NetOps:  (914)  747-7600 


GTE 

Continued  from  page  27 

involve  passing  IP  phone  calls  over  a 
network. 

Before  we  do  any  kind  of  product 
realistically,  we  have  to  make  sure  it 
scales.  It’s  one  thing  to  support  IP  voice 
on  a  small  scale,  like  a  hobbyist  version, 
and  quite  another  thing  to  put  hun¬ 
dreds  of  millions  of  users  on  your  net¬ 
work  overnight. 

We  are  also  progressing  with  our  IP 
Fax  trial  [which  the  company 
announced  in  March] .  ■ 


Get  more  online: 

O  Information  about  competing  ISPs 
©  Background  on  the  GNI  project 
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No  one  understands  gigabit 
networking  solutions  better  than  Bernard 
Daines.  For  the  past  20  years,  Bernard 
and  his  troops  have  put  performance 
and  reliability  into  your  networks. 

Now,  Bernard  and  the  Packet 
Engines  team  continue  in  this  tradition 
-  delivering  their  industry-leading 
PowerRail  family  of  routing 
switches.  PowerRail  routing 
switches  are  optimized  for 
enterprise  networks.  They  provide  significantly 
greater  performance  than  any  other  routing 
switch.  And  they're  built  with  Enginuity™  to 
provide  Infinite  Routing™,  mission-critical  reliability, 
policy-based  networking,  and  continuous  investment 
protection.  Once  again,  Bernard  delivers  the  solution 
to  meet  tomorrow's  networking  challenges,  today. 

History  repeats  itself. 


PowerRail™  5200 
Enterprise  Routing  Switch 
More  than  37  million  pps 
routing  throughput;  Up  to 
25  Gigabit  Ethernet  or 
240  Fast  Ethernet  ports 


PACKET  ENGINES 

Gigabit  Performance.  Enterprise  Reliability. 


Box  14497 Spokane  WA  99214-0497 
Phone:  (509)  777-7000  Fax:  (509)  777-7001 
info@packetengines.  com 
http:// www. packetengines.  com 


Gigabit  Perfomiance 
Enterprise  Reliability 
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Help!  My  network’s  down,  and  I  can’t  get  it  up! 


jalp!  Aiuto!  Dowoon!  Pomoc! 
Socorro!  Assistez  moi!  Help! 

It  doesn’t  matter  in  what  language 
you  say  it.  Getting  help  and  support  for 


your  international  data  services  can  be 
difficult.  Many  vendors  have  loose  part¬ 
nerships  with  other  vendors,  making  it 
even  harder  to  obtain  service. 


Subscribing  to  a  vendor  whose  perfor¬ 
mance  is  dependent  on  other  providers 
—  of  which  the  vendor  has  limited  knowl¬ 
edge  or  control  —  can  lead  to  problems. 


PC  EXPO  in  New  York. 


W  here  the  corporate 
world  comes  to  shop. 


If  you’re  a  corporate  professional  looking  for  real  solutions 
to  your  most  challenging  IT  problems,  PC  EXPO  is  the  one  event  that 
delivers  all  the  goods. 

More  than  800  IT  suppliers  will  come  to  PC  EXPO 
with  one  thing  in  common:  corporate  IT  solutions  - 
and  to  attend  over  50  sessions  within  our  Corporate 
Education  Program. 

We  deliver  virtually  every  technology  for  serious  profit  - 
along  with  the  resources  and  information  you  need  to  leverage 
them.  From  the  desktop  to  the  enterprise,  it’s  all  here.  Hardware. 


Software.  Peripherals.  Notebooks.  Servers.  Storage.  Networking. 
Telecommunications.  Mobile/ wireless.  Computer  telephony.  NT. Java. 

We  mean  all.  Including  an  explosion  of  new  Web  and 
e-commerce  solutions  at  our  best-ever  WEB.X  —  The  Internet 
Event  for  Business,  held  concurrently  during  PC  EXPO. 

The  world’s  full  of  IT  events.  But  for  corporate 
professionals,  there’s  really  only  one.  PC  EXPO  in  New  York. 

To  attend,  call  800-829-3976,  ext.  2980  or  register 
online  atwww.pcexpo.com. 


Exhibitors!  Reach  one-half- trillion  tioUars  in  IT  buying  power! 

Call  Laura  McQuaid  at  800-829-3976  ext.  2932,  or  e-mail:  lmcquaid@mfi.com 

PC  EXPO  Exhibits  •  June  16-18, 1998  •  Jacob  K.  Javits  Convention  Center  *  New  York  City 
Corporate  Education/Conference  Program  •  June  15-18, 1998  •  Held  atthe  Marriott  Marquis 

....  - 

I/I  Miller  I  re  email  PC  EXPO  in  New  York  is  a  registered  trademark  of  Miller  Freeman,  Inc.  •  One  Penn  P.laza  •  New  York,  NY  101 19 

PC  EXPO  and  WEB.X  are  registered  trademarks  of  Miller  Freeman,  Inc.  •  One  Penn  Plaza  -  11th  Floor  •  New  York.  NY  10119  •  800-829  3976  ext.  2980  •  212-714-1300  *  Fax212-643-4802 
PC  EXPO  is  for  trade  professionals  only.  No  one  under  18  admitted.  Your  badge  and  carrier  are  non-transferable  and  will  be  confiscated  and/or  terminated  upon  any  attempt  to  transfer  or  sell  them. 
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We  asked  TeleChoice  analysts  Cathy 
Gadecki  and  Deb  Mielke  about  preparing 
a  request  for  proposal  for  a  large  interna¬ 
tional  data  service  network. 

Gadecki  and  Mielke  emphasized  the 
importance  of  understanding  the  ties 
that  bind  a  service  provider  to  its  part¬ 
ners.  It  includes  ensuring  service-level 
agreements  (SLA)  amongst  all  partners 
will  meet  your  RFP  requirements. 
Problem  areas  to  watch  out  for  include: 

•  International  gateways  and  trunking 

Look  for  more  than  one  crossing 

between  regions  with  sufficient  capacity 
to  support  traffic  in  a  failure  condition. 

•  Maximum  hop  counts 

Ask  about  hop  counts  during  both 
normal  operating  and  failure  condi¬ 
tions.  Request  a  packet  or  frame  trace 
from  one  location  to  another. 

•  Capacity  engineering 

Request  the  process  for  capacity 
upgrades  within  and  between  partner 
networks.  How  does  the  vendor  monitor 
the  utilization  of  the  network?  How  much 
capacity  is 
reserved 
for  restora¬ 
tion  during 
failure  con¬ 
ditions? 

•  SLAs 

SLAs  do 


Daniel  Briere 
Christine  Heckart 


give  an 
indication 
of  the  ser¬ 
vice  provider’s  belief  in  its  ability  to  exe¬ 
cute.  Ask  for  commitments  to  service  roll¬ 
outs,  order  intervals,  latency,  throughput, 
end-to-end  availability,  mean  time  to 
repair  and  billing  accuracy.  Set  strict 
penalties  for  missed  agreements. 

•  Equipment  interoperability 

The  partners  may  be  using  equipment 
from  different  vendors.  How  have  they 
tested  performance  across  switching  and 
routing  platforms? 

•  Methods  and  procedures 

Ask  about  methods  and  procedures  for 
customer  care,  including:  provisioning; 
network  monitoring,  maintenance  and 
repair;  and  billing.  Demand  the  details 
on  these  cridcal  aspects  of  your  service. 

•  In-country  support 

Measure  the  commitment  to  quality 
international  services  by  the  number  of 
in-country  operations  centers,  the  hours 
and  the  number  of  employees  supporting 
your  service.  With  managed  services,  get 
details  on  the  on-site  support  provided. 

If  the  prospective  vendor  ducks  the 
discussions  or  tends  to  drift  into  windy 
responses  focused  on  domestic  networks 
—  buyer  beware.  If  it  doesn’t  have  the 
information  for  an  RFP  response,  the 
vendor  hasn’t  spent  much  time  working 
out  the  difficult  details  in  delivering 
world-class  data  services  across  the  globe. 


Briere  is  president  and  Heckart  is  vice  presi¬ 
dent  of  TeleChoice,  Inc.,  a  consultancy  in 
Verona,  N.J.  They  can  be  reached  at  dbriere@tele- 
choice.com  and  checkart@telechoice.com. 
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While  everybody's 
working  on  the J? 


[ Content-Based  QoS ] 


[ Intelligent  Content  Discovery ] 
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[ FloicWall  Security ™] 


we’ve  been  working  on  the  brains. 


Content  Smart  Switch. 


It  and  Enterprises  easily  build  mission-critical  virtual 

Websites  and  maximize  Web  server  utilization  —  by  replicating  only  the  hot  content. 
Wire-speed  security  including  firewalling  and  intelligent  Denial-of-Service  prevention 
provide  complete  Web  site  protection. 


you  can  finally  deliver  new  services  customers  are 
demanding  —  plus,  guaranteed  service  levels,  virtual  Web  hosting  with  guaranteed 
bandwidth,  and  multimedia  like  streaming  audio  and  video. 
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the  best  load  balancing  from  Cisco,  the  best  switching  from  Bay,  and  the  best 
firewalling  from  Checkpoint  —  you  will  (pay  way  too  much  and)  still  not  match  the  performance; 
switching  capabilities  by  layers  2,3,4  and  5;  and  the  intelligent  local  and  distributed  load  balancing  of  the 


Content  Smart  Switch. 


ArrowPoiNt 


It  takes  a  Content  Smart  Switch  to  make  the  Web  a  no-brainer. 
Come  see  for  yourself  at  www.a 


COMMUNICATIONS 


Content  Smart 


Arrowpoint  is  a  trademark  of  ArrowPoint  Communications,  Inc.  Cisco  is  a  registered  trademark  of  Cisco  Systems,  |nc. 

Bay  is  a  registered  trademark  of  Bay  Networks,  Inc.  Checkpoint  is  a  registered  trademark  of  Checkpoint  Software  Technologies  Ltdi 
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Digital  and  selected  partners  are  building  the 


nly  UNIX®  that  Intel®  IA-64  will  ever  need. 


UNIX,  I  lie  only  one  that  today  is  fully 
mature,  with  thousands  of  applications 
and  millions  of  users.  No  one  knows 
both  64-bit  and  UNIX  like  we  do,  making 

Digital  you r  clear 
UNIX  choice  for  Alpha 


on  e 


and  I  A-64.  You’ll  get 


performance  leaps  and 
lower  costs,  up  front 
and  down  the  road.  Thanks  to  proven 
UNIX  technology  from 
the  combined  expertise  of  I 


ESEQUEnT 


^TANDEM 

*  a  Compaq  company 


Digi  tal,  Sequent,  Tandem"  and  others. 
For  more,  visit  www.digital.com/one. 
And  get  ready  to  win  in  a  networked  world. 


*:  1998  Digital-Equipment  Corporation.  Digital  and  the  Digital  logo  are  trademarks  of  Digital  Equipment  Corporation;  All  other  names- ate  trademarks  or  rogistoredAradorn.drks  of  their  respective  cqrirrpanies. 
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Covering:  Messaging  •  Groupware  •  Databases  •  Multimedia  •  Electronic  Commerce  •  Security 


Briefs 


Microsoft  seeks  e-commerce  allies 


■  Sun  Microsystems,  Inc. 

has  released  Java-based  sofware 
designed  to  coordinate  the  work 
of  members  of  development 
teams,  including  those  in  remote 
locations,  by  identifying  and 
recording  all  changes 
made  to  pro¬ 
ject  files. 

These  files 
can  contain 
source  code,  Web 
content,  graph¬ 
ics  and  other 
types  of  data.  The  software, 
JavaSafe  1.0,  runs  on  Solaris, 
Windows  95  and  NT,  and  can 
be  used  with  Sun’s  Java 
Development  Kit  and  third- 
party  vendor  application 
development  tools,  Sun  officials 
said.  JavaSafe  1.0  is  sold  on  a 
per  seat  basis,  starting  at  $209 
per  seat,  and  is  available  now 
atjava.sun.com/products/ 
javasafe  or  by  calling  (888) 
843-5282. 

■  Start-up  Motive  Com¬ 
munications,  Inc.  recently 
announced  Motive  OutReach, 

Windows  NT  server 
software  that  lets  an 
end  user  with  a  Java-enabled 
browser  report  a  desktop  soft¬ 
ware  problem  to  a  software 
distributor. 

When  the  OutReach  server 
gets  a  trouble  report,  it  auto¬ 
matically  runs  remote  diagnos¬ 
tics  on  the  desktop  to  assist  the 
software  technician  in  conduct¬ 
ing  interactive  troubleshooting 
with  the  end  user. 

In  beta  this  week,  Motive 
OutReach  is  expected  to  ship  in 
July.  Pricing  will  range  from 
$50,000  to  $150,000. 

©  Motive  Communications: 
(512)339-8335 

■  Sterling  Commerce, 
Inc.  this  summer  will  ship 

COMMERCE:Tracker, 

Web  server-based  software  for 
browser  access  to  shipment 
management  and  supply- 
chain  information. 

COMMERCE: Tracker,  not 
yet  priced,  can  be  integrated 
into  enterprise  resource  plan¬ 
ning  systems. 

©  Sterling:  (800)299-4031 


Site  Server  line  expected  to  grow  as  company  ships  product,  announces  partnerships. 


By  Scott  Lajoie 

Microsoft  Corp.  recently 
shipped  Site  Server  3.0 
Commerce  Edition,  but  accord¬ 
ing  to  industry  experts,  the 
release  only  marks  the  first  wave 
of  the  company’s  electronic 
commerce  strategy. 

According  to  analysts  and 
industry  observers,  the  latest 
Site  Server  is  not  so  much  a 
complete  commerce  tool  but 
rather  a  foundation  for  third- 
party  software  development. 
(For  a  review  of  Site  Server  3.0, 
see  page  1.)  And  the  slew  of 
partnerships  Microsoft  an¬ 
nounced  a  few  weeks  ago  at  the 
Site  Server  3.0  Commerce 
Edition  rollout  in  New  York  is 
an  indication  that  the  company 
is  not  willing  to  take  on  elec¬ 
tronic  commerce  all  by  itself. 

There  have  already  been 
signs  that  Microsoft  plans  to 
add  to  the  Site  Server  product 
line.  For  example,  Microsoft 
recently  bought  Firefly 
Network,  Inc.,  a  Cambridge, 
Mass.-based  company  that  spe¬ 
cializes  in  analyzing  customer 
profiles  for  market  analysis. 

Microsoft  has  positioned  its 
two  Site  Servers  (the  standard 
intranet-oriented  version  and  a 
Commerce  Edition)  as  plat¬ 
forms  for  building  intranets 
and  extranets.  Just  like  the 
intranet  version,  the  Com¬ 
merce  Edition  allows  a  user  to 
manage  and  publish  content 
for  corporate  Web  sites.  The 
only  difference  is  the  Com¬ 
merce  Edition  adds  basic  pur¬ 
chasing,  order  processing  and 
advertisement  functions. 

“Site  Server  is  definitely  not 
the  total  package  that  iCat 
[Corp.],  Intershop  [Commun¬ 
ications,  Inc.]  and  Interworld 


Get  more  online: 


•  A  downloadable 
evaluation  copy 
of  Microsoft’s  Site  Server  3.0 


Specifications  for  competing 
products 


I.C 


A  Site  Server  for  sore  eyes 


Microsoft’s  Site  Server  3.0  Commerce  Edition  has  features  that  surpass 
the  content  analysis,  searching  capabilities  and  publishing  management 
available  in  the  traditional  intranet  version. 


Feature  Description 

Business-to-business 


Commerce  Interchange  Pipeline 

Serves  as  a  platform  for  preparing  and 
exchanging  data  between  electronic 
commerce  systems  and  applications 
using  EDI  and  XML 

Order  Processing  Pipeline 

Manages  orders  according  to  specific 
business  rules,  such  as  taxes,  shipping 
and  handling. 

Business-to-consumer 

Intelligent  CrossSell 

Predicts  what  consumers  will  buy  based 
on  gathered  trends. 

Ad  Server 

Hosts  online  advertising. 

Membership  Services 

Tracks  user  preferences  to  deliver 
personalized  content  and  authenticates 
users  for  access. 

[Corp.]  provide,”  said  Steve 
Olsen,  an  analyst  at  Volpe, 
Brown,  Whelan  8c  Co.  in  San 
Francisco.  Earlier  this  month, 
Interworld  announced  an 
alliance  with  Hewlett-Packard 
Co.,  whereby  Interworld  would 
provide  its  suite  of  products  on 


the  HP  UX  operating  system. 

Pandesic  LLC,  an  electronic 
commerce  provider  formed 
from  Intel  Corp.  and  SAP  AG,  is 
one  of  Site  Server’s  most  visible 
allies.  Pandesic  announced  it 
would  embed  Site  Server  in  its 
end-to-end  commerce  offer¬ 


ings,  which  incorporate  hard¬ 
ware,  software  and  sendees. 

According  to  Patrick  Holmes, 
Pandesic’s  director  of  technolo¬ 
gy,  the  company  was  looking  to 
incorporate  log  analysis,  which 
provides  information  on  who  is 
visiting  a  site,  and  search  func¬ 
tions.  Site  Server  was  the  per¬ 
fect  match. 

“Rather  than  worry  about 
basic  cataloguing,  which  Site 
Server  takes  care  of,  Pandesic 
can  focus  on  its  value  added 
solutions,”  said  Vern  Keenan, 
an  analyst  at  Zona  Research, 
Inc.  in  Redwood  Shores,  Calif. 

Pandesic  specializes  in  sup¬ 
ply-chain  automation,  which 
invokes  the  placement  of  sup¬ 
ply  orders  when  purchases  are 
made,  and  business  cycle  analy¬ 
sis,  which  accounts  for  how 
changes  in  the  business  envi¬ 
ronment  affect  sales  and  supply. 

Microsoft  also  announced 
partnerships  with  Commerce- 
One,  Inc.,  DataCash,  Ltd., 
ICVerify,  Inc.  and  Great  Plains 
Software,  Inc.,  among  others. 

Site  Server  3.0  Commerce 
Edition,  including  25  client 
access  licenses,  is  priced  start¬ 
ing  at  $4,609  per  server.  ■ 


QUICK  TAKE:  WEB  DEFENDER 


Axent  software  restricts  Web  access 

Axent Technologies,  Inc.  last  week  began 
shipping  Web  Defender,  Windows  NT  software 
that  restricts  Web  page  access  to  authenticated 
users. 

By  installing  Web  Defender  1.0  on  a  dedicated 
NT  server  connected  to  an  intranet  Web  server, 
corporations  can  decide  which  users  have 
access  to  sensitive  information.  This  control 
can  be  established  based  on  the  NT  domain 
names  in  the  NT  directory. 

With  Web  Defender’s  single  sign-on  technology, 
users  can  be  assigned  to  role-based  groups, 
such  as  sales,  engineering,  human  resources 
and  accounting,  all  areas  in  which  there  may 
be  a  need  to  restrict  access  to  information,  said  Lance  — — — J  — — — i 

Urbas,  Axent  vice  president  and  general  manager. 

Web  Defender,  which  costs  $5,000  per  server,  works  by  embedding  a  software  ticket  in  a  user’s  Web  browser  the  same 
way  a  cookie  is  embedded.  Each  ticket  controls  which  Web  pages  can  be  viewed  by  the  user.  ‘The  benefit  is  there  is  no 
special  client  application  required,”  Urbas  said. 

Axent:  (781)  530-2200 
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Intranet  Applications 


'?3ET  INSIDER 

Why  we  do  what  we  do 


assachusetts  is  running  out  of 
phone  numbers  —  again. 

Less  than  a  year  ago,  two  new  area 
codes  were  carved  out  of  the  two  area 


codes  that  have  been  serving  eastern 
Massachusetts  for  years.  We  are  now  told 
the  newly  created  area  codes  may  run 
out  of  numbers  as  early  as  the  year  2000. 


Massachusetts  currently  has  five  area 
codes.  Five  area  codes  could  theoretical¬ 
ly  support  49,999,995  phone  lines.  Even 
if  one  were  to  assume  a  good  penetra¬ 
tion  of  office  phones,  fax  machines,  cell 
phones  and  second  lines  to  support 
teenagers,  the  ability  to  support  nearly 
50  million  phone  lines  should  not  be  all 
that  confining  in  a  state  whose  total  pop- 
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’  Rapport  Communication  . 

June  9 
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June  10 

San  Francisco,  CA 

Seminar  Course  Overview: 


Enterprises  across  the  world  are  eager  to  capitalize  on 
Internet  client/server  e-mail  as  a  universal  infrastructure 
utility  for  supporting  vital  groupware  and  electronic 
commerce  applications.  However,  neither  monolithic  pro¬ 
prietary  mail  systems  nor  yesterday’s  shareware  mail  pack¬ 
ages  can  successfully  support  very  high  volume,  extremely 
mission  critical  applications  on  your  intranet,  extranets,  or 
the  Internet  at  large. 

Next  Generation  Messaging  will  help  you  decide  what 
services  you  need  from  Internet  messaging  and  intranet 
infrastructure  applications  such  as  directories,  groupware, 
and  workflow,  and  what  benefits  your  company  can  expect 
from  upgrading  to  the  latest  standards  and  technologies. 
You  will  learn  how,  when,  and  why  to  deploy  products 
supporting  new  standards  like  Multi-purpose  Internet  Mail 
Extensions  (MIME),  Internet  Message  Access  Protocol  4 
(IMAP4),  Extended  Simple  Mail  Transfer  Protocol  (ESMTP), 
the  Lightweight  Directory  Access  Protocol  (LDAP),  and 
Secure  MIME  (S/MIME). 

Whether  you  are  just  starting  the  migration  to  Internet  and 
client/server  messaging  or  have  already  begun,  this 
seminar  will  cover  best  practices  for  selecting  messaging 
products,  lowering  cost  of  ownership,  and  migrating  from 
legacy  mainframe  or  LAN  e-mail  systems  to  client/server 
messaging  systems. 


Register  and  You  Will  Receive: 


j|  Comprehensive  Seminar  Workbook 

■  Free  3-month  trial  subscription  to  Rapport  Messaging  Review, 
the  premier  industry  newsletter  covering  the  business  of 
technology  of  electronic  messaging 

■  Opportunity  to  visit  with  leading  messaging  vendors 

■  Luncheon  and  break  refreshments 

■  All  of  the  above  included  in  your  $450  registration  fee.  (Save 
with  our  new  team  discounts  for  two  or  more  attendees!) 

Note:  If  you  can't  attend,  call  us  and  order  this  informative  and 
useful  attendee  materials  kit  for  just  S99! 


TECHNICAL  SEMINARS 

.  .  Next  Generation 

Messaging 

BEST  PRACTICES  FOR 
INTERNET  E-MAIL.  DIRECTORIES 
AND  GROUPWARE 


"X TS 


Attendees  Will  Learn  How  To: 


Anticipate  and  profit  from  key 
Internet/intranet  messaging, 
groupware,  and  electronic 
commerce  technology  trends 

Demystify  the  Internet  messaging 
and  directory  standards  (such  as 
IMAP,  LDAP,  S/MIME)  and 
understand  major  vendor's 
messaging  and  directory  product 
programs 

Build  a  messaging  directory  and 
integrate  it  with  your  corporate 
LDAP,  X.500.  or  metadirectory 


Close  dangerous  security  holes, 
block  spammers,  and  enforce 
security  policies  as  well  as 
practice  safe  messaging  using 
PGP  or  S/MIME 

Use  Internet  e-mail  and 
directories  to  support  electronic 
commerce  and  business-to- 
business  communication 

Learn  what  messaging, 
directories,  and  groupware 
should  cost  and  how  to 
project/assess  your  costs 

Follow  best  practices  for 
messaging  deployment, 
management,  administration 
and  help  desk 
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Register  today  for  the  seminar  nearest  you! 
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Software  superior  by  design. 
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If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 


ulation  was  6,016,425  people  in  1990. 

Now  the  phone  companies  want  to 
add  support  for  20  million  additional 
lines.  I  don’t  think  that  many  people 
have  suddenly  decided  shoveling  snow  is 
a  fun  task  and  therefore  it’s  time  to 
move  to  Massachusetts. 

The  basic  reason  for  this  clear  ineffi¬ 
ciency  is  that  the  phone  number  assign¬ 
ment  rules  are  severely  limited  by  the 
technology  of  the  phone  system. 

If  I  wanted  to  start  a  cellular  phone 
service  in  an  existing  area  code,  I  would 
go  to  the  phone  number  assignment 
authority  (www.nanpa.com),  and  if  I  met 
the  authority’s  requirements,  I  would  be 
assigned  a  block  of  phone  numbers.  The 
minimum  size  block  of  numbers  that 
can  be  assigned  is  9,999,  even  if  I  only 
have  10  customers. 

This  distribution  process  can  result  in 
inefficient  use  of  the  potential  number 
space.  The  problem,  combined  with  the 
demand  —  The  Boston  Globe  reports 
there  were  57  requests  for  phone  num¬ 
ber  blocks  in  one  of  the  area  codes  dur¬ 
ing  the  week  of  May  11  —  means  more 
area  codes  are  on 
the  way. 

The  Internet 
used  to  assign  IP 
addresses  in  fixed¬ 
sized  blocks  like 
this,  with  block 
sizes  of  256  hosts 
(class  C),  65,000 
hosts  (class  B)  or 
17  million  hosts 
(class  A) .  But  this 

system  changed  a  few  years  back  with  the 
development  of  classless  interdomain 
routing. 

The  Internet  address  assignment 
organizations  —  the  American  Registry 
for  Internet  Numbers  (ARIN)  serves  the 
Western  Hemisphere  and  southern 
Africa  —  now  assign  IP  addresses  in 
power-of-two  sized  blocks.  The  size  of  an 
assignment  is  based  on  the  actual  size  of 
the  organization,  backed  up  by  concrete 
documentation.  (ARIN’s  Web  page  is  at 
www.arin.net) 

The  change  in  assignment  procedures 
has  dramatically  moved  back  the  time  at 
which  the  ’Net  will  run  out  of  IP  address¬ 
es  and  thus,  the  time  at  which  a  switch  to 
IPv6  will  be  forced  by  address  exhaus¬ 
tion.  There  are  other  reasons  organiza¬ 
tions  may  want  to  migrate  to  IPv6,  but  it 
seems  that  the  move  won’t  be  forced. 

I  hope  the  companies  learn  how  to  be 
more  efficient  because  I’d  just  as  soon 
not  change  my  phone  numbers.  But  the 
problem  may  cure  itself  if  the  projected 
Internet  takeover  of  the  phone  system 
happens  soon  enough. 

Disclaimer:  Neither  ARIN  (where  I’m 
a  board  member)  nor  Harvard  (where  I 
have  an  ambiguous  title)  does  anything 
with  phone  numbers  except  try  to 
remember  a  few  of  them. 

Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  at  sob@harvard.edu. 


Scott 


is! 

Bradner 
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HSTR 


READY 


If  you  need  a  switch  for  your  backbone,  branch  offices  or  to 
increase  performance  anywhere  in  your  network,  Madge 
Networks  has  the  ideal  solution  -  the  Smart  Ringswitch  Express. 

We’ve  designed  a  Token  Ring  switch  that  is  everything 
you  need:  affordable,  powerful  and  easy  to  integrate  into  any 
Token  Ring  network.  And  we  haven’t  stopped  there.  At  no 
extra  cost,  the  Smart  Ringswitch  Express  comes  loaded  with 
advanced  control  features  and  graphical  point-and-click 
management. 

These  include  Madge’s  unique  Active  Broadcast  Control 
(ABC™)  which  improves  workstation  performance  by 
^v.  :,,e  automatically  filtering  unnecessary  broadcast  traffic. 


w 


kndfull  Remote  MONitoring  support  (RMON) 
which  provides  you  with  the  insight  you  need  to 


get  proactive  in  managing  your  network. 

In  addition,  this  remarkable  new  Token  Ring  switch  is 
High  Speed  Token  Ring  ready  and  has  a  full  1.5Gbps 
switching  capacity  -  over  three  times  that  of  other  switches 
in  its  class. 

So  the  decision  is  easy.  Whether  your  network’s  handling 
transactions  worth  millions  of  Dollars  or  simply  running  office 
applications,  the  Smart  Ringswitch  Express  is  //fc  affordable 
choice  for  scaling  performance  -  now  and  into  the  future. 

For  more  information  on  the 
Smart  Ringswitch  Express  -  call  now 
on  1  -800-TR-MADGE  or  visit  our  Web  site 
at  http://www.madge.com  or  email  us 
at  reply@madge.com  Madge  Networks 


©  Copyright  1998  Madge  Networks.  All  Rights  Reserved.  Madge,  the  Madge  logo,  ABC,  “HSTR  Ready”  and  Smart  Ringswitch  Express  are  trademarks,  and  In  some  jurisdictions  may  be  registered  trademarks  of  Madge  Networks  or  its  affiliated  companies. 
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GET  MORE  OUT 
UR  EMPLOYEES? 


Employees  are  your  biggest  asset.  They  can  also  be  your  biggest  challenge.  But  with  top-quality 


educational  services  from  Sun,  you  can  finally  find  out  what  your  employees  know.  And  more  importantly 


what  they  don’t  know.  That  way  you  can  give  them  the  right  training,  right  now.  So 


they  can  perform  more  effectively,  more  efficiently  and  uh,  yes,  even  more  profitably. 


We’re  eminently  qualified  to  judge.  Sun  invented  Java™  technologies.  And  Sun  trains  and 


certifies  more  employees  in  Java,  Solaris™  and  UNIX®  technologies  than  any  other  organization  in  the  world. 


What’s  more,  Sun  also  offers  you  professional  and  support  services  that  integrate  and  optimize  all  the 


parts  of  your  organization  into  a  powerful  whole.  A  more  productive  whole.  So  to  find  out  how  you  can 


get  more  out  of  your  employees,  visit  our  Web  site  at  www.sun.com/service/ad/es.html.  Or  if  you 


prefer  to  talk,  give  us  a  call  at  the  toll-free  number  shown  below.  THE  NETWORK  IS  THE  COMPUTER™ 


01 998  Sun  Microsystems,  Inc.  All  Rights  Reserved.  Sun,  Sun  Microsystems,  the  Sun  logo,  Solaris,  Java,  Java  coffee  cup  logo  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  of  Sun  Microsystems,  Inc.  In  the  U.S.  and  other  countries.  UNIX  Is  a  registered  trademark,  exclusively  licensed  through  X/Open  Company,  Ltd. 


May  1998 


apitalizing  on  Internet  Technologies 


As  browsers  become  more  capable,  even  morphing  into  operating  systems, 
are  they  losing  their  most  appealing  features? 


ALSO  INSIDE  Handbook: 


i 


iii 


Are  you  planning  to  move  your  messaging 
onto  a  single  platform? 

Put  down  that  crowbar  and  let’s  talk. 


©1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Outlook.  Whete  do  you  want  to  go  today?  and  Windows  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
Other  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


Unify. 


There  are  a  lot  of  solid  arguments  for  putting  everyone  and  everything  onto  one  messaging  platform.  A  com¬ 
pany  can’t  communicate  when  its  e-mail  systems  spew  gibberish  at  each  other.  A  lot  of  older  systems  only 
know  how  to  send  e-mail.  It’s  tough  to  manage  umpteen  different  systems  and  directories.  And  the  sheer 
volume  of  messages  can  slow  e-mail  to  a  drawl.  Unifying  your  messaging  platforms  can  solve  these  problems. 

But  you  know  what  moving  to  a  single  platform  can  mean: 

Alternative  one:  Yank  everything  out  by  the  roots,  data  and  all.  Rebuild  your  entire  communications  infra¬ 
structure.  Spend  a  year  living  in  the  crawl  space.  Your  basic  IT  nightmare. 

Alternative  two:  Microsoft®  Exchange  Server. 

With  Exchange,  you  can  forget  about  starting  from  scratch.  Instead,  think  about  interoperability  and  integra¬ 
tion.  Take  the  messaging  systems  that  got  you  here  and  migrate  your  users  and  data  onto  a  unified  platform. 
You  can  do  it  right  now. 

Microsoft  Exchange  Server  connects  to  the  messaging  and  collaboration  systems  your  company  already  has. 
It  comes  with  built-in  connectors  to  Lotus  Notes,  cc:Mail,  Microsoft  Mail  and  mainframe  messaging.  Wizards 
help  walk  you  through  the  process  of  migrating  your  systems  onto  Exchange.  It  supports  every  standard 
Internet  protocol.  And  Exchange  connects  the  widest  range  of  devices,  from  palmtops  to  high-end  worksta¬ 
tions,  from  16-  and  32-bit  PCs  to  PowerMacs. 

With  Exchange,  you  connect  all  of  your  users,  wherever  they  are,  whether  you  have  80  employees  or  80,000. 
There  is  simply  no  limit,  because  Exchange  has  unlimited  message-store  capabilities.  With  its  tight  integration 
with  Windows  NT®  Server,  Exchange  can  keep  your  critical  communications  running  24/7/365.  And  with  the 
heightened  security  of  Windows  NT,  your  company’s  messages  remain  private. 

Along  with  interoperability  and  integration,  Exchange  cranks  up  every  aspect  of  corporate  communication  and 
collaboration.  It  comes  with  the  Microsoft  Outlook™  98  client,  so  users  and  groups  can  take  control  of  their 
days  with  desktops  full  of  calendaring,  contact  and  task  management  tools.  Exchange  merges  with  Microsoft 
Office,  so  users  can  create  work,  exchange  work,  collaborate  on  work.  And  by  connecting  everyone  and  every¬ 
thing,  Microsoft  Exchange  Server  becomes  the  core  of  your  company’s  Digital_Nervous_System. 

Microsoft  Exchange  Server  is  the  all-inclusive  platform  that  unifies  your  company’s  messaging.  So  get  every¬ 
one  and  everything  working  on  the  same  page  without  all  the  rubble. 


Where  do  you  want  to  go  today?* 


Microsoft 
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With  FloodGate-1, 
your  network  is 
open  tor  business. 


Multiple  HTTP,  FTP  and  PointCast  connections  on  a  congested  line 

Throughput 


Without  traffic  management,  applications  fight  for  limited  bandwidth  and  waste 
expensive  capacity.  With  FloodGate-1 ,  you  can  prioritize  network  traffic  to  guarantee 
critical  application  delivery  and  maximize  bandwidth  investment. 


ew  FloodGate-l™  ensures  your  company's  business 
applications  get  the  bandwidth  they  need  to  bring  in 
profit.  By  eliminating  network  congestion.  By  letting  you  assign 
higher  priorities  to  the  most  critical  applications,  services  and 
users.  By  getting  the  most  from  the  bandwidth  you  already 
have,  so  you  don't  have  to  invest  in  more  than  you  need. 


Without  FloodGate-1  With  FloodGate-1 


Manages  enterprise-wide.  With  an  intuitive  GUI,  FloodGate-1 
makes  it  easy  to  define  a  single  enterprise-wide  traffic  policy, 
then  distribute  it  to  every  Internet  and  intranet  access  point. 

All  from  one  central  console. 

Integrates  with  Check  Point™  FireWall-1?  Since  FloodGate-1 
is  based  on  Check  Point's  patented  Stateful  Inspection  technology, 
it  can  be  seamlessly  integrated  with  our  market-leading  enterprise 
security  suite.  This  combination  is  the  only  secure,  reliable 
Internet/intranet  communications  suite  on  the  market. 

Get  proof.  Get  the  free  Check  Point  white  paper.  We  know 
improved  profit  may  sound  too  good  to  be  true.  That's  why  we've 
posted  an  enterprise  traffic  management  white  paper  at  our  web 
site.  Download  it.  Bead  it.  And  see  how  FloodGate-1  helps  get 
your  network  ready  for  business. 


Maximum  bandwidth  means  maximum  profit.  With 
FloodGate-1,  you  maximize  the  availability  and  reliability  of 
your  network,  which  means  you  don't  have  to  invest  in  excess 
capacity.  More  importantly,  you  can  guarantee  that  mission- 
critical  applications  get  the  bandwidth  they  need  when  they 
need  it,  so  your  company  always  runs  at  maximum  profitability. 


For  a  FREE  white  paper,  go  to  www.checkpoint.com/ETM. 

Check  Point™ 

Software  Technologies  Ltd. 


©1998  Check  Point  Software  Technologies  Ltd.  Check  Point,  the  Check  Point  logo,  FireWall-1  and  FloodGate-1  are  trademarks  or  registered  trademarks  of  Check  Point  Software  Technologies  Ltd 
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COVER:  Browser  bloat 

Netscape  and  Microsoft  can’t  seem  to  stop  load¬ 
ing  their  browsers  with  litde  goodies  —  HTML 
extensions,  helper  applications  and  the  like.  But 
the  more  bloated  browsers  become,  the  more 
we’ve  got  to  ask  the  question:  Are  we  squandering 
the  browser  advantage?  Cover  illustration  by 
Mitch  O’Connell. 


Eye  on  ’Net  users 

When  intranet  users  begin  indiscriminately  surfing  the  World  Wide  Web,  you’ll  want  a  tool  for 
monitoring  what  sites  they  go  to  and  how  long  they  stay.  In  this  comparative  review,  we’ve  eval¬ 
uated  three  useful  products  for  charting  users’  Web  whereabouts. 

Slam-dunk  Web  team 

There’s  no  stopping  Bristol-Myers  Squibb ’s  intranet  developers  on  their  run  for  the  corporate 
gold.  They’ve  scored  big  points  for  developing  powerhouse  Web  applications  that  automate  exist¬ 
ing  tasks  or  create  money-saving  procedures. 

Intranets:  The  next  ad  medium? 

The  captive,  demographically  measurable  intranet  audience  makes  an  ideal  target  for  adver¬ 
tisers,  but  companies  aren’t  too  keen  on  the  idea  of  opening  the  intranet  doors  to  sales  pitch¬ 
es.  Ads  are  more  likely  on  extranets  first,  experts  say. 
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Hot  Links  6 

Your  virtual  connection  to  news  bits,  opinion,  insight,  humor 
and  other  marginalia  from  planet  intranet. 

Handbook:  Making;  sense  of 
browser  identification  7 

Making  sure  Web  servers  can  sense  what  type  of  browsers 
are  making  requests  is  a  good  idea  for  companies  trying 
to  enforce  intranet  usage  policies. 


Ask  Dr.  IntraNet  7 

This  month,  the  doctor  provides  guidance  for  a  user  who 
needs  to  inventory  intranet  assets  and  sorts  through  a 
remote  access  problem. 

IntraVert:  Intranet  diplomacy  19 

Columnist  Mark  Gibbs  suggests  that  IT  managers  diplomat¬ 
ically  encourage  intranet  use  and  he  provides  nine  exam¬ 
ples  of  how  they  can  go  about  doing  so. 


Netscape  and  Microsoft,  dia¬ 
metrically  opposed  on  so  many 
issues,  are  partners  in  sin  when  it 
comes  to  browser  bloat 

Netscape’s  Navigator  started  life 
requiring  6M  bytes  of  hard  disk 
space.  The  latest  iteration  needs 
more  than  twice  that  much.  The 
next-generation  Communicator 
needs  about  30M  bytes  of  hard 
disk  space.  Internet  Explorer  fares 
no  better.  Microsoft  says  the  4.0 
release  consumes  between  25M 
and  60M  bytes  of  hard  disk  space, 
depending  on  the  options  chosen. 

To  be  fair,  you  do  get  a  whole 
lot  more  with  the  later  programs. 
While  Netscape  confined  the  first 
browser  to  basic  Internet  access, 
e-mail  and  newsgroup  functions, 
for  example,  it  has  brought  out 
support  for  security,  frames,  layers, 
advanced  HTML,  scripting  and 
other  fancier  features  in  subse¬ 
quent  releases. 

But  intranet  managers  get  wea¬ 
rier  with  each  release.  Sure,  secu¬ 
rity  and  scripting  are  important, 
but  some  say  other  features  inflate 
user  expectations  of  what  intranet 
developers  can  accomplish. 

Basic  browsing  capabilities  have 
so  simplified  users’  lives  that  they 
think  an  intranet  can  do  anything 
they  want,  and  then  some.  After 
hearing,  for  example,  that  Inter¬ 
net  Explorer  4.0  supports  data 
and  videoconferencing,  they  think 
the  intranet  should  be  able  to  as 
well  —  immediately. 

What  users  don’t  realize  is  that 
intranet  applications  take  develop¬ 
ment,  and  that  that  development 
requires  people,  time  and  money. 

Netscape  and  Microsoft  will  no 
doubt  continue  their  game  of  one- 
upmanship,  but  what  intranet 
managers  really  need  is  better  ser¬ 
vice  and  support  for  their  existing 
lower  end  browsers.  The  vendor 
that  can  best  meet  those  needs 
stands  the  best  chance  of  winning 
the  enterprise. 

Beth  Schultz 
bschultz  @nww.  com 
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National  goes  one-on-one  with  customer  extranet 

National  Semiconductor  Corp.  is  getting  personal  about  its 
customer  extranet. 

The  chip  maker  is  asking  its  salespeople  to  create  custom 
extranet  pages  for  their  customers.  A  corporate  buyer  for 
National  customer  3Com  Corp.,  for  example,  should  be  able  to 
review  corporate  contracts,  prices  and  lead  times  rather  than 
_ _  just  general- 
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ized  sales 
information, 
says  Phil 
Gibson,  direc¬ 
tor  of  interac¬ 
tive  marketing 
at  National  in 
Santa  Clara, 
Calif. 

National 
salespeople  use 
an  internally 
developed  tool 
to  create,  edit 

and  maintain  the  Web  pages  through  their  browser  interface  and 
the  StoryServer  3  publishing  tool  from  Vignette  Corp.  in  Austin, 
Texas.  They  don’t  need  to  know  anything  about  creating  a  Web 
page,  Gibson  says.  Salespeople  simply  use  National’s  tool,  called 
SiteCreator,  to  customize  a  page,  then  click  “Publish.” 

Delivery  of  personalized  customer  pages  is  part  of  National’s 
strategy  for  bringing  buyers,  purchasing  managers  and  the 
direct  and  indirect  sales  force  onto  a  company  extranet. 


National's  latest  extranet  efforts  include  the  creation  of  a 
site  targeted  at  purchasing'  managers. 


SNA  the  intranet  way 


Guruge:  Integration 
between  the  data  cen¬ 
ter  and  intranet  is  only 
a  matter  of  time. 


Make  way  for  the  mainframes  and  AS/400s.  If 
you  haven’t  already  pulled  them  into  your 
intranet,  you  will  one  day  soon. 

So  says  Anura  Guruge,  IBM  networking  expert, 
consultant  and  instructor  for  Network  World’s 
technical  seminar  on  integrating  intranets  and 
data  centers.  “An  intranet  that  doesn’t  have 
access  to  the  data  center  is  like  the  proverbial 
apple  pie  without  the  apple,”  says  Guruge,  adding 
that  an  estimated  70%  of  vital  corporate  data 
resides  on  AS/400s  or  mainframes. 

Guruge  encourages  IT  managers  to  face  the 
inevitable  and  to  get  excited  about  it.  He  recom¬ 
mends  the  following  to  prepare  for  the  data 
center-to-intranet  integration: 


•  Identify  applications  that  can  be  Web-enabled  today. 

•  Identify  call  center  functions  that  can  be  done  over  the  Internet. 

•  Ascertain  if  you  can  address  remote  access  needs  via  the  Internet. 

•  Check  when  your  37XXs  come  off  lease. 

•  Start  work  on  an  SNA-capable  intranet  architecture,  whether  it  be 
via  HTML,  applets,  middleware  or  a  combination  of  technologies. 


Microsoft  sets  up  intranet  Office 


It’s  a  Webbed,  Webbed  world  for 
the  unnumbered  successor  to  Micro¬ 
soft  Corp.’s  Office  97. 

Office  97,  scheduled  for  shipment 
by  year-end,  goes  way  beyond  the 
Internet  Assistant  translator  that 
converts  Word.doc  files  and  other 
native  application  file  formats  to 
HTML  for  posting.  Under  Office  9X, 
users  will  actually  be  able  to  save 
their  files  to  HTML  format  and  use 
Extensible  Markup  Language  tags. 

Intranet  users  are  the  target 
of  many  new  functions,  from  the 
browser  interface  to  HTML  sup¬ 
port.  Office  product  managers  de¬ 
scribe  the  integrated  package  as  a 
“Web  workspace”  that  encourages 
collaboration. 

For  example,  browser-wielding 


workgroup  members  will  be  able  to 
view  and  revise  documents  created 
in  Word  and  insert  tags  in  docu¬ 
ments  that,  when  clicked,  will  pop 
up  comment  boxes.  In  addition, 
users  will  be  able  to  embed  thread¬ 
ed  discussions  in  documents. 

Departmental  content  providers 
will  most  likely  use  the  Web  pub¬ 
lishing  functions  in  Office  97,  while 
Webmasters  will  use  FrontPage  for 
Web  page  development  and  site 
management,  says  Deanna  Meyer, 
an  Office  product  manager. 

Companies  upgrading  from  Office 
95  to  Office  97  will  be  relieved  to 
hear  the  next  version  of  Office  will 
retain  the  file  formats  of  most 
applications,  unlike  the  current 
upgrade. 


IT  at  a  crossroad 

Market  researcher  and  Crossroads  conference  organizer  Nina  Lytton  shares  her  IT  findings. 


When  Nina  Lytton,  president  of 
market  research  firm  Open  Systems 
Advisors,  Inc.  (OSA),  asks  IT  execu¬ 
tives  to  share  their  world  views, 
they  talk. 

And  after  they  talk,  Lytton  pub¬ 
lishes  what  she  hears  in  the 
"Crossroads  Decisions  Report.” 
Enterprise  IT  managers  say  issues 
such  as  business-to-business  elec¬ 


tronic  commerce,  customer  service 
management  and  application  devel¬ 
opment  are  on  their  minds,  and 
that  they  are  focused  on  applying 
Web  technologies  to  these  areas. 

OSA's  pool  of  IT  visionaries  fore¬ 
casts  a  world  in  which  “business 
decision  makers  can  access  knowl¬ 
edge,  whatever  the  format  and 
whatever  the  source,  without  being- 


forced  to  consult  multiple,  separate 
islands  of  information,”  Lytton 
says.  It  sounds  like  an  intranet, 
and  lytton  acknowledges  that  a 
browser  increasingly  opens  the 
door  to  that  diverse  data. 

In  fact,  Web-enabled  applications 
make  up  the  bulk  of  the  Crossroads 
98  A-List  Awards,  an  honor  roll  of 
applications  and  services  the 


Boston  firm  published  recently. 
Next  on  IT  executives’  wish  lists 
are  integrated  Web-based  business- 
to-business  procurement  and  ac¬ 
counting;  integrated  marketing 
and  service  applications  that  reach 
customers  through  multiple  chan¬ 
nels;  and  browser-accessible  knowl¬ 
edge  management  systems  that 
link  everything. 
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IDG  Book’s  ASP:  Active  Server  Pages,  by  Andrew  Fedorehek  and  David  Rensin,  is  worth  reading  if  you’re  setting*  up  browser  sensing. 


INTRANET  HANDBOOK 


A  primer  on  evolving  intranet  technology 


Making  sense  of 
browser  identification 


Go  online  for  more 
information  including: 

■  Sites  listing  discoverei 
browser  User-Agent  strings 

■  The  HTTP  header  definition 

■  Microsoft’s  browscap.ini  file 


BY  MARK  GIBBS 

ven  if  you’ve  established  intranet  stan¬ 
dards,  you’d  be  wise  to  make  sure  your 
servers  can  identify  what  type  of 
browsers  are  requesting  information  and 
can  deliver  content  to  them  accordingly. 

With  browser  sensing,  if  a  non- 
approved  browser  attempts  to  access 
content,  the  server  can  block  the  request 
and  deliver  a  warning  to  the  user. 

On  more  open  intranets,  sensing 
can  ensure  that  HTML  3.2  browsers 
don’t  choke  when  they  come  across  non¬ 
standard  features,  such  as  the  layers  option 
Netscape  Communications  Corp.  offers  in 
Communicator  4.01.  A  server  would  deliver  dif¬ 
ferent  content  to  the  HTML  3.2  browser  than  it 
would  to  the  browser  capa¬ 
ble  of  viewing  layers. 

You  also  can  use  browser 
identification  to  prevent 
access  by  spiders,  which  are 
robots  that  explore  Web 
server  content.  Spiders 
degrade  performance  if  run 
indiscriminately  by  intranet 
users.  Netscape’s  Navigator 
4.0  and  Microsoft  Corp.’s 
Internet  Explorer  4.0  use 
this  type  of  functionality  in 
their  “push”  implementations. 

Implementing  browser  sensing  requires  some 
programming.  You  need  a  program  that  lets  the 
server  determine  the  browser  type  and  a  pro¬ 
gram  that  then  lets  the  server  act  appropriately. 

Client-side  identification  relies  on  the  Web 
browser’s  ability  to  execute  Java  applets,  VBScript 
or  JavaScript,  and  requires  recoding  for  each 
new  browser  release.  We’ll  concentrate  on  the 
less  complex  server-side  technique. 

In  server-side  sensing,  the  browser  announces 
its  identity  in  the  HTTP  header  it  sends  to  the 
server  when  requesting  a  Web  page.  Let’s  exam¬ 
ine  one  such  header: 

GET  /company/aboutus.html  HTTP/1.0 
Accept:  www/source 
Accept:  text/html 
Accept:  image/gif 

User-Agent:  Mozilla/4.04  [en]  (WinNT;  I) 

The  string  following  User-Agent:  is  the  data 
the  browser  sends  to  back-end  scripts  via  the 
Common  Gateway  Interface  (CGI).  Scripts  read 
this  string  through  the  environment  variable 
“HTTP-USER-AGENT.” 

If  you  are  using  a  server  API  such  as  Netscape 
Server  API  (NSAPI)  or  Microsoft’s  Internet 
Server  API  (ISAPI),  the  browser  retrieves  the 
User-Agent  string  through  API  calls. 

No  matter  which  way  your  application  gets  the 


User-Agent  string,  it  won’t  find  a  fixed  layout  — 
there’s  no  standard  for  formatting  the  data  in 
the  User-Agent  string.  In  general,  browsers  list  an 
identifying  name,  their  version,  then  platform 
details  in  parentheses.  But  because  there  is  no 
standard,  you’ve  got  to  know  the  User-Agent 
string  for  each  browser  you  want  to  identify. 

In  the  header  above,  the  identifying  name  is 
“Mozilla”  and  the  version  is  “4.04.”  Netscape 
began  using  the  identifying  name  Mozilla  when 
it  launched  Navigator.  Many  browsers  now  use 
the  Mozilla  name  in  their  User-Agent  string  to 
denote  compatibility  with  Navigator.  You  could 
identify  generic  Netscape  compatibility  by  look¬ 
ing  for  this  name  in  the  header. 

The  User-Agent  string’s  nonstandard  layout 

also  is  problematic  because  it  tells 
you  little  of  what  the  browser  can 
do.  If  you  want  to  send  content 
that  depends  on  the  browser, 
you’ll  need  to  reference  a  data¬ 
base  of  browser  capabilities. 

Microsoft  is  a  good  resource  for 
this  information.  The  Active  Ser¬ 
ver  Pages  (ASP)  technology  that 
comes  with  its  Internet  Informa¬ 
tion  Server  Web  server  software 
lets  developers  combine  multiple 
programming  languages  to  create 
dynamic  content.  ASP  recognizes  browsers  and 
enumerates  their  features. 

Microsoft  stores  this  data  in  its  browscap.ini 
database.  You  can  download  the  latest  version  of 
this  file  from  http://backoffice.microsoft.com/ 
downtrial/moreinfo/bcf.asp.  Its  structure  is 
straightforward,  but  too  lengthy  to  cover  here. 
We’ll  leave  you  to  the  decoding  (the  ASP  books 
listed  in  the  margins  should  help). 

Once  you  know  the  browser,  you  can  return 
the  content  requested  or  redirect  the  browser  to 
alternative  content  areas.  The  latter  is  done 
using  the  redirect  HTTP  header. 

If  you  just  want  to  block  nonsanctioned 
browsers,  you  simply  look  for  User-Agent  strings 
in  a  list  of  acceptable  releases.  If  the  string  is  not 
in  the  list,  the  server  returns  a  warning  rather 
than  the  page  requested. 

The  server-side  sensing  application’s  design 
depends  on  your  objective.  For  example,  if  per¬ 
formance  is  a  consideration,  you  may  only  want 
to  check  access  requests  to  browser-dependent 
content.  If  you  need  to  check  all  requests,  NSAPI 
or  ISAPI  would  be  better  than  CGI.  Heavy  use  of 
CGI  can  hinder  performance. 

Server-side  identification  is  worth  the  work.  It 
provides  a  robust  mechanism  for  enforcing  the 
use  of  specific  browsers  or  delivering  the  correct 
content  to  specific  browser  versions.  © 
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Phase  step  in  and  lie  down.  Sieve  Blass  is  in  for  con¬ 
sultations.  He  understands  the  strains  Jell  by  people  devel¬ 
oping  and  managing  intranets.  Send  your  problems  to 
dr.  intranet@paranct.  com. 

I  am  writing-  au  intranet  application  for 
Windows  NT  4.0  and  am  looking  for  the 
media  access  control  (MAC)  and  TCP/IP 
addresses  for  my  workstation.  Is  this 
information  in  the  Registry  and,  if  so,  is  it 
encoded? 

Arthur  Jelsma,  software 
developer  in  Watertown,  S.D. 

You  should  be  able  to  find  the  Registry 
entry  containing  the  network  adapter 
MAC  address  by  searching  for  the  string 
“Hard  ware  Address.”  On  my  machine,  I 
found  the  string  under  \System\Current 
ControlSet\Services\DHCP\DhcpInfoOO. 

The  value  for  HardwareAddress  is  listed 
in  plain  text.  Hie  Registry  entry  lists  the 
MAC  address  as  hexadecimal  bytes  sepa¬ 
rated  by  blanks:  ‘HardwareAddress  00  00 
86  14  09  c7.’  When  you  export  the  Registry 
information  to  a  text  file,  the  information 
appears  as  “HardwareAddress”=hex: 
00,00,86, 14, 09,c7.’ 

You  can  find  the  TCP/IP  address  by  look¬ 
ing  for  “DhcpIPAddress.”  The  hexadecimal 
value  is  stored  in  the  same  blank-separ¬ 
ated  byte  format  as  the  MAC  address. 

Can  you  recommend  some  good,  simple 
modem-pooling  software  to  use  with  an 
NT-based  intranet?  We  are  running  LAN- 
Source  Technologies,  Inc.’s  WinPort  soft¬ 
ware  on  a  DOS  Version  5,  386  machine.  We 
recently  upgraded  to  WinPort  Version  5, 
which  was  almost  impossible  to  configure. 

Barbara  Carlson,  PC  LAN  support. 
Holmes  &  Narver,  Inc.,  Orange,  Calif. 

There  are  other  modem-pooling  pack¬ 
ages  but  for  your  DOS  environment,  Win¬ 
Port  is  probably  the  most  straightforward. 
The  majority  of  modem-pooling  options  are 
built  for  Windows,  and  most  require  dedi¬ 
cated  modem  server  hardware. 

You  could  explore  other  outbound 
modem-pooling  options,  especially  since 
you  might  face  a  Year  2000  problem  with 
the  386.  For  example,  you  could  replace 
the  386  with  a  terminal  server  or,  perhaps, 
you  could  use  the  Internet,  an  extranet  or 
a  virtual  private  network.  Using  one  of 
these  options,  you  might  be  able  to  rede¬ 
ploy  those  outbound  modems  for  dedicated 
inbound  access. 

Blass  is  a  network  architect  at  HousUm-based  Sprint 
Paranet,  a  distributed  computing  systems  sendees  provider. 
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End-to-end  networking  solutions 


LAN  Connectivity 

Hubs,  NICs  and  Switches 
for  networks  of  all  sizes 

Remote  Access  Solutions 

High-availability  access  to 
the  corporate  network 

M 

B 

Network  Management 

1  An  array  of  tools  to  lower 
total  cost  of  ownership 

Shouldn’t  your 

connections 

come  from  the  people  who 

actually  know 

the  machines  you’re  connecting? 

With  a  full  line  of  networking  products  and  as  the  world's  leading  provider  of  computers,  Compaq 
knows  end-to-end  solutions.  Going  beyond  traditional  networking  products  that  work  with  networks 
of  all  sizes.  Innovations  like  pioneering  Gigabit  technology,  Windows  NT®-based  RAS  and  other  solutions 
that  give  users  higher  availability  for  remote  access  and  LAN  connectivity.  All  of  which  utilize  open 
industry  standards  and  deliver  a  lower  total  cost  of  ownership.  So  contact  us  today.  We'll  hook  you  up. 

1-800-544-5255  www.compaq.com / products/ networking 

°1998  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Trademark  Office.  Windows  NT  is  a  registered  trademark  of  Microsoft  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies 


ARATIVE  REVIEW 


When  intranet  users  begin  indiscriminately  surfing  the  World  Wide  Web,  you'll  want  a  tool  for  monitoring  their  Internet 
usage.  We  found  Kansmen's  LittleBrother  the  most  helpful  among  three  such  products. 


he  explosion  of  Internet  access  from 
intranets  presents  organizations  with 
the  same  issues  they  had  when  telephones 
appeared  on  every  desk.  Much  as  managers 
once  had  to  set  policies  to  regulate  em¬ 
ployees  ’  long-distance  and  personal  calls, 
today  5  IT  administrators  often  need  to  monitor 
and  control  unproductive  Web  surfing. 

We  looked  at  three  tools  designed  to  monitor 
internal  network  traffic  for  patterns  of  use  and 
abuse.  While  they  provided  similar  function¬ 
ality,  Kansmen  Corp.  ’s  LittleBrother  proved  the 
best,  especially  in  terms  of  ready  and  useful 
analysis.  Elron  Software,  Inc.  s  Internet 
Manager  provided  good  flexibility,  while 
SurfControl’s  SurfControl  Scout  was  a  trifle 
weak  in  clarity  of  presentation. 


SURFCONTROL  SCOUT  SurfControl 


Top  10  Connections  By  Workstation 


Print  Date  :  4/  9/98 


Date  Ranqe  All  Available  Data 


Top  10  Workstation  Connections 


Workstation 

saiesl  .etginc.com 
TECH07 

mkt02.csllnc.com 
dev04.csllnc.com 
productlon2  etglnc  com 
D-LUO 

K-GODLEWSW 


Monitoring 

The  three  packages  provide  similar  monitor¬ 
ing  capabilities,  which  are  at  their  heart.  Kans- 
men’s  LittleBrother  doesn’t  present  as  much 
ready  detail  as  the  others  —  the  company 
opted  instead  for  a  more  graphical  display  — 
but  you  can  drill  down  to  useful  information 
with  a  few  mouse  clicks. 

We  especially  liked  LittleBrother’s  dyna¬ 
mically  updated  bar  chart.  The  bar  chart  shows 
traffic  analysis  in  terms  of  users  or  sites  visited, 
time  or  volume  of  traffic,  and  protocol  used  or 
the  site  rating  (productive,  neutral  or  unpro¬ 
ductive). 

The  only  negatives  emerged  when  we  found 
that  the  dynamic  analysis  only  covered  the  pre¬ 
ceding  hour  and  that  this  was  the  only  aspect 
of  the  default  display  we  couldn’t  configure. 

Elron’s  Internet  Manager  captures  a  lot  of 
useful,  detailed  information,  but  its  sorting  and 
presentation  of  Web  sites  and  page  compo¬ 
nents  is  a  bit  clumsy. 

Also  on  the  downside,  you  must  manually 
refresh  the  display,  meaning  you  don’t  get  a  pic¬ 
ture  of  current  activity  unless  you  specifically  ask 
for  it.  A  separate  monitor  application  provided  a 
real-time  view  of  the  most  recent  accesses,  though 
in  too  cryptic  a  fashion  for  our  tastes. 

SurfControl  Scout  provides  what  at  first 
seems  to  be  the  most  detailed  monitoring 
and  recording,  with  features  that  let  you 
quickly  drill  down  to  look  at  access  patterns, 
even  for  individual  elements  of  Web  pages 
being  visited.  Unfortunately,  SurfControl 
Scout  monitors  and  records  so  many  details, 
including  outside  workstations  visiting  the 
Web  pages,  that  it  was  difficult  to  keep  track 
of  what  was  being  generated  internally.  We 
could  put  all  local  stations  into  a  group,  but 
couldn’t  find  a  way  to  filter  the  on-screen 
display  to  just  show  that  group. 

As  it  is  for  Internet  Manager,  displayed 
information  with  SurfContol  Scout  is  static 
until  you  execute  a  manual  refresh. 


The  clear  charts  prepared  by  SurfControl  Scout's  report-generation 
process  are  marred  only  by  the  limitations  of  their  on-screen  display. 


Administration 

Internet  Manager  is  designed  to  be  man¬ 
aged  through  a  Web  browser  interface. 
However,  we  found  that  the  pull-down 
menus  of  LittleBrother’s  administration  pro- 


LittleBrother’s  dynamically  updated  analytic  display 
(left)  allowed  us  to  quickly  run  an  analysis  on  one  user's 
activity.  The  bars  show  the  time  spent  at  each  site.  The 
red  bar  indicates  the  time  spent  at  an  unproductive  site. 


gram  were  better  organized  and  made  the  admin¬ 
istrative  functions  themselves  easier  to  follow.  Both 
of  these  products  offered  fairly  feature-rich 
options,  including  scheduling  reports,  sending 
alerts  and  defining  groups  of  users,  workstations 
or  sites.  The  tool  set  provided  by  SurfControl 
Scout  was  sparse  by  comparison. 

For  example,  Internet  Manager  and  Little¬ 
Brother  let  you  categorize  workstations  into 
multiple  groups;  SurfControl  Scout  lets  you  assign 
a  workstation  to  only  one  group.  Multiple  groups 
are  useful  when  you  want  to  classify  a  workstation 
as  being  in  the  accounting  department  and  as 
belonging  to  a  director,  for  example. 


SCORECARD 


Product 

LittleBrother 

Internet 

Manager 

SurfControl 

Scout 

Monitoring  (35%)  * 

7 

6 

5 

Administration  (25%) 

7 

6 

4 

Reporting  (20%) 

6 

7 

5 

Installation  (10%) 

8 

4 

6 

Documentation  (10%) 

6 

5 

4 

Overall  score 

6.8 

5.9 

4.75 

♦Individual  category  scores  are  based  on  a  scale  of  1- 10.  Percentages  are 
the  weight  given  each  category  in  determining  the  total  score. 
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KIVSHNet 


Internet  Manager  had  two  consider¬ 
able  negatives  in  administration,  how¬ 
ever.  First,  the  setup  screen  from  which 
you  define  Web  administration  is 
ignored  —  our  administrative  func¬ 
tions  appeared  on  Port  80  despite  our 
setting  them  to  a  different  port  num¬ 
ber.  Second,  there  is  a  “reboot  server” 


not  optimized  for  screen  reading. 

SurfControl  Scout  produces  highly 
graphical  print  reports,  with  fairly 
good,  succinct  content.  When  dis¬ 
played  online,  however,  some  of  the 
reports  run  off  of  the  screen  to 
unscrollable  locations.  You  can’t  see 
elements  such  as  the  keys  to  interpret- 


products  seek  to  break  activity  down 
into  meaningful  categories  such  as  pro¬ 
ductive  vs.  unproductive,  or  business 
vs.  nonbusiness.  Each  approaches  this 
problem  in  different  fashion. 

LittleBrother  uses  a  database,  which 
Kansmen  updates  twice  monthly,  of 
known  sites  with  preconfigured  group 


Individuals  and  commercial  sites 
may  be  hosted  at  the  same  ISP.  Thus 
Joe’s  really  useful  page  on  NT  widgets 
may  be  viewed  as  coming  from  the 
same  source  as  Judy’s  dating  service  or 
Janet’s  Whips  and  Leather  Emporium. 
None  of  these  products  is  able  to  dis¬ 
tinguish  sites  at  this  level  of  resolution. 


PRODUCT  CAPSULE 

Product  Vendor 

Contact  information 

Price 

.  ’ ,  ■■  •• 

.  .  _  :  Vv  v'  ■ 

•n  .  • 

'-A, 

.  • 

Pros 

2  \  %  : 

■ 

vv  ... 

Cons  Wcv 

LittleBrother  2.0 

Kansmen 

Milpitas,  Calif. 

(408)  263-9881 
www.kansmen.com 

$295  for  10  users 

Excellent  user  interface,  good  analysis,  ties 
in  well  to  Microsoft  Networking 

Less  detailed  presentation  of  data 

Internet  Manager  4.5 

Elron 

Cambridge,  Mass. 

(617)  692-3490 
www.elronsoftware.com 

$995  for  50  users,  $  1,895  for  100  users, 
$3,995  for  255  users,  $5,995  for  500  users 

Browser-based  management  allows  control 
from  alternate  locations 

On-screen  reporting  is  somewhat  clumsy 

'  .  ■  '  i 

’-''A-  -  •  "  .  ;  •  7.2- 

SurfControl  Scout  1.8 

SurfControl 

Scotts  Valley,  Calif. 

(408)  438-8300 
www.surfcontrol.com 

$99  for  20  users,  $299  for  100  users,  $599 
for  250  users,  $999  for  unlimited  users 

Highly  detailed  capture  and  presentation 

Doesn't  readily  separate  internal  and 
external  workstations 

function  that  really  means  it.  We 
expected  it  to  reboot  the  Internet 
Manager  administration  services,  but  it 
rebooted  the  system  with  no  warning 
or  confirmation. 

Reporting 

Well-developed  reporting  features 
are  crucial  in  an  Internet  monitoring 
tool.  We  examined  on-screen  interac¬ 
tive  analysis  and  reporting  as  well  as 
traditional  printed  reports. 

Internet  Manager  has  a  wider  variety 
of  canned  reports  than  either  of  its 


ing  the  graphs  from  these  locations. 

In  contrast  to  the  others,  Little- 
Brother’s  reports  seem  intended  more 
for  on-screen  viewing  than  printing. 
Most  reports  consist  of  either  bar  or 
line  charts  with  only  as  much  text  as 
necessary  to  convey  their  message.  You 
can  click  on  a  bar  or  line  to  get  details 
about  that  item.  For  example,  clicking 
on  a  user  name  in  a  report  on  activity 
by  site  brings  up  information  on  that 
user’s  activity. 

However,  it  was  here  that  we  noted 
one  big  problem  with  LittleBrother’s 


INTERNET  MANAGER  Elron 
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Internet  Manager’s  combination  of  dictionary  definitions  and  an  active  view  of  the 
datastream  is  interesting-,  but  our  testers  say  it  shows  too  much  detail  about  too 
limited  a  transaction  volume. 


competitors.  It  also  lets  you  schedule 
the  creation  of  customized  reports  and 
e-mail  results  to  designated  recipients. 
You  can  set  up  the  software  to  run  a 
periodic  analysis  of  traffic  for  a  certain 
department  and  automatically  e-mail 
the  results  to  the  department  head. 

Unfortunately,  these  reports,  which 
are  tailored  for  a  print  medium,  are 
the  basis  of  Internet  Manager’s  on¬ 
screen  interactive  reporting.  The 
reports  don’t  fare  quite  as  well  as 
online  tools,  simply  because  they’re 


reporting.  We  looked  at  a  filtered 
report,  such  as  one  for  a  particular 
time  period,  and  then  drilled  down 
into  it  for  further  detail.  The  filtering 
remained  in  effect  for  the  detail 
report,  but  nothing  in  it  indicated  the 
filtering  criteria.  In  one  case,  we  ended 
up  with  two  reports  showing  different 
sets  of  activity  by  the  same  user,  with 
no  way  to  tell  why  they  were  different. 

More  important  than  the  informa¬ 
tion  in  the  report,  however,  is  the 
interpretation  placed  on  it.  All  three 


assignments  —  for  example,  computer, 
sports  or  hacking.  The  product  clearly 
flags  visits  to  sites  such  as  those  run  by 
toy  companies,  sports  networks  and 
adult  content  providers.  You  can  add 
new  sites  to  the  database,  change  the 
group  to  which  a  site  is  assigned,  add 
new  groups  or  change  a  group’s  rating 
—  productive,  neutral,  unproductive. 

The  system  isn’t  foolproof,  however, 
and  some  of  the  failures  were  striking. 

We  visited  a  site  whose  name  we 
made  up  because  it  sounded  porno¬ 
graphic.  The  site,  which  actually 
existed,  turned  out  to  be  shockingly 
obscene.  Yet  LittleBrother  rated  that 
site  visit  as  productive,  surprising  us 
almost  as  much  as  the  pornography  on 
the  site  itself  had. 

In  Internet  Manager,  Elron  uses 
“dictionaries”  to  define  characteristics 
of  traffic  in  order  to  determine  the 
nature  of  the  activity. 

For  example,  a  dictionary  might 
indicate  that  any  file  downloaded  that 
has  an  AVI  or  MOV  extension  is  a 
“movie.”  Another  dictionary  might 
indicate  that  site  names  containing  cer¬ 
tain  keywords  are  “suspect.” 

Internet  Manager’s  reports  catego¬ 
rize  activity  in  terms  of  dictionary  defi¬ 
nitions.  This  lets  you  create  a  report 
with  a  list  of  all  suspect  activities  or  all 
movies  downloaded  by  a  given  user,  for 
example.  The  vendor  provides  several 
dictionaries;  you  can  add  more. 

In  contrast  to  the  other  products, 
SurfControl  Manager  puts  the  entire 
classification  burden  on  the  adminis¬ 
trator.  It  requires  you  to  go  through 
the  list  of  sites  gathered  by  the  system 
and  assign  each  to  a  category,  such  as 
business,  nonbusiness  or  none. 

SurfControl  assured  us  that  cus¬ 
tomers  don’t  find  this  seemingly  daunt¬ 
ing  task  too  difficult  and  that  the  list  of 
sites  stabilizes  quickly.  Observing  even 
our  small  network  made  the  company’s 
claim  seem  dubious. 

One  thing  with  which  none  of  the 
packages  dealt  well  was  the  issue  of 
mixed  sites. 


Installation  and  documentation 

None  of  the  products  was  overly  dif¬ 
ficult  to  install,  though  Internet 
Manager  had  one  snag  that  sent  us 
into  a  brief  spin.  (Tip  to  administra¬ 
tors:  Install  these  products  while  users 
are  surfing  the  Web  so  you  can  see 


Go  online  for  a  description  of  how 
the  review  was  conducted  and  an 
article  on  establishing  usage 
policies  for  Internet  access. 


iusion.com 


something  is  happening.)  SurfControl 
Scout  relies  almost  totally  on  the 
administrator  having  done  lots  of  soft¬ 
ware  installations  and  knowing  what 
to  look  for  during  the  process. 

While  none  of  the  packages  had 
documentation  sets  belonging  in  the 
hall  of  fame,  LittleBrother’s  was  best, 
with  Internet  Manager  running  a 
close  second.  SurfControl  has  no 
printed  documentation.  Instead,  the 
company  puts  its  documentation 
online  in  HTML  format.  Because  it’s 
not  searchable  in  this  form,  its  useful¬ 
ness  is  limited. 


The  bottom  line 

Taking  everything  into  account, 
Kansmen ’s  LittleBrother  is  the  best 
integrated  and  most  polished  package 
of  the  three  we  tested.  Its  immediacy 
and  graphical  nature  overcome  its  few 
reporting  limitations. 

Elron’s  Internet  Manager  has  a 
richer  set  of  reporting  tools  and  auto¬ 
mated  functions,  but  configuration 
and  management  are  not  as  simple. 
SurfControl’s  Scout  is  highly  detail- 
oriented  but  not  sufficiently  analytical 
to  be  our  tool  of  choice. 


Hayes  is  system  controls  manager  at 
Client/Server  Labs,  an  independent  testing 
lab  in  Atlanta.  He  can  be  reached  at 
GHayes@cslinc.  com. 
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We  use  browsers  for 
so  many  functions  — 

can  order  a  new  light 

•  '  : 

bulb  or  find  a  lawyer 
in  another  country." 

Sandy  Leong,  attorney,  Bristol-Myers  Squib 


tions  that  streamline  cash  projection  reports;  auto¬ 
mate  and  speed  transactions  with  equipment  suppli¬ 
ers;  track  legal  expenses;  simplify  government  regula¬ 
tory  reports;  and  manage  foreign  currency  exchange. 

Name  the  intranet?  Who  had  time? 

IM  staffers  were  busy  making  a  name  for  them¬ 
selves  churning  out  Web  applications  in  short 
order.  “One  person  refers  to  us  as  the  corporate 
Sherpas,”  says  Denise  Allec,  Bristol-Myer  Squibb’s 
IM  director.  She  has  indeed  led  the  company  into 
an  Intranet  Age. 

Allec  joined  the  company  in  June  1996  and  led  IM 
to  develop  its  first  Web  solution  within  months.  A 
global  purchasing  group  wanted  an  easier  front  end 
to  a  new  corporatewide  purchasing  system  using  SAP 
AG’s  software. 

Most  employees  already  had  Netscape  Communi¬ 
cations  Corp.  Navigator  browsers.  To  launch  the 
intranet,  IM  installed  some  central  Netscape  Web 
servers  running  under  Microsoft  Corp.  Windows 

NT,  says  Kevin  Pray,  asso¬ 
ciate  director  of  execu¬ 
tive  systems. 

Users  could  access  the 
Web  purchasing  system 
through  their  browsers 
and  view  the  latest  infor¬ 
mation  drawn  from 
Oracle  Corp.  databases. 

Within  months,  the 
team  took  the  browser 
interface  to  the  purchas¬ 
ing  system  a  step  further. 
Outside  suppliers  with 
whom  Bristol-Myers 
Squibb  does  business  can  log  into  an  extranet  to 
access  the  data  as  well.  They  can  check  for  purchase 
orders,  update  order  status  and  enter  shipment  infor¬ 
mation.  Bristol-Myers  Squibb  users,  in  turn,  can 
retrieve  the  vendor  updates. 

But  the  Web  wizards  were  just  getting  started.  IM 


The  intranet  team  at  Bristol-Myers  Squibb  is 
having’  fun  in  its  race  to  develop  Web  applications 
Participants  include,  from  left  to  right:  Janette 
Bubinak,  Denise  Allec  and  Kevin  Pray. 


really  got  serious  about  the  intranet  when  the  finan¬ 
cial  services  organization  approached  it  about  design¬ 
ing  an  easier,  faster  way  to  share  and  compile  cash¬ 
flow  projections. 

Operation  fast  cash 

Nearly  2,000  cash-projection  reports  are  filed 
monthly  by  Bristol-Myers  Squibb  organizations  in  60 
countries.  Before  the  intranet,  financial  officers  faxed 
the  reports  or  sent  them  on  disk  by  courier;  often 
they  were  laboriously  re-entered  by  hand  into  spread¬ 
sheets.  “How  about  figuring  out  a  way  to  let  everyone 
access  financial  data  in  the  mainframe,  maybe  via 
e-mail?”  the  financial  services  people  asked. 

Allec  countered:  “How  about  posting  the  financial 
reports  on  a  corporate  Web  site?”  Basic  pieces  were  in 
place,  and  Allec  says  she  didn’t  see  any  sense  in 
extending  the  existing  DOS  system. 

The  financial  group  approached  Allec  in  March 
1997,  asking  for  a  prototype  by  April  so  it  could  test 
the  system  for  three  months  before  going  live  in  July 


hat’s  in  a  name?  Not  much,  since  it’s 
the  applications  that  count.  That’s 
why,  until  recently,  Bristol-Myers 
Squibb  Co.’s  intranet  didn’t  have  — 
or  need  —  a  name. 

Barely  a  year  ago,  few  of  the 
53,000  employees  of  the  New  York 
pharmaceutical  and  beauty  prod¬ 
ucts  manufacturer  were  calling 
the  intranet  at  all,  much  less  by 
name.  Most  employees  had  browsers,  but  tended  to 
point  them  outward,  to  the  Internet,  not  inside  to 
What’s-its-Name  and  a  smattering  of  static  depart¬ 
mental  pages. 

Just  a  year  later,  Bristol-Myers  Squibb’s  intranet  still 
didn’t  have  a  name,  but  employees  were  calling  it 
essential.  Credit  goes  to  information  management 
(IM)  efforts. 

The  IM  group  has  cranked  out  an  impressive  hand¬ 
ful  of  powerhouse  Web  applications.  Automating 


existing  tasks  and  initiating  new,  money-saving  proce¬ 
dures  using  intranet  applications  contributed  a  signifi¬ 
cant  proportion  of  the  $1.1  billion  Bristol-Myers 
Squibb  saved  last  year  through  a  cost-cutting  initiative 
called  Productivity  for  Growth. 

Among  the  IM  team’s  prize  projects  are  applica- 
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company  Web. 


—  in  time  to  meet  management’s  deadline  for 
implementing  the  first  cost-saving  measures  under 
the  Productivity  for  Growth  initiative.  This  financial 
application  was  the  first  of  several  intranet  projects 
designed  to  meet  the  initiative’s  goal. 

The  programmers  teamed  with  the  financial  ana¬ 
lysts.  “The  financial  group  was  excited  to  help  with 
design  and  testing,”  says  Janette  Bubinak,  an  informa¬ 
tion  management  associate  who  helped  coordinate 
the  project. 

Programmers  actually  began  coding  before  the 
business  requirements  were  completed  in  order  to 
make  the  deadline.  The  effort  took  six  weeks. 

Besides  implementing  an  Oracle  database,  IM  stan¬ 
dardized  on  Open  Database  Connectivity  so  applica¬ 
tion  code  would  be  transportable  across  databases. 
Developers  wrote  JavaScript  routines  so  the  financial 
planners  could  save  their  reports  in  HTML  and  pub¬ 
lish  them  securely. 

“The  business  requirements  best  fit  the  Web  plat¬ 
form,”  says  Doug  Beddard,  IM’s  associate  director  of 


financial  systems.  The  financial  planners 
wanted  to  use  spreadsheets,  but  Web  pages 
offered  more  collaboration,  he  adds. 

After  a  whirlwind  cycle  of  study,  develop 
ment,  testing  and  deployment  —  including 
a  pilot  involving  eight  international  sites 
“to  be  sure  the  servers  could  stand  up  to 
being  hit  from  around  the  world  at  the 
same  time,”  Bubinak  notes  —  the  cash- 
projection  system  was  up  by  deadline. 

The  IM  team  was  on  a  roll.  Next,  it 
teamed  with  the  corporate  legal  depart¬ 
ment  to  design  an  application  that  solved  a 
problem  with  which  the  company  simply 
hadn’t  been  dealing. 

Bristol-Myers  Squibb  contracts  with 
dozens  of  legal  firms  around  the  world  for 
specific  projects.  The  internal  legal  depart¬ 
ment  wanted  to  get  a  better  handle  on  this 
spending  under  the  Productivity  for 
Growth  initiative.  It  came  to  IM  in  late 
1996,  and  the  interdepartmental  team 
worked  out  project  details. 

First,  the  legal  department  required  all 
outside  counsel  to  submit  billings  electroni¬ 
cally.  Starting  in  mid-1997,  outside  firms 
deposited  a  standard  form  in  a  secure  sec¬ 
tion  of  the  Bristol-Myers  Squibb 
extranet.  By  year-end,  a  new,  auto¬ 
mated  review  system  was  in  place. 

Corporate  counsel  retrieves  the 
billings  and  runs  them  through  a 
Web-based  application  that  com¬ 
pares  the  billed  activities  against 
Bristol-Myers  Squibb’s  rules  for  the 
type,  amount  and  fees  for  the  work 
as  negotiated. 

The  software  highlights  figures 
outside  the  norm,  so  any  Bristol- 
Myers  Squibb  staff  member 
assigned  to  review  the  billing  can  identify 
discrepancies  at  a  glance.  Reviewers  also  can 
drill  down  through  the  billing  figures  to  find 
notes  on  the  specific  work  and  find  explana¬ 
tions  for  aberrations.  Then  they  may 
approve,  question  or  refer  the  exceptions  for  con¬ 
sideration.  An  approved  invoice  then  goes  directly 
to  the  SAP  system  for  payment. 

“We  hadn’t  even  thought  about  putting  the  review 
system  on  the  intranet,  but  it  opened  wide  possibili¬ 
ties,”  says  Sandy  Leong,  an  in-house  attorney  who 
worked  with  IM  to  determine  the  business  require¬ 
ments  and  craft  the  application. 

The  legal  department  has  expanded  its  intranet  use 
and  maintains  an  extranet  home  page  for  internal 
and  contract  counsel.  The  legal  staff  also  has  browser 
access  to  a  broad  selection  of  legal  databases  it  uses 
frequendy.  Any  such  reviews  previously  were  done  by 
leafing  through  books. 

Next,  the  legal  department  wants  to  integrate  its 


Lotus  Development  Corp.  Notes  databases  into 
the  intranet. 

Recycling  helps 

IM  had  established  its  reputation  as  a  fast  weaver  of 
Web  applications.  Now  requests  come  at  a  quick  pace, 
and  the  group  tries  responding  in  kind. 

IM  develops  reusable  modules,  primarily  using 
JavaScript,  J++  and  C++,  so  components  of  one  project 
provide  building  blocks  for  the  next  job.  “Our  logon 
screens  are  the  same,  our  directory  hierarchies,  our 
drill-down  processes  can  all  be  reused,”  Beddard  says. 

That’s  especially  helpful  for  repeat  customers.  The 
financial  systems  group  returned  late  last  summer  ask¬ 
ing  IM  to  make  budgeting  functions  accessible  via 
browsers.  Next,  it  wants  all  collection  and  reporting 
systems  on  Web  pages. 

Another  project,  under  way  by  request  of  the  corpo¬ 
rate  treasurer,  will  monitor  international  currency  ex¬ 
change  rates.  The  goal  is  to  help  Bristol-Myers  Squibb 
take  advantage  of  fluctuations  in  market  value. 

The  team  started  setting  requirements  for  this 
application  in  January  and  launched  a  pilot  in  March. 
The  application  monitors  foreign  exchange  rates  and 
lets  users  flag  thresholds  for  transactions.  Eventually, 
113  sites  worldwide  will  use  it  for  $1  billion  in  spot 
transactions,  Allec  says. 


By  now,  IM  has  the  routine  down.  In  response  to  an 
request  for  help,  a  mixed  team  of  IM  and  users  identi¬ 
fies  the  business  issue  and  develops  a  case  and  cost- 
benefit  analysis.  Participants  determine  basic  require¬ 
ments,  define  a  deadline  and  start  development.  IM 
also  offers  advice,  templates  and  tech  support  for 
groups  to  design  and  maintain  their  own  pages. 

“We’re  enabling  business  process  improvements, 
and  that’s  what  we’re  supposed  to  be  about,” 

Allec  says. 

Oh,  and  that  once  anonymous  intranet  is  nameless 
no  more.  A  year  ago,  few  employees  knew  the  darn 
thing  existed.  Last  month,  many  of  them  submitted 
names  in  a  contest  to  christen  it,  just  in  time  for  this 
report.  The  moniker?  PlanetBMS.  0 
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AN  INTRANET  METHODOLOGY 

Bristol-Myers  Squibb’s  intranet  development  team  cranks  out  applications 
based  on  experience  and  this  proven  system: 
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Combination  team  of  IM  and  business  unit  identify  business  task 
Team  develops  requirements,  defines  business  case  (including 
cost  benefit) 

Team  draws  up  timeline,  including  pilot  and  launch  dates 
IM  picks  tools  based  on  type  of  information,  functions  needed, 
breadth  of  use  (usually  JavaScript.  J++,  C++,  ODBC,  PL/SQL) 
Prototype,  test,  pilot,  review,  deploy  -  globally  as  well  as  locally 
Add  functions  as  application  matures;  don’t  rewrite 


Bristol-Myers  Squihh  s 
intranet  team  scores  big 
points  for  bringing  power¬ 
house  applications  to  the 


INTRANET  MAT  19ft8 


fUW&CSNet 


WW1 


MAKE  A  DAY’S  PAY 
!N  JUST  3  HOURS! 

#»'  rheOiHYHOMCCOlim 
%  a  that  Jmctm  BOTH 

'/Jar  UPHOLSTERING 
VINYL  REPAIR 

wUP  Kii  tiwlurtvsl 


$6,500in 

prizes 

Aminlrd  Monthly 


BY  JOANN  GRECO 

roduct  marketers  in  1996  ear¬ 
marked  $300  million  for 
Internet  advertising.  By  the 
year  2002,  that  figure  is  ex¬ 
pected  to  swell  to  $8  billion, 
according  to  market  research 
firm  Jupiter  Communications. 

Combine  this  Web  advertising 
phenomenon  with  the  intranet 
build-up  and  you  get .  .  .  what? 

A  match  made  in  heaven?  Not  exactly. 

In  theory,  the  idea  is  delightfully, 
temptingly  simple:  Sell  valuable  ban¬ 
ner  space  to  an  internal  or  external 
advertiser  that  wants  to  reach  a  target 
audience.  Then  use  the  cash  to  better 
fund  and  build  the  intranet. 

But  in  reality,  it’s  just  not  happen¬ 
ing.  Some  companies  have  toyed  with 
the  idea  of  accepting  or  selling  ad 
space  on  their  intranets,  but  few  have 
actually  gotten  beyond  the  notion. 

“No  one  has  even  asked  me  about 
advertising  on  an  intranet,”  says  David 
Leveen,  a  principal  at  Cognitive  Com¬ 
munications,  Inc.  (CCI),  an  intranet 
developer  in  New  York. 

And  that’s  good  —  Leveen  doesn’t 
like  the  idea.  “An  intranet  is  there  to 
accomplish  many  things.  These  include 
building  a  knowledge  base,  building 
communities  of  practice,  helping 
smooth  work  processes  and  establishing 
thought  leadership.  When  you  look  at 
these  factors,  you  have  to  ask:  ‘Where 
does  advertising  fit  in?’  ” 

Some  say  the  answer  depends  on  the 
advertising  itself.  “If  the  idea  is  to  get  a 
packaged  goods  advertiser  like  Coca  Cola 


buying  ad  space,  then,  no,  compa¬ 
nies  don’t  really  want  employees  dis¬ 
tracted  from  productive  endeavors,” 
says  Jim  Nail,  a  senior  analyst  who 
covers  Internet  advertising  for 
Forrester  Research,  Inc.,  in  Cam¬ 
bridge,  Mass. 

Even  if  such  ad  sales  might  result 
in  revenue,  a  company  would  need 
to  consider  the  work  needed  to  pur¬ 
sue  and  manage  an  effort  that  is  not 
part  of  the  core  business,  Nail  adds. 

Also  a  consideration:  How  would 
such  ads  impact  intranet  traffic? 
Coupons,  contests  and  the  like  might 
serve  as  an  incentive  to  visit  a  site. 

On  the  other  hand,  Web  users  often 
consider  the  presence  of  ads  annoy¬ 
ing,  intrusive  and  something  to  be 
avoided  at  any  price. 

When  private  Webs  become  more 
like  their  public  counterpart,  indica¬ 
tions  are  that  the  first  banner-type  ads 
will  come  from  within  the  company. 
Mark  Gallagher,  vice  president  of 
technology  administration  at  First 
Chicago  NBD  Corp.,  in  Chicago,  has 
mapped  out  a  three-phase  process. 

In  the  first  phase,  certain  depart¬ 
mental  sites  get  preferential  treat¬ 
ment,  by  size  or  positioning  of  relative 
links,  on  the  upper-level  directories  of 
the  bank’s  intranet.  These  directories 
get  the  most  traffic. 

On  the  most  popular  pages,  links  to 
new  departmental  intranet  offerings 
are  prominently  featured,  often  by 
virtue  of  a  small  banner  ad.  One  exam¬ 
ple  is  HR  Connection,  a  new  site  that 
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lets  employees  access  information 
about  their  401  (k)  balances,  pension 
values  and  medical  plans. 

IT  hasn’t  levied  any  fees  on  its  con¬ 
stituents,  nor  is  it  likely  to  do  so.  “What 
I’m  seeing  is  that  the  process  of  intra¬ 
net  advertising  is  becoming  more  for¬ 
mal.  We’re  starting  to  limit,  for  exam¬ 
ple,  how  long  a  banner  will  remain  on 
the  home  page,”  Gallagher  says. 

Amoco  Corp.,  in  Chicago,  takes  a  dif¬ 
ferent  approach.  The  intranet  team  has 
allotted  space  on  the  corporate  home 
page  for  internal  ads.  The  ad  spot  gives 
business  units  the  opportunity  to  pro¬ 
mote  their  products  and  services  to 
peers,  says  Betty  Henry,  a  communica¬ 
tions  consultant  at  Amoco. 

The  advertisers  pay  for  their  spots 
based  on  the  number  of  hits,  says 
Henry,  who  discussed  the  strategy  at  a 
recent  conference  on  intranets  and  cor¬ 
porate  communications.  “Any  money 
we  [earn]  goes  toward  developing  the 
intranet  infrastructure,”  she  says. 

Others  balk  at  the  idea  of  such  fees. 
“Hello?  I  thought  we  were  on  the 
same  team.  Information  should  not 
have  a  price  tag  attached  to  it,” 

Leveen  says. 


"Advertising 
makes  a  ton  of 
sense  on 
extranets." 


At  First  Chicago  NBD,  IT  is  content 
waiting  for  fees  that  will  come  with 
phase  two,  Gallagher  says.  Here,  the 
bank  would  let  vendors  advertise  on  the 
intranet  or,  more  likely,  an  extranet. 

Many  experts  agree  the  fee-for-ads 
model  that  might  work  lays  somewhere 
between  selling  ads  to  fellow  workers 
and  accepting  big  dollars  from  the 
moneyed  product  makers  that  fill  our 
bellies  and  satiate  our  fantasies.  That  in 
between  place  will  likely  be  an  extranet. 

“Advertising  makes  a  ton  of  sense  for 
extranets,”  says  Dan  Fine,  a  principal  of 
Fine.com  Interactive,  a  Web  developer 
in  Seatde.  “I  can  see  it  being  used  for 
products  and  services  that  approved 
vendors,  franchisees  and  customers 
might  be  interested  in.” 

“Sponsored”  intranets  follow  a  simi¬ 
lar  model.  Dave  Russek,  senior  vice 
president  of  strategic  development  at 
US  Interactive,  a  digital  marketing 
agency  and  Web  developer  in  New 
York,  advocates  this  scheme. 

For  example,  a  software  firm  devel¬ 
oping  HTML  authoring  tools  might 
underwrite  the  cost  of  US  Interactive’s 
intranet  because  it  wants  to  reach  pro¬ 
grammers  and  designers. 

The  ideal  sponsorship  should  reflect 


the  culture  of  the  hosting  company.  In 
US  Interactive’s  case,  appropriate  spon¬ 
sors  would  be  youth  culture  marketers 
such  as  Coca  Cola  or  a  game  magazine 
publisher,  Russek  says. 

It’s  a  revealing  lineup  that’s  pretty 
far  removed  from  more  workplace- 
friendly,  information-based  marketers 
such  as  technology  and  healthcare 


providers.  It  remains  to  be  seen  how 
employees  will  take  to  yet  more  ads. 
Will  they  regard  them  as  good  infor¬ 
mation,  time-wasters  or,  worse,  crass 
salesmanship? 

At  First  Chicago  NBD,  external 
advertisers  would  come  in  phase  three, 
admittedly  a  ways  off.  Gallagher  uses 
the  example  of  Marshall  Field’s,  a 


downtown  retailer.  “I  can  see  showing 
Field’s  hits  per  page,  descriptions  of 
employee  demographics  and  informa¬ 
tion  on  the  range  of  incomes,”  he  says. 

And  then  what? 

“We  could  sure  send  Field’s  a  lot  of 
buyers  of  blue  suits,”  Gallagher  laughs. 

Greco  is  a  freelance  writer  in  Philadelph  ia. 
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As  browsers  become 


BY  PEGGY  WATT 


more  capable, 
even  morphing  into 
operating  systems, 
are  they  losing  their 
most  appealing  features? 


hey  started  life  nice  and  trim,  neat  litde  pack¬ 
ages  tailored  to  provide  only  the  most  basic 
Internet  access  and  communications  func¬ 
tions.  But  my  how  browsers  have  grown. 

Like  a  Weight  Watchers  flunkie  with  a  pen¬ 
chant  for  peppermint  patties,  Netscape  Com¬ 
munications  Corp.  and  Microsoft  Corp.  just 
can’t  seem  to  stop  loading  their  browsers 
with  little  goodies  —  a  bewildering  array  of 
features,  add-on  options,  HTML  extensions, 
plug-ins  and  helper  applications.  The  more 
bloated  browsers  get,  the  more  we’ve  got  to  ask  the 
question:  Are  we  squandering  the  browser  advantage? 

Microsoft  and  Netscape  each  answer  with  a 
resounding  “No.”  These  browser  bastions  think 
they’ve  only  just  tapped  the  surface  of  the  browser’s 
potential  and  that  IT  managers  have  yet  to  fully  expe¬ 
rience  the  software’s  advantage. 

Each  company  positions  its  browser  as  the  gateway 
to  all  data,  whether  it’s  on  the  desktop,  the  enterprise 
or  the  Internet.  Microsoft  plans  to  integrate  Internet 
Explorer  into  Windows  98,  which  is  due  out  this  sum¬ 
mer.  And  Netscape  built  a  wealth  of  enterprise  appli¬ 
cations  and  utilities  into  its  next-generation  Communi¬ 
cator,  turning  it  into  a  client  environment  that  in¬ 
cludes  a  browser. 

The  frequency  of  the  major  browser  updates  makes 
the  situation  more  dramatic  —  Netscape  and  Micro¬ 
soft  have  gone  from  zero  to  5.X  releases  in 
just  over  three  years.  The  more  they 
add,  the  more  they  diverge.  Microsoft 
favors  its  ActiveX  technology,  for 
example,  and  each  has  its  own  imple¬ 
mentation  of  Java  and  broadcast  tech¬ 
nology.  The  products  —  and  the  chal¬ 
lenges  to  IT  managers  — just  keep 
growing,  especially  as  companies 
extend  their  intranet  to  customers  and 
other  business  partners. 


Collision  on  the  extranet 

Developers  at  Volkswagen  of  America, 
Inc.,  in  Auburn  Hills,  Mich.,  are  frustrated 
that  proprietary  implementations  of  Java 
or  other  languages  can  defeat  the  oppor¬ 
tunity  of  the  browser’s  openness. 

VW  has  adopted  Navigator  4.0  for 
intranet  access  and  uses  Java,  custom 
MIME  types  and  other  Navigator-specific 
functions.  But  company  Web  developers 
are  reluctant  to  use  these  same  functions 


on  the  extranet  because  some  VW  partners  run 
Internet  Explorer,  not  Navigator. 

“Now  what?  Do  we  require  all  our  dealers  to  use 
Netscape  browsers,  or  do  we  change  our  design,  or  do 
we  Uy  to  support  both  and  treat  the  extranet  like  the 
Internet?”  asks  Dan  Goussy,  IT  manager  at  VW.  For  the 
foreseeable  future,  VW  is  taking  the  latter  approach. 

Goussy ’s  peers  at  Chrysler  Corp.  have  confined 
most  of  their  customization  to  the  server,  but  require 
visiting  browsers  to  support  Java.  Chrysler  is  counting 
on  Java  being  widely  used  and  its  implementation 
being  generic  enough  to  duck  any  browser  peculiari¬ 
ties,  says  John  Kay,  electronic  commerce  manager  at 
the  car  maker,  also  in  Auburn  Hills. 

Another  intranet  project  manager,  Ricardo  Cole  of 
Informix  Software,  Inc.,  in  Menlo  Park,  Calif.,  struggled 
with  a  number  of  minor  but  annoying  browser  incom¬ 
patibilities  because  of  differences  in  how  Navigator  and 
Internet  Explorer  handle  HTML  code.  On  the  intra¬ 
net,  Informix  developers  are  free  to  experiment  with 
the  latest  and  greatest  features,  such  as  Java,  dynamic 
HTML  and  cascading  style  sheets,  because  the  com¬ 
pany  has  standardized  on  Navigator  4.04.  Internet 
Explorer  also  supports  these  features,  but  differently 
enough  that  Cole  discourages  extensive  use  on  Web 
pages  accessed  by  company  outsiders. 

Honeywell,  Inc.  Project  Manager  Wayne  Thayer  says 
he  has  compromised  the  richness  of  the  intranet  envi¬ 
ronment  by  having  to  support  both  browsers.  In  partic¬ 
ular,  he  struggles  with  deviations  between  Netscape’s 
JavaScript  and  Microsoft’s  JScript.  About  two-thirds  of 
the  users  at  Phoenix-based  Honeywell  run  a  version  of 
Navigator;  the  rest  use  Internet  Explorer  3.X. 

‘You  can’t  test  everything,”  Thayer  says.  “And  you 
can  develop  a  much  richer  environment  if  you  have 
homogeneity  on  the  desktop.” 

Enough’s  enough 

Some  intranet  managers  are  turned  off  by  the 
browser  bloat. 

“The  new  browsers  give  users  more  than  they 
need,”  says  Diane  Walters,  network  analyst  at  Symbol 
Technologies,  Inc.,  in  Holtsville,  N.Y. 

After  some  recent  evaluation,  Symbol  is  standard¬ 
izing  on  Navigator  3.02,  choosing  other  than  the  very 
latest  browser  version  because  its  functions  serve 
users’  needs  without  overloading  them  with  features. 

Navigator’s  successor  Communicator  is  overkill  at 
this  point,  agrees  Forrest  Jerome,  director  of  technol¬ 
ogy  information  systems  at  Colgate-Palmolive  Co.,  in 
Piscataway,  N.J.  The  company  uses  Lotus  Development 


Corp.  Notes  groupware  software  and  is  migrating  to 
the  Lotus  Domino  Web  offerings,  but  will  stick  with  its 
early  choice  of  Navigator. 

Intranet  managers  can  assert  a  browser  mandate, 
but  users  often  clamor  for  updates  nonetheless.  Some 
users  even  shun  policy  and  download  the  latest  ver¬ 
sions  without  IT’s  knowledge.  So  it  is  a  rare  and  fortu¬ 
nate  corporate  IT  department  that  does  not  expect  to 
support  a  potpourri  of  browsers. 

Digital  Equipment  Corp.,  whose  users  started 
browsing  its  intranet  with  Mosaic  in  1994,  takes  that 
expectation  to  the  extreme.  Digital  is  so  committed  to 
supporting  a  variety  of  browser  capabilities  that  its 
Web  page  designers  produce  every  intranet  page  in 
four  versions:  Java,  Java  with  tables,  text-only  and  non¬ 
table  pages,  says  Kathleen  Warner,  director  of  Digital’s 
Intemet/Intranet  Deployment  Office. 

Creating  redundant  Web  pages  causes  extra  work, 
but  Digital  stands  by  its  procedure.  Developers  rely 
heavily  on  templates  to  smooth  duplicate  develop¬ 
ment,  and  IT  is  implementing  page  sensing  so 
browsers  will  automatically  call  up  the  appropriate 
version.  Until  then,  a  pop-up  box  asks  users  which 
page  version  they  want. 

“Corporate  IS  strategy  is  to  have  all  systems  Web- 
enabled  and  have  the  browser  be  the  access  tool  of 
the  desktop,”  Warner  says. 

That’s  got  to  make  Microsoft  and  Netscape  happy. 
It’s  what  they’ve  been  preparing  for. 

Netscape  introduced  Navigator  1.0  in  December 
1994,  suggesting  users  run  at  least  a  386sx  system  with 
8M  bytes  of  RAM  and  6M  bytes  of  hard  disk  space.  A 
brochure  boasted  “everything  you  need  for  Internet 
access,”  including  full  e-mail  capabilities,  a  newsgroup 
reader  and  MIME  support,  along  with  “an  easy  and 
intuitive  interface.” 

In  August  1995,  Microsoft  at  the  last  minute  bun¬ 
dled  Internet  Explorer  with  Windows  95  instead  of 
shipping  it  a  few  months  later  in  a  Plus  Pack  as 
scheduled.  Its  Internet  Explorer  recommendations 
echoed  the  operating  system:  a  486  processor,  8M 
bytes  of  RAM  and  35M  bytes  of  hard  disk  drive 
space. 

Each  update  has  boosted  system  requirements 
along  with  refining  and  adding  features.  In  the  2.0 
releases  came  new  security  functions,  frames, 
advanced  HTML  and  scripting  support.  But  with 
each  vendor’s  3.0  release,  the  browsers  gained 
weight  of  applications,  primarily  multimedia  players 
and  broadcasting  channel  capabilities. 

With  Navigator  3.0’sjune  1996  release,  Netscape 


CEO  Jim  Barksdale  noted,  “We  don’t  call  it  a  brows¬ 
er  anymore.  Browsing  is  only  one  of  the  many  capa¬ 
bilities  of  this  client  software.”  The  comment  gets 
truer  with  each  upgrade. 

Upon  shipping  Communicator  in  June  1997, 
Netscape  relegated  the  browser  to  one  of  many 
applications,  including  groupware  and  conferencing 
utilities,  a  calendar,  editing  tools  and  e-mail. 

As  they  bulk  up  their  browsers,  Microsoft  and  Net¬ 
scape  also  keep  light  editions.  Navigator  4.02,  equiv¬ 
alent  to  the  browsing  functions  in  Communicator,  is 
available  as  a  stand-alone  program.  It  requires  15M 
bytes  of  hard  disk  space,  half  of  the  capacity  needed 
for  Communicator  but  more  than  twice 
that  of  the  original. 

Microsoft  offers  several  versions 
of  Internet  Explorer  4.0.  The  full 
release,  which  includes  Net- 
Meeting  and  FrontPage,  consumes 
25M  to  60M  bytes  of  hard  disk 
space,  depending  on  the  options 
selected;  the  standard  version, 
which  provides  the  browser  and  the 
e-mail  client  Outlook  Express, 
takes  up  16M  bytes;  and  the 
browser  only  is  13M  bytes. 

Internet  Explorer  4.0,  with 
its  slew  of  applications,  is 
essentially  the  product 
Microsoft  built  into 
Windows  98,  says  Craig 
Beilinson,  an  Internet 
Explorer  product  man¬ 
ager  at  the  software 
giant.  Microsoft  will  con¬ 
tinue  to  develop  and 
release  Internet  Explorer 
singly  and  for  other  plat¬ 
forms  even  after  it  inte¬ 
grates  the  browser  into 
Windows  98,  he  adds. 

Integrating  the  browser 
with  the  operating  system 
will  not  necessarily  boost 
the  Windows  footprint.  “We 
have  a  lot  of  shared  code 
libraries,”  Beilinson  says.  “That 
will  continue  with  Windows  98. 

Internet  Explorer  is  leveraging  a 
great  number  of  system  files  that  are 
built  into  the  operating  system,  and 


third-party  functions  can  use  them  as  well.” 

Users  with  high-end  systems  will  have  another 
option  in  Windows  98.  Microsoft  is  working  on 
a  multimedia  Web  browser,  code-named  Chrome, 
designed  to  support  3-D  animation  and  sound. 

For  its  part,  Netscape  expects  corporate  cus¬ 
tomers  to  integrate  Communicator  with  enterprise 
applications. 

“They  want  to  deploy  Communicator  into  their 
own  information  systems,  taking  advantage  of  its 
e-mail  and  other  intranet  document-sharing  func¬ 
tions,”  says  Michael  LaGuardia,  a  Communicator 
product  manager. 


'Done  deal 

B  <  owser-as-desktop  is  a  given  for 
some  industry-watchers. 

“It’s  long  been  our  belief  that  the 
browser  as  a  discrete  part  is  going  to  go 
away.  It’s  going  to  be  part  of  an  environ¬ 
ment,”  says  Harry  Fenik,  a  vice  presi¬ 
dent  and  analyst  at  Zona  Research,  Inc., 
a  market  research  firm  in  Redwood 


City,  Calif.  A  capable,  intuitive  and  inte¬ 
grated  desktop  could  result. 

“Internet  Explorer  4  makes  the 
assumption  that  you  use  the  Internet  or 
intranet  as  part  of  your  desktop,”  Fenik 
says.  “Microsoft  is  trying  to  eliminate 
the  discrete  barriers  between  com¬ 
mands  like  HTTP,  FTP  and  File  Open.” 

Users  do  have  a  few  options  if  they 


don’t  like  this  approach.  Still  available 
are  a  handful  of  simpler  browsers. 
Among  the  best  known  are  the  text- 
based  Unix  browser  Lynx,  a  product  of 
the  University  of  Kansas  maintained  by 
the  Internet  community,  and  a  browser 
marketed  by  the  Norwegian  firm  Opera 
Software  A/S. 

And  one  other  frequendy  mentioned 
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sex  scandals...  planetary  probes... 

and  other  unproductive  internet  nasties  are  invading  your  network, 
.  •  * 

You've  got  your  firewall.  You've  got  yoilr  virus  protection. 

But  how .do  you  stop  Internet  abuse  on  company  time?  ’ 

WebSENSE  make?  it  easy  to  manage  those  Internet  nasties. 
Sitting  on  your  server,  WebSENSE  gives  you  the  power  to  , 

•  effortlessly  monitor  Internet  use,  report  on  traffic  and  even 
manage  access  to  areas  your  company  wants  to  eliminate. 

*  *. 

■  Working  with  a  growing  database  of  more  than  175,000  web* 

•  ••  sites,  WebSENSE  allows  you  to  customize  Internet  access 
privileges  to  suit  your  company  policy.  And  asthe 
highest  rated  tool  in  the  industry,  you  know  .you're 
selecting  the  best  product  to  complete  your  total 
security  policy.  ,  * 


.v 


Get  WebSENSE  and  stop  the  invasion! 
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"We  like  server-side 


technology.  We  don't 
want  to  have  to  worry 
about  what  [business 


partners']  browsers 

are." 


-  John  Kay, 

electronic 


commerce 


manager, 
Chrysler  Corp 


potential  solution  is  network  computers 
or  other  thin  clients  that  run  stream¬ 
lined  browsers  and  put  the  computing 
burden  on  the  server. 

“It’s  expensive  to  keep  a  PC  on  every¬ 
body’s  desk,  so  the  future  of  the  smaller 
network  boxes  is  interesting,”  says  John 
Minteer,  system  integration  manager  at 
Cubic  Corp.,  in  San  Diego. 

Minteer  is  keeping  an  eye  on  such 
devices,  but  is  in  no  hurry  to  invest  in 
new  hardware  shordy  after  buying 
dozens  of  PCs.  The  lure?  “The  vendors 
will  have  to  sell  these  on  the  lower  cost 
of  ownership,  reliability  and  perfor¬ 
mance,”  he  says. 

Another  variation  is  letting  the  server 
do  more  of  the  work,  as  Chrysler  does. 

“Why  ruin  the  simplicity  of  the 
browser  with  Java  applets  or  ActiveX?” 
asks  John  Telford,  principal  at  Infomax 
Consulting,  Inc.,  in  Portiand,  Ore. 
“Don’t  send  me  junk  food,  send  me 
pure  HTML.”  Keep  the  browser  simple, 
and  run  the  complicated  and  hefty 
code  on  the  server,  he  says. 

“We  can  squander  the  browser  op¬ 
portunity  in  the  static  world,”  says  Rich¬ 
ard  Tanler,  chairman  of  Information 
Advantage,  a  business  analysis  software 
company  in  Minneapolis.  “This  is  not 
about  providing  Excel  in  the  browser, 
it’s  about  providing  the  content  with 
the  Excel  logic.  That  means  we  have  to 
keep  as  much  out  of  the  browser  as  pos¬ 
sible  and  keep  all  processing  on  the 
server,”  he  says. 

Microsoft,  it  seems,  is  taking  criti¬ 
cisms  of  browser  bloat  to  heart.  It  is 
looking  into  configuring  a  browser  with 
a  small  footprint  that  could  dynamically 
load  features  it  needs  as  it  hits  particu¬ 
lar  Web  pages,  Beilinson  says. 

It’s  a  delicate  line  to  walk  between  size 
and  performance.  Many  IT  staffs  are 
eager  to  take  advantage  of  the  broad 
range  of  new  functions,  from  multime¬ 
dia  to  modular  programming,  but  most 
are  still  trying  to  figure  out  whether  big¬ 
ger  really  means  better.  © 
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Intranet  Diplomacy 


ou’ve  provided  your  users  with  editing  tools  and 
training  and  have  turned  them  loose.  Now  comes  the 
tricky  part.  You’ve  got  to  pump  up  those  users’  enthusi¬ 
asm  about  publishing  and  researching  on  your  intranet. 

Getting  the  CEO  committed  to  the  intranet  will  go  a 
long  way  toward  helping  your  cause.  If  your  CEO  isn’t  a 
fan,  the  rest  of  the  employees  may  not  get  fired  up  over 
the  intranet,  either. 

Get  your  corporate  head  honcho  to  post  on  the 
intranet  messages  to  the  troops,  corporate  reports  and 
other  public  pronouncements.  In  fact,  encourage  your  CEO  to 
use  the  intranet  for  anything  he  otherwise  would  have  commit¬ 
ted  to  paper. 

Once  you’ve  gotten  the 
CEO  on  board,  your  next  tar¬ 
gets  are  department  heads 
and  line  managers.  If  Uying 
to  get  these  folks  to  support 
the  company  intranet  proves 
too  difficult,  you’ll  have  to 
work  around  them. 

Unless  you  want  to  be 
known  as  a  corporate  gorilla, 
you  might  want  to  take  a 
subtle  approach.  The  follow¬ 
ing  is  a  list  of  ways  to  nudge 
intranet  users  while  being 
diplomatic. 

1.  Hold  competitions, 
making  intranet  users  the 
judges.  A  good  challenge 
would  be  coming  up  with  the 
best  departmental  profile,  for 
example.  You  could  reward 
winners  with  a  pizza  party 
hosted  by  the  intranet  devel¬ 
opment  team. 

Or,  if  the  budget  allows, 
you  might  buy  a  few  digital 
cameras  and  loan  them  to 
users  for  photographing 
their  holidays,  children  or 
pets.  The  person  with  the 
best  online  gallery  gets  a 
camera. 

No  matter  what  the  com¬ 
petition  is  about,  remember 
to  keep  focused  on  the  pub¬ 
lishing  of  information.  In  other  words,  don’t  get  caught  up  in  just 
data  and  the  quality  and  organization  of  the  presentation. 

2.  Offer  an  online  company  magazine  as  a  replacement  for  a 
paper  version  of  the  same  thing.  The  magazine  should  include 
corporate  and  private  announcements,  classified  ads,  sports  events 
—  anything  fit  for  publication,  really.  Also,  make  sure  the  maga¬ 
zine  announces  intranet  events,  such  as  availability  of  new 
resources  and  sites. 

3.  Encourage  human  resources  staffers  to  stop  answering 
questions  over  the  phone  about  basic  issues  such  as  leave  entitle¬ 
ment.  Instead,  have  them  refer  callers  to  the  intranet.  You  will 
have  to  be  a  little  cautious,  of  course,  as  some  staff  members  will 
balk  at  having  to  use  a  computer  at  all.  On  the  other  hand,  HR 
personnel  should  find  it  easy  to  support  this  stratagem  given 


that  it  will  ultimately  reduce  their  workload. 

4.  Make  external  content  available  on  your  intranet.  This  might 
include  newsfeeds,  competitive  information  (including  screen  cap¬ 
tures  of  Web  sites) ,  mailing  lists,  selected  newsgroups  and  local 
information.  This  last  category  can  be  a  powerful  draw  if  you  pro¬ 
vide  mapping  services,  white  and  yellow  pages  and  pointers  to 
Internet  content  related  to  local  interests. 

5.  Award  a  prize  to  the  department  or  individual  who  has  posted 
the  information  that  is  accessed  most  frequently  each  month.  Note, 
however,  that  you  may  have  to  exclude  some  departments,  such  as 
IT  and  HR,  from  the  running  because  of  the  ongoing  popularity  of 
their  information. 

6.  Create  frequently  asked  questions  lists  for  addressing  subjects 

users  commonly  need  to  discuss. 
Each  department  must  contribute 
and  maintain  an  FAQ  that  covers 
at  least  the  basics  of  its  functions 
and  explains  who’s  who  within  the 
department.  Make  sure  FAQs  are 
visible  to  search  engines. 

7.  Post  e-mail  summaries  of 
new  content  that  is  relevant  to 
each  department  and,  ideally,  to 
individual  users.  But  don’t  over¬ 
load  users  with  too-frequent  bul¬ 
letins.  If  you  do,  the  impact  will 
diminish. 

8.  If  your  budget  allows,  give 
individual  users  or  workgroup 
teams  a  device  such  as  Visioneer’s 
Paperport,  a  single-page  color 
scanner  that  only  costs  about 
$200.  A  device  such  as  this  lets 
users  compile  information  for 
publishing  much  faster  than  if 
they  have  to  request  scanning 
from  the  IT  group’s  Web  design 
staff,  for  example. 

Add  optical  character  recogni¬ 
tion  and  a  Web  publishing  tool  kit 
for  an  additional  $50  each,  and 
you’ve  got  a  powerful  way  to  sup¬ 
port  user  publishing  on  the 
intranet. 

9.  Put  all  frequently  used  forms 
online.  The  forms  for  ordering 
telephone  service  or  consumer 
items  such  as  stationery  are  prime 

targets,  as  are  more  complex  forms  for  capital  requisitions. 

Posting  forms  online  will  cure  a  number  of  administrative 
headaches.  The  departments  dealing  with  the  forms  are  likely  to  be 
your  biggest  supporters  —  they’d  welcome  with  open  arms  any¬ 
thing  that  reduces  paper  clutter  and  streamlines  the  work. 

There  you  have  them.  These  nine  methods  of  stimulating 
intranet  use  are  simple  to  put  into  practice  and  all  work  by  persua¬ 
sion  rather  than  force. 

And,  please,  remember  the  old  maxim:  “Diplomacy  is  letting 
them  have  it  your  way.” 

Do  you  have  any  intranet  stimulants'?  Gibbs  can  be  reached  by  send¬ 
ing  e-mail  to  imcolumn@gibbs.com  or  leaving  a  message  at  (800)  622- 
1108,  Ext.  7504. 
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Introducing  New  Protection  Suites  For  All 
Your  Messaging  And  Internet  Servers. 

These  new  Protection  Suites  provide  the  ultimate  in  data  pro¬ 
tection  by  combining  the  strengths  of  Computer  Associates’ 
award-winning  ARCserve®  backup  and  InocuLAN®  AntiVirus™ 

products,  along  with  application-specific 
backup  and  anti-virus  agents. 

In  environments  where  you  need 
to  have  access  to  data  24  hours  a  day, 

7  days  a  week,  you  can’t  afford  to  take 
down  your  Internet  or  messaging  servers 
to  provide  standard  protection  of  data — 
virus  scanning  and  backup.  With 
Cheyenne®  Protection  Suites,  you  can 
perform  “hot,”  online  backup  of  application 
data  with  integrity  and  still  maintain  access  to  data  at  all  times. 

Plus,  real-time  virus  protection  enables  your  users  to  work 
uninterrupted  and  remain  virus  free.  It  eliminates  viruses  from 


CA  offers  Protection 
Suites  on  multiple 
platforms  including 
Windows  NT,  OS/2,  and 
NetWare  for: 

•  Lotus  Notes 

•  Microsoft  Exchange 
Server 

•  Netscape  SuiteSpot 

•  Microsoft  Internet 
Information  Server 

•  Novell  GroupWise 


spreading  via  e-mail,  document  databases,  and  the  Internet — 
the  leading  causes  of  virus  infection. 


And,  thanks  to  tight  integration  between  InocuLAN  and 
ARCserve,  as  well  as  the  various  messaging  and  Internet 


applications,  these  Suites  deliver  superior  manageability,  faster 
backup  performance,  and  comprehensive  virus  scanning. 

Best  of  all,  they’re  backed  by  the  industry  leader  in  data  protec¬ 
tion,  Computer  Associates,  whose  software  is  trusted  by  more 
than  95%  of  the  Fortune  500. 


may  be  too  late. 


With  savings  of  over  40%,  these  Protection  Suites  are  a 
value-priced  solution.  Or  you  can  purchase  any  of  their  compo¬ 
nents  separately — ARCserve  backup,  InocuLAN  AntiVirus,  Backup 
Agents  for  the  specific 
Application,  and 
AntiVirus  Agents  for 
the  Application. 

Call  today  to  find 
out  more.  Tomorrow 


Call  1-800-243-9462 
Or  Visit  www.cai.com/cheyenne 
For  A  FREE  60-Day  Trial. 


(Computer® 

Associates 

Software  superior  by  design. 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNE  in  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  622-1108, 
Ext.  7476,  or  send  your  questions 
to  mutter@world.std.com. 

My  company  recently  Installed 
Novell,  Inc.’s  Hostprlnt/400  to 
allow  several  LAN-based  printers 
to  service  print  Jobs  from  our 
AS/400.  I've  been  seeing  a  prob¬ 
lem  with  Hostprint  losing  its  con¬ 
nection  when  the  AS/400  is 
“IPLed”  weekly  or  more  frequent¬ 
ly.  Can  I  configure  Hostprlnt/400 
to  reattach  automatically  when 
the  AS/400  Is  back  online? 

Via  the  Internet 

Unfortunately,  because  of  the  way 
Hostprint/400  uses  NetWare’s 
print  subsystem,  there  is  no  way 
to  make  Hostprint/400  reattach 
automatically  after  an  IPL  cycle. 
(IPL  is  IBM  terminology  for  an 
orderly  shutdown  and  restarting 
of  an  AS/400.)  This  can  be  a  has¬ 
sle  when  you  IPL  an  AS/400  fre¬ 
quently,  as  in  your  case. 

Instead,  you  have  two  options. 
You  can  create  an  NCF  file  — 
NetWare’s  version  of  a  DOS  batch 
file  —  that  unloads  and  then 
reloads  Hostprint/400. 

Or  you  can  use  a  CRON-type 
NetWare  Loadable  Module  that 
can  schedule  the  unloading  and 
later  reloading  of  the  Hostprint 
NLM.  If  you  opt  for  the  latter 
approach,  you’ll  have  to  coordi¬ 
nate  closely  with  the  MIS  staff 
running  the  AS/400  on  a  schedule 
that  unloads  Hostprint/400  just 
prior  to  the  IPL  and  then  reloads 
Hostprint/400  after  the  AS/400  is 
back  online. 

The  best  solution  probably 
involves  both  options.  The  sched¬ 
uling  of  the  loading  and  unload¬ 
ing  of  Hostprint/400  assumes  a 
consistent  cycling  of  the  AS/400. 

Because  it  is  likely  that  MIS 
may  apply  AS/400  system  updates 
at  times  other  than  at  regularly 
scheduled  intervals,  you  may 
occasionally  have  to  restart 
Hostprint/400. 

Before  starting  this  type  of 
configuration,  make  certain 
you’ve  applied  the  latest  up¬ 
dates  to  NetWare  for  SAA  and 
Hostprint/400. 


Technology  Update _ 

Covering:  Evolving  Technologies  and  Standards 

Telco  protocol  could  boost  Internet  services 


By  Shuang  Deng 

Today’s  familiar  telephony 
features  —  such  as  caller  ID, 
call  waiting  and  800/888  num¬ 
bers  —  are  intelligent  value- 
added  services  made  possible 
by  a  protocol  called  Signaling 
System  7  (SS7). 

SS7  is  a  switch-to-switch  pro¬ 
tocol  that  lets  telephone  switch¬ 
es  set  up  calls,  manage  circuits 
and  perform  intelligent  net¬ 
work  functions.  The  SS7  proto¬ 
col  is  a  standard  that  has  been 
defined  by  the  International 


pendent  signal  transfer  points. 

Signal  switches  originate,  ter¬ 
minate  or  combine  multiple 
calls  onto  a  single  pipe.  The 
switch  signals  other  SS7  switch¬ 
es  to  set  up,  manage  and 
release  voice  circuits  required 
to  complete  a  call.  A  signal 
switch  may  also  send  a  query 
message  to  the  signal  control 
point,  which  acts  as  a  central¬ 
ized  database  for  routing 
instructions,  such  as  how  to 
handle  800/888  calls.  An  alter¬ 
nate  routing  number  may  be 


more  intelligent  capabilities 
than  User-Network  Interface 
protocols  such  as  ISDN  Primary 
Rate  Interface,  SS7  can  help 
ease  congestion  across  the 
Internet. 

Using  SS7  instead  of  PRI, 
with  a  network  access  switch  or 
modem  pool,  a  network 
provider  should  be  able  to  sup¬ 
port  more  calls  and  be  able  to 
more  easily  scale  to  support 
larger  volumes  of  data. 

Unlike  traditional  signaling 
methods,  such  as  channelized 


HOW  IT  WORKS 

Signaling  System  7 


SS7  is  a  standardized  switch- 
to-switch  protocol  that  lets 
telephone  switches  set  up 
calls,  manage  circuits  and 
perform  intelligent  network 
functions  such  as  database 
lookups.  As  the  backbone 
components  of  a  large  IP 
network  or  the  Internet,  SS7 
switches  can  ensure  that  fax 
and  data  calls  are  handled 
differently  than  voice  calls. 
Voice  call  routing  can  then 
be  optimized  to  improve 
network  availability  and 
costs. 
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Signal  switch  point  (SSP)  handles  call.  The  switch 
signals  other  switches  to  set  up,  manage  and  release 
voice  circuits  required  to  complete  the  call. 
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User  makes  Internet 
access  request. 


Modem/ISDN  user 


POP 

~T~ 


WAN  or  IP 
network 


I gffipK» 

SCP 

! 


SSP 

: 
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Internet 
access  device 
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The  switch  may 
also  send  a  query 
message  to  a 
centralized  data¬ 
base,  called  a 
signal  control 
point  (SCP),  for 
routing  instruc¬ 
tions,  such  as  how 
to  handle  (800/ 
888)  calls. 
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An  Internet  access  device  that  understands  the  SS7  signaling  translates 
SS7  messages  and  passes  them  on  to  the  network. 


Telecommunication  Union 
(ITU),  the  American  National 
Standards  Institute  (ANSI)  and 
other  groups. 

While  SS7  has  enabled  new 
telephony  features,  an  emerg¬ 
ing  idea  is  that  by  combining 
SS7’s  intelligent  features,  the 
protocol  could  help  make  the 
Internet  more  reliable,  effi¬ 
cient,  scalable  and  easier  to  use, 
thereby  benefiting  telcos,  ISPs 
and  end  users  alike. 

A  typical  SS7  network  has  sig¬ 
nal  switch  points,  signal  transfer 
points  and  signal  control 
points.  They  are  analogous  to 
the  end-node,  router/switch 
and  routing  table  database  in 
the  Internet,  respectively.  For 
redundancy,  a  signal  switch  is 
typically  connected  to  two  inde¬ 


used  by  the  switch  if  the  prima¬ 
ry  number  is  busy  or  there  is  no 
answer. 

Network  traffic  between  sig¬ 
naling  points  is  handled  via  a 
packet  switch.  The  device 
routes  or  switches  incoming 
messages  to  an  outgoing  signal¬ 
ing  link  using  routing  informa¬ 
tion  within  the  multitiered  SS7 
message.  Acting  as  a  network 
hub,  the  packet  switch 
improves  SS7  network  utiliza¬ 
tion  by  eliminating  the  need  for 
direct  links  between  signaling 
points. 

The  SS7  environment  pro¬ 
vides  rerouting,  error  correc¬ 
tion  and  retransmission  capa¬ 
bilities  for  continuous  service  in 
the  event  of  signaling  point  or 
link  failures.  Because  SS7  has 


T-l  and  PRI,  SS7  is  not  termi¬ 
nated  directly  at  a  network 
access  switch  because  of  limited 
address  space  and  security  con¬ 
siderations.  An  Internet  net¬ 
work  control  device,  which 
could  be  a  separate  router  or 
switch,  is  typically  used  between 
the  SS7  network  and  multiple 
net  access  switches. 

The  Internet  control  device 
plays  an  important  role.  The 
switch  or  router  is  more  than 
just  a  gateway  to  translate  SS7 
messages  for  the  network  access 
switch.  Because  the  SS7  net¬ 
work  is  critical  to  the  health  of 
the  public  telephone  network, 
the  device  must  provide  securi¬ 
ty  to  block  unauthorized  mes¬ 
sages  from  getting  on  the  SS7 
network.  To  provide  tight  inte¬ 


gration  with  the  phone  net¬ 
work,  the  Internet  network  con¬ 
trol  device  must  support  the 
reliability  features  integral  to 
the  SS7  capabilities,  notjust  the 
call  setup  control. 

Ultimately,  SS7  could  help 
the  Internet  by  providing: 

•  Improved  reliability.  Reli¬ 
ability  derives  from  extensive 
continuity  testing  capabilities 
within  the  SS7  protocol.  For 
example,  network  providers 
can  initiate  an  automatic  loop- 
back  test  for  all  calls  just  like  in 
a  voice  network.  When  prob¬ 
lems  arise,  such  as  circuit  or 
modem  card  failure,  the  access 
switch  automatically  signals  the 
network  to  reroute  the  calls  to 
another  switch  without  affect¬ 
ing  the  service. 

•  Better  bandwidth  utiliza¬ 
tion.  Because  SS7  signaling 
takes  place  out-of-band,  mean¬ 
ing  it  uses  no  bandwidth  from 
calls,  SS7  uses  less  expensive 
and  more  readily  available  reg¬ 
ular  DS-1  or  DS-3  ports  on  the 
telephone  switch. 

•  Load  balancing.  When  one 
network  access  switch  is  busy, 
the  Internet  network  controller 
can  redirect  SS7  messages  so 
that  subsequent  calls  to  that 
location  automatically  go  to  an 
NAS  with  free  capacity.  This 
means  more  efficient  use  of  ISP 
equipment  and  no  busy  signal. 

All  major  network  vendors 
have  announced  plans  for 
future  support  of  SS7  in  their 
remote  access  switches. 

Nortel  has  released  such 
products,  and  other  major  net¬ 
work  vendors  such  as  Cisco 
Systems,  Inc.,  Lucent  Tech¬ 
nologies,  Inc.  and  3Com 
Corp.’s  U.S.  Robotics  division 
have  followed  suit  and  an¬ 
nounced  plans  for  future  sup¬ 
port  of  SS7  in  their  access 
switches.  Telephone  companies 
are  interested  in  deploying  SS7- 
capable  access  switches  to  offer 
new  services  and  to  offload  the 
Internet  dial-up  calls  from  the 
voice  network. 

Deng  is  director  of  product  man¬ 
agement  at  Aptis  Communications, 
Inc.  in  Chelmsford,  Mass.  He  can  be 
reached  via  e-mail  at  shuang® 
aptis.com. 
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EDITORIAL 


The  view  from  Vortex 

On  my  way  to  Vortex  98  —  an  invitation-only  gathering  of  Inter¬ 
net  and  telco  industry  movers  and  shakers — I  was  taxied  from 
the  Orange  County  Airport  to  the  Ritz-Carlton  Laguna  Niguel 
by  a  part-time  minister  who  called  himself  a  “teacher/ elder’  ’ 
and  described  how  he  spoke  in  tongues.  Based  on  my  persistent  ques¬ 
tioning  about  that  practice  (I’m  nothing  if  not  nosy) ,  he  said  I 
appeared  to  be  seeking  something  in  my  life  and  offered  to  help  me 
find  that  missing  thing.  Our  meeting,  he  assured  me,  was  preordained. 

Preordained?  Maybe.  Seeking  something?  Definitely.  ButI  wasn’t 
the  only  one  seeking  answers  last  week.  The  CEOs,  directors,  presi¬ 
dents,  entrepreneurs,  venture  capitalists  and  high-powered  consul¬ 
tants  at  this  Bob  Metcalfe-organized  gig  were  also  speaking  in  tongues: 
IP,  ROI,  VPNs,  WDM.  And  they  were  desperately  seeking  to  know 
whether  and  when  the  Internet  will  replace  the  public  switched  tele¬ 
phone  network.  Is  IP  really  the  only  way  to  go?  Most  important,  how 
can  I  make  money  out  of  all  of  this? 

Sadly,  there  were  no  clear  answers  to  those  questions.  But  some 
things  did  become  eminently  clear.  For  example,  while  we  innately 
understand  that  data  traffic  is  overtaking  voice,  the  actual  pace  at 
which  this  is  happening  is  staggering.  Data  traffic  is  growing  at  some 
300%  annually,  and  thatmeans  data  trafficwill  soon  dwarfvoice. 

What’ salsomind-bogglingis  the  capacity  being  builtinto  the  back- 
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bone  by  carriers  to  handle  that  load.  We’re  talking  tens  of  terabits  per 
second  of  capacity. 

Will  that  buildout  keep  pace  with  the  exponential  increase  in  data 
traffic?  No  one  can  say.  Alot  depends  on  what  happens  at  the  access 
level  of  the  network — that  last  mile  choked  off  by  the  regional  Bell 
operating  companies  today.  Depending  on  which  technology  wins  in 
that  arena,  the  backbone  could  be  swamped  by  even  greater  demand. 

From  a  network  manager’s  perspective,  one  thing  became  very 
clear.  Now’s  the  time  to  get  to  know  the  new  carriers,  such  as  Qwest, 
Level  3,  IXC  and  Williams  Telecommunications,  building  broadband 
IP  nets.  Theyneed  and  wantyour  corporate  traffic  and  will  find  ways  to 
market  their  capacity  at  aggressive  prices. 

As  one  speaker  said,  these  carriers  are  shooting  for  the  moon  with 
the  fast  ramp-ups  of  their  networks,  so  they’re  better  positioned  to 
prosper  in  the  new  world  order.  The  older  carriers — hidebound  by 
tradition,  regulation,  bad  business  practices  orjustlack  of  vision  — 
could  quickly  be  left  behind. 

This  new  breed  speaks  in  the  tongue  of  the  Internet  and,  when  you 
see  the  predictions  of  the  future,  the  carriers’  ideas  make  a  lot  of  sense. 
Theymightjustbe  able  to  help  you  find  what  you  are  seeking. 

John  Gallant,  editor  in  chief  j  gallant®  nww.  com 
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In  distributed  net  management,  go  with  fit  before  function 


®ith  reports  of  implementation  failure  rates  hitting  90%  or 

higher,  one  would  think  customers  would  be  abandoning  dis¬ 
tributed  network  management  platforms  in  droves.  On  the 
contrary,  if  vendors  are  to  be  believed,  the  demand  for  such  products 
keeps  growing.  So  what’s  the  story? 

Overthe  past  five  years,  providers  of  distributed  net  management 
tools,  platforms  and  frameworks  have  focused  on  the  functionality 
their  wares  offer.  Comparison  articles  have  attempted  to  influence 
users’  purchase  decisions  with  lists  of  product  functionality,  weight¬ 
ed  to  reflect  the  importance  to  users.  One  such  report  showed  two 
vendors  as  satisfying  virtually  all  the  needs  of  any  network  manager. 
Has  distributed  network  management  nirvana  arrived? 

Hardly.  It’s  a  mistake  to  base  the  suitability  of  a  product  solely  on 
functionality. 

Don’t  get  me  wrong;  there  is  nothing  inherently  bad  aboutjudg- 
ing  a  product  by  its  functionality.  In  fact,  doing  so  helps  us  to  identify 
minimally  acceptable  feature  sets.  However,  as  the  market  matures, 
any  feature  inadequacies  can  be  addressed  through  partnerships  or 
by  focused  development  efforts.  In  the  end,  feature/function  analy¬ 
sis  alone  presents  far  too  narrow  a  basis  for  product  selection. 

So  what  are  the  other  valid  criteria? 

First,  the  scale  of  the  product  should  fit  the  problem.  You  don’t 
need  a  tractor  to  plant  a  backyard  garden.  Don’t  attempt  to  select 
and  install  a  to  tally  integrated  enterprise  framework  when  all  you 
really  want  and  have  authorization  to  do  is  maintain  files. 

Spend  time  and  effort  to  ensure  you  have  identified  the  real  prob¬ 
lem,  notjust  the  symptoms.  For  example,  sayan  application  regularly 
fails  to  complete  on  time,  delaying  bill  processing.  Is  the  problem 
poor  application  design,  timeouts  during  data  seeks,  inadequate  net¬ 
work  bandwidth  or  the  access  priority  of  the  disk  where  the  data 
resides?  Identify  and  correct  root  causes. 

Follow  a  disciplined  process  for  determining  corrective  action.  It 
may  be  tempting  to  purchase  a  more  powerful  server  for  that  failing 
application,  but  it  won’t  solve  a  problem  of  inadequate  bandwidth. 
Don’t  get  distracted  by  attempting  to  throw  money  at  all  problems, 
assumingyou  have  thatluxury. 

Second,  consider  how  a  solution’s  design  concept  fits  your 
environment’s  operations  concept.  The  design  concept  is  the 
driving  vision  behind  the  implementation  of  any  product.  For 
some  platforms,  the  design  concept  is  the  ability  to  monitor  and 


respond  to  network  events  as  they  occur.  For  others,  it’s  the  ability 
to  define  and  distribute  the  responsibility  for  management  policy 
implementation. 

The  design  concept  reflects  the  environment  in  which  the  architect 
and  development  staff  believed  their  creation  would  operate.  It  influ¬ 
ences  everything  from  functionality  to  interface  to  analysis. 

Your  environment  has  its  own  embedded  set  of  assumptions,  pre¬ 
sumptions  and  priorities.  These  will  influence  what  is  expected  from  a 
distributed  management  system,  how  easy  it  is  to  implement  and  how 
successfully  it  operates.  Is  the 


focus  on  managing  the  consis¬ 
tency  of  management  policies, 
managing  network  events  or 
monitoring  the  flow  of  informa¬ 
tion  between  the  mainframe  and 
the  client/server  environment? 

Today  ’  s  distribute  d  manage¬ 
ment  products  can  be  made  to  fit 
into  varied  environments.  How¬ 
ever,  the  closer  the  design  con¬ 
cept  fits  your  mode  of  business, 
the  more  rapid  the  payoff. 

The  continuing  demand  for 
distributed  management  prod¬ 
ucts  reflects  the  seriousness  of  the 
underlying  problem:  the  fight  to 
keep  ahead  of  the  weedlike  prolif¬ 
eration  of  complex  computing 
environments. 

Instead  of  trying  any  tool  that 
promises  some  level  of  success, 
choose  one  that  fits  your  opera¬ 
tional  style. 


Ptak  is  vice  president  of  enterprise 
management  solutions  at  D.H. 
Brown  Associates,  an  industry 
research  and  consulting  firm  in  Port 
Chester,  N.Y.  He  can  be  reached  at 
rlptak  @ dhbrown .  com. 


Send  letters  to  nvmews@nww.  com  or  John  Gallant, 
editor  in  chief ,  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Pleaseinclude phone  num¬ 
ber  and  address forverification. 


Outage  aftermath 

Regardingyour  article  “AT&T frame 
relay  service  goes  down  for  the  count’  ’ 
(April  20,  page  7): 

Having  been  in  the  telecom  business 
for  18  years,  both  as  a  consumer  and  as  a 
service  provider,  I  find  several  things  in 
the  article  disturbing.  First,  referencing  a 
“giant  pharmaceutical  company’  ’  hiring 
sixjets  to  deliver  paper  orders  is  a  bit  sen¬ 
sational,  don’ tyou  think?  In  an  age  where 
e-mail  or  fax  machines  could  be  used  to 
deliver  such  documents  quickly,  and 
overnight  carriers  such  as  UPS  and  FedEx 
make  a  living  doingjust  that,  this  state¬ 
ment  is  truly  unbelievable.  If  it  is  true, 
then  the  telecom  manager  and  chief 
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On  Security 


Winn  Schwartau 


So  you  want  to  be  a  hacker? 


Oetwork  administrators,  security  professionals,  corporate  managers  and 
the  Department  of  Defense  —  to  name  a  few — are  Fighting  to  defend 
their  Internet  connections,  intranets,  corporate  assets  and  indeed  their 
jobs  in  an  increasingly  hostile  cyberspace.  The  neighborhood  is  clearly  getting 
worse  by  the  minute. 

And  the  media  hasn’  t  helped.  By  labeling  everyone  with  access  to  a  keyboard  and 
an  attitude  a  hacker,  journalists  have  caused  the  term  to  develop  incredibly  pejora¬ 
tive  connotations.  “If  he’s  a  hacker,  he  must  be  bad.”  “Oh,  God!  It’s  a  hacker  — 
watch  out.”  “Hackers  are  criminal  by  nature.”  Well,  thankyou  very  much, John 
Markoff  et  al. ,  for  rip-roaring  headlines  that  have  forever  misinformed  America. 

First  of  all,  hackers  are  notbad.  Criminals  are  bad.  Criminal  hackingisbad. 
Hacking  is  notbad,  and  that  is  the  recurring  theme  in  Carolyn  Meinel’s  thoroughly 
enjoyable,  highly  entertaining  and  educational  new  book,  The 
Happy  Hacker:  A  Gu  ide  to  ( Mostly )  Ha  unless  Hacki  ng. 

The  Happy  Hacker  answers  hundreds  of  questions  network 
administrators  have  about  hackers  and  hacking.  Meinel  provides 
dozens  of  step-by-step  explanations  on  exactly  how  hacking  is  done 
— from  telnet  to  port  surfing  to  using  a  shell  account. 

In  her  folksy,  conversational  manner,  Meinel  starts  off  by  teach¬ 
ing  the  reader  how  terribly  insecure  a  Windows  95  box  is  and  walks 
us  through  a  series  of  super-simple  ways  to  hack  right  into  your  cor¬ 
porate  network.  Considering  that  the  vast  majority  of  computer  crimes  and  hacks 
occur  from  within  a  company’s  network,  these  introductory  parts  of  The  Happy 
Hacker  are  worth  the  price  of  the  book  alone. 

Meinel  details  the  weaknesses  that  Microsoft  will  never  tell  you  about  and  wishes 
wouldjustgo  away.  In  doing  so,  she  provides  compelling  reasons  to  ignore  Windows 
95,  forget  about  Windows  98  and  rush  right  out  and  buy  a  copy  of  the  infinitely  more 
secure  Windows  NT. 

Now  before  you  rant  and  rave  about  hackers  writing  books,  know  that  Meinel  is  a 
computer  scientist,  a  mother  of  four  and,  as  she  puts  it,  “an  old  lady”  who  remem¬ 
bers  her  40s.  While  she  provides  a  whole  slew  of  hacks  that  work,  especially  on  those 
machines  “with  poor  defenses,”  there  are  no  technical  revelations  of  scurrilous 
Clinton-level  scandal.  She  focuses  on  the  basics  of  hacking,  and  after  reading  this 
highly  worthwhile  book,  I  realized  that  every  security  and  network  administrator 
should  have  iton  his  shelf. 

Far  from  encouraging  teenage  wannabes  to  hack  away  atyour  front  door,  the 
book  is  chock  full  of  ‘  ‘you  can  get  punched  in  the  nose  and  fired”  warnings  as  well  as 
“you  can  go  tojail”  warnings.  Many  of  the  tricks  and  techniques  described  through¬ 
out  The  Happy  Hacker  are  clearly  illegal,  immoral  and  unethical.  The  point  that 


Meinel  makes  over  and  over  is  “hackingyourown  equipment  is  heal  thy  and  good. 
Hacking  a  box  or  network  with  permission  is  good.  Any  other  kind  of  hacking  will 
land  you  in  jail.” 

The  Happy  Hacker  has  something  for  everyone.  Divided  in  to  four  sections, 
the  260-page  tome  is  a  moderately  technical  book,  with  advice  for  the  newbie 
sprinkled  throughout.  It  also  offers  ‘  ‘evil  genius’  ’  tips  for  more  advanced  readers. 

Meinel’s  goals  are  admirable,  even  though  she  has  been  railed  at  by  the  hacker 
community  and  several  legitimate  publishers  refused  to  print  her  tome.  She 
advocates  the  ethical  use  of  technology,  legal  hacking  in  which  the  results  are 
beneficial  and  conducted  with  permission  —  and  she  totally  decries  illegal  activities 
of  any  kind.  Her  sections  on  spoofed  e-mail  will  be  a  godsend  to  the  network 
administrator  trying  to  train  staff  in  the  details  of  how  hackers  work  their  so- 

called  magic.  The  dangers  of  open  ports  and  shell-based  telnet 
are  driven  home,  as  is  the  clearly  written  section  on  how  to  map 
the  Internet. 

As  denial-of-service  attacks  become  more  prevalent,  Meinel 
provides  the  basics  of  why  and  how  they  work,  plus  the  hard  facts 
on  what  can  and  cannotbe  done  about  them.  She  gives  coherent 
advice  on  how  to  protect  yourself  against  spamming  and  e-mail 
bombs.  Her  participation  in  a  number  of  hacker  wars  has  given 
Meinel  an  insider’s  look  at  the  psyche  and  the  psychosis  of  the 
Undernet  (underground  Internet) ,  lamerz,  dOOdz,  wannabes,  31it3  haxors  and  a 
host  of  the  techno-denizens  you  probably  don’t  want  your  daughter  dating.  (The 
vast  majority  of  hackers  are  male.) 

On  the  downside,  the  book  could  have  used  a  good  editor —  it  contains  typos, 
some  math  errors  and  inconsistentformatting.  However,  my  primary  criticism  is  a 
compliment:  In  each  chapter  Meinel  includes  so  many  URLs  for  reference  that  I 
now  have  to  spend  a  lot  of  time  organizing  them  in  order  to  check  them  out.  I  wish 
she  had  put  them  all  into  a  properly  annotated  online  bibliography. 

So  network  administration  folks,  managers  and  bosses  on  high :  If  you’ve  ever 
wanted  to  know  exactly  how  systems  are  broken  into,  this  is  the  book  for  you.  I  ts  easy¬ 
going  style  and  value-packed  contents  put  it  in  the  top  1 0  of  my  essential  security 
reading  list. 

Published  by  American  Eagle  Publications,  The  Happy  Hacker  (ISBN  0-929408- 
21-7)  is  available  for  $29.95  at  the  online  bookstore  atwww.infowar.com. 


Schwartau  is  chief  operating  officer  of  The  Security  Experts,  Inc.,  an  information 
security  consulting  firm  in  Seminole,  Fla.,  and  president  of  infowar.com.  He  can  be 
reached  at  winn@securityexperts.com  or  winn@infowar.com. 


financial  officer  of  this  corpora¬ 
tion  should  be  fired. 

Second,  placing  Steve  Hind¬ 
man’s  picture  in  the  middle  of 
the  page  with  a  quote  he  used  to 
announce  AT&T’s  new  service- 
level  agreement  program  is  a 
cheap  shot.  He  is  no  more 
responsible  for  the  outage  than 
you  are.  If  you  wanted  to  be  sen¬ 
sational,  why  don ’tyou  drag  the 
equipmen  t  manufacturer  into 
the  mix  as  well? 

What  most  customers  need  to 
do  is  establish,  fund  and  practice 
a  workable  disaster  recovery  plan 
that  will  lessen  the  financial  and 
resource  burden  that  incidents 
like  this  create.  To  do  less  is  ir¬ 
responsible  in  some  cases  and 
criminal  in  others. 

Tom  Brophy 
President 
NetPlus,  Inc. 

Totowa,  N.J. 

I  would  like  to  offer  the  fol¬ 
lowing  comments  in  relation  to 


‘  ‘AT&T  offers  facts  about  frame 
fiasco’  ’  (April  27,  page  1 ) : 

First,  software  upgrades  can 
be  applied  online  under  certain 
conditions  and  procedures. 
Frame  relay  networks  are  opera¬ 
tional  24-7. 

Second,  it’s  impossible  to  test 
all  upgrades  in  the  lab.  The  lab 
cannot  accommodate  and  simu¬ 
late  a  1 45-node  network  such  as 
AT&T’s  frame  network.  Nor¬ 
mally  any  upgrade  impact  is 
much  different  on  a  small  lab- 
based  setup  with  three  or  four 
nodes. 

Third,  itis  possible  that  the 
DS-3  links  (where  the  upgrade 
was  applied)  were  going  up  and 
down,  causing  link  state  error 
messages  to  float  through  the 
entire  network.  Message  loops 
can  occur  in  large  networks. 

In  addition,  the  article  “Why 
AT&T’s  disaster  recovery  service 
failed”  (April  27,  page  33)  cov¬ 
ers  all  the  options  AT&T  offers 
today.  However,  I  would  like  to 


add  that  activation  charges  for 
recovery  services  can  be  avoided 
under  contract  terms,  and  cus¬ 
tomers  must  ask  for  ISDN  bypass 
—  remote  to  central  site  ISDN 
that  bypasses  the  frame  relay  ser¬ 
vice.  Furthermore,  users  can 
always  use  a  second  frame  relay 
carrier  for  critical  locations. 

Peter  A  lissandratos 
Telecommunications  consultant 
Beekman,  N.  Y. 

There’s  more  good  news  for 
users  arising  from  AT&T’s  net¬ 
work  outage,  in  addition  to  those 
points  Christine  Heckart  and 
Daniel  Briere  identified  in  their 
column  (April 27, page 36).  In 
AT&T’s  press  release  of  April  22, 
the  carrier  said  it  will  share  its 
analysis  of  the  network  outage 
with  the  Federal  Communica¬ 
tions  Commission,  industrywide 
Network  Reliability  Council  and 
other  network  providers.  This  is 
a  first  and  marks  a  key  milestone 
in  the  maturing  of  frame  relay 


services. 

It’s  time  for  ISPs  to  step  up  to 
the  bar  and  share  their  analyses 
of  outages  in  order  to  prevent 
future  outages,  no  matterwhich 
carrier  provides  the  service.  That 

T  e  I  e  t  o  o  n  s 


would  be  great  news  for  users. 
Tony  Rybczynski 

Director,  Strategic  Technologies  and 
Marketing 

Nortel  Enterprise  Data  Networks 
Ottawa 


■yvgri  connected  seamlessly.. 
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to  the  top  of  the  world’s  highest  mountain.  For  the  two  years  it  took  to  organize  an  Everest  attempt,  and  the  months  it  took  to  climb  the  mountain,  Lotus  Messaging 

Solutions  served  as  the  primary  communications  tool  for  an  entire  expedition.  Find  out  why  more  than  33  million  users 
rely  on  Lotus  Messaging  to  handle  all  their  mission-critical  communications.  And  why  the  climbers  on  Everest  relied  on 
us  for  the  most  critical  mission  of  their  lives.  Everything  you  need  to  know  about  Lotus  Messaging,  and  how  it  can 
greatly  enhance  the  way  you  do  business,  will  be  showcased  at  each  of  our  complimentary  Lotus 
Messaging  Summits.  Get  all  the  details  at  www.lotus.com/messaging  or  by  giving  us  a  call  at 
I  888  593-2154.  We  promise  it  will  be  an  uplifting  experience. 
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Yes,  for  remote  access 


By  Tom  Pincince,  Bay  Networks 

For  almost  a  year,  major  network  ven¬ 
dors  and  a  slew  of  start-ups  have  touted 
the  benefits  of  virtual  private  networks 
(VPN).  Essentially,  VPN  technology  allows 
you  to  build  extranets,  which  enable  you  to  use  the  Internet  for  private 
communication,  commerce  and  collaboration. 

Let’s  be  honest  —  VPNs  will  not  replace  corporate  WANs  in  the  near 
future.  But  there  are  applications  for  which  VPNs  make  sense  today. 

Initially,  remote  access  is  the  most  appropriate  enterprise  application 
for  VPNs.  Corporations  can  save  $1  million  per  year  per  1,000  users  by 
implementing  an  extranet.  Because  users  always  dial  in  to  a  local  ISP, 
access  charges,  such  as  long-distance  and  toll-free  phone  charges,  are 
eliminated.  In  addition,  having  fewer  devices  on  the  network  significantly 
reduces  management  and  capital  costs. 

Major  corporations  such  as  American  Airlines/Sabre  Labs  and  3M 
Corp.  have  built  extranets.  In  doing  so,  they  have  not  only  reduced  costs 
by  at  least  $1,000  per  user  per  year  over  their  old  remote  access  systems, 
but  have  also  quickly  and  easily  provided  mobile  employees,  business 
partners  and  customers  with  access  to  their  corporate  resources.  With  the 
right  extranet  access  products,  modem  hassles  can  be  outsourced  to  a  ser¬ 
vice  provider,  freeing  time  for  you  to  concentrate  on  business  issues. 

Furthermore,  VPNs  and  extranets  are  more  scalable  than  traditional  re¬ 
mote  access  solutions.  Currently,  every  time  you  want  to  add  more  remote 
users,  you  have  to  buy  more  modems  and  add  T-l  lines.  This  is  expensive, 
time  consuming  and  a  management  nuisance.  ‘ 

Plus,  with  an  extranet,  new  users,  including 'business  partners,  can  be 
added  easily,  without  expensive  and  complex  equipment  upgrades. 

Yet,  corporations  will  not  abandon  their  existing  network  infrastruc¬ 
tures  entirely  and  shift  remote  access,  collaboration  and  electronic  com¬ 
merce  applications  to  the  Internet  all  at  once.  It’ll  take  time,  but  each 
application  that  moves  to  the  Internet  will  increase  your  savings. 

Supply  chain  management,  for  example,  will  become  more  efficient  as 
extranet  links  between  suppliers  and  buyers  improve  the  process.  Direct 
links  between  retailers  and  suppliers  ensure  more  precise  inventory  con¬ 
trol.  By  creating  open  procedures  between  business  partners,  extranets 
extend  electronic  commerce  beyond  online  transactions. 

It  is  important  to  note  the  Internet  that  will  support  these  mission- 
critical  applications  is  not  the  wild  and  woolly  Internet,  but  rather  the 
business-class  Internet.  Top-tier  service  providers  such  as  AT&T,  Concen¬ 
tric,  MCI,  Sprint  and  UUNet  will  offer  the  quality  of  service  and  service- 
level  agreements  corporations  will  demand  to  shift  business  applications 
to  the  Internet. 

Extranets  and  VPNs  are  a  viable  alternative  to  traditional  remote 
access.  All  corporations  may  not  be  ready  to  move  their  entire  supply 
chain  to  the  Internet  backbone  immediately  —  but  the  technology 
exists  today,  and  further  innovations  will  continue  to  be 
available  for  secure,  scalable  and  manageable  extranet 
access. 


...  Not  for  your  backbone 


Pincince  is  vice  president,  business  development,  at  Bay 
Networks,  Inc.  in  Billerica,  Mass.  He  can  be  reached  at  (978) 
916-0731  or  at  tom_pincince@baynetworks.com. 


Go  online  to  air  your  cc 
views  on  this  issue  in  our  y 
Fusion  Face-off  running 
through  May  29. 

Pincince  and  Rybczynski  ^  ■ 
will  be  adding  their  thoughts  to 
the  discussion. 


By  Tony  Rybczynski,  Nortei 

Today,  most  of  the  attention  in  the  vir¬ 
tual  private  network  market  is  focused  on 
Internet-based  VPNs.  Don’t  be  fooled. 
Such  VPNs  are  over-hyped  and  are  defi¬ 
nitely  not  ready  to  be  your  IP  backbone  for  mission-critical  applications 
requiring  high  reliability,  consistent  low  latency  and  minimum  band¬ 
width  guarantees  between  sites.  The  good  news  is  there  are  other 
VPN  architectures  to  choose  from,  so  let’s  look  at  these  and  make 
an  educated  decision. 

The  first  class  of  Internet-based  VPNs  overlays  the  Internet  via  IP  tun¬ 
neling.  This  approach  is  very  attractive  from  economic  and  connectivity 
standpoints.  Flowever,  Internet-based  VPNs  have  little  real  value  as 
enterprise  IP  backbones  because  of  the  ’Net’s  unpredictability  and  vul¬ 
nerability  to  intruders.  The  same  considerations  apply  to  roll-your-own 
VPNs,  whereby  the  user  owns  and  manages  the  tunneling  router  or 
security  platform. 

A  second  class  of  overlay  VPN  involves  IP  tunneling  over  an  ISP’s  net¬ 
work.  These  VPNs  generally  don’t  support  any  form  of  class  of  service 
(CoS),  they  can’t  offer  bandwidth  guarantees  and  are  also  vulnerable  to 
access  bandwidth  intruders. 

A  third  VPN  architecture  involves  a  different  form  of  tunneling:  vir¬ 
tual  circuit  tunneling,  this  time  over  Layer  2  frame  relay  or  ATM  perma¬ 
nent  virtual  circuits.  This  approach  addresses  enterprise  requirements 
for  availability,  latency,  CoS  and  security  but  suffers  from  two  major 
problems:  limited  network  knowledge  and  scalability.  IP  and  virtual  cir¬ 
cuit  tunneling  severely  limit  the  service  provider’s  ability  to  monitor, 
troubleshoot  and  generate  reports  on  a  per-customer  basis  because  what 
flows  in  the  tunnels  is  only  visible  at  the  end  points.  Scalability  is  limited 
by  the  number  of  routing  adjacencies  as  the  number  of  sites  grows,  and 
also  by  the  need  to  manage  a  potentially  large  number  of  tunnels  or 
connections,  one  per  each  pair  of  sites. 

A  fourth  architecture,  Layer  3  VPNs,  uses  a  routing  hierarchy  to 
aggregate  routes  and  give  each  VPN  visibility  in  the  network.  This  can 
be  done  by  deploying  multiple  routers,  one  per  VPN,  in  the  central 
office  (CO),  but  this  results  in  operational  complexity  and  higher  costs. 

A  better  solution  is  to  create  new  CO  routing  switch  architectures  that 
allow  traffic  from  multiple  VPNs  to  be  routed  and  switched  across  the 
network,  while  isolating  the  VPNs  from  one  another.  Such  an  architec¬ 
ture  provides  a  high  degree  of  scalability  and  meets  enterprise  user 
requirements  for  security,  service-level  agreement  (SLA)  guarantees  and 
reliability. 

So  what’s  a  user  to  do?  Overlay  Internet-based  VPNs  are  only  an 
option  if  low  cost  is  your  objective  and  best-effort  service  is  adequate.  If 
you  have  fewer  than  10  sites,  consider  overlay  VPNs  from  service 
providers  that  specialize  in  VPN  service  or  Layer  2  VPNs.  If  you  have 
more  than  10  sites,  Layer  3  VPNs  with  their  scalable 
security  and  SLA  guarantees  are  for  you. 


7  2*2  8 


Rybczynski  is  director  of  strategic  marketing  and  technolo¬ 
gies  in  Nortel’s  Enterprise  Data  Networks  Group  in  Ottawa, 
Canada.  He  can  be  reached  at  (613)  723-4920  or 
Tony.  Rybczynski@nortel.  com. 
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KEA!  340  are  stellar  performers  when  it  comes  to  integrated  host  access, 
unsurpassed  manageability  and  increased  productivity. 
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SWITCH  FUNCTIONALITY  AND  PERFORMANCE  SOAR; 
VENDORS  READY  TO  FULFILL  HIGH-SPEED  PROMISES. 
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By  Charles  Bruno 


Ohe  Tolly  Group  over  the  past  year  has  evaluated  1 6M  bit/ sec  token-ring 
switches  from  seven  vendors  and  has  come  to  a  firm  conclusion:  Token¬ 
ring  users  can  rest  easy. 


IBM's  8270  Nways  Token  Ring  LAN  Switch  Model  800  sup¬ 
ports  virtual  LANs,  Layer  3  switching  and  advanced  filter- 
ing  techniques.  It  pulls  double  duty  as  a  backbone  and  work¬ 
group  switch. 


Second-generation  products  are  delivering 
switching  to  the  desktop  and  offering  a  clear 
upgrade  path  to  100M  bit/sec  token  ring  and 
beyond  for  purists  who  don’t  relish  wholesale 
migrations  to  ATM  or  Ethernet. 

With  The  Tolly  Group  Token  Ring  Industry 
Study  now  in  its  second  year,  we’ve  gathered 
enough  information  to  assess  the  market.  The 
intent  here  is  not  to  say  which  switch  is  faster 
or  to  reveal  who  beat  whom  in  head-to-head 
competition  —  you  can  go  to  The  Tolly 
Group  Web  site  for  that.  Rather,  we’re  out  to 
provide  an  evaluation  of  where  the  product  cate¬ 
gory  stands  to  help  token-ring  users  make  some 
important  decisions  about  strategic  direction. 

In  terms  of  performance,  the  news  is  good. 
Across  the  board,  token-ring  switches  have  ma¬ 
tured  into  high-performance  offerings  that  for- 


TOKEN-RING  SWITCH  FEATURE  COMPARISON 


Filtering  types  supported 

VLAN  membership  by 

RM0N 

Broadcast 

IP/IPX 

Layer  3 

IP  address 

MAC 

address 

Physical 

port 

MAC 

address 

Protocol 

Multiple 

switches 

Groups 

supported 

BayNetworks,  Inc. 

5525HDTR  Switch  Host 

• 

• 

• 

• 

• 

Q3’98 

• 

Statistics, 

history 

Bay  Networks,  Inc. 

Centillion  100 

• 

• 

• 

• 

• 

• 

Not 

tested 

Cabletron  Systems,  Inc. 

SmartSwitch  9000 

• 

• 

Not 

tested 

Not 

tested 

Not 

tested 

Not 

tested 

Statistics, 

history, 

alarms 

Cisco  Systems,  Inc. 

Catalyst  3900 

• 

• 

• 

• 

• 

• 

Statistics, 

history, 

alarms 

Cisco  Systems,  Inc. 

Catalyst  5000 

• 

• 

• 

• 

• 

Statistics, 

history, 

alarms 

IBM  8270  Nways  Token 

Ring  LAN  Switch  Model  800 

• 

• 

• 

• 

• 

• 

• 

• 

Statistics, 

history, 

alarms 

Madge  Networks,  Inc. 

Smart  Ringswitch 

• 

• 

• 

. 

Supports  all 

10  RM0N 
groups 

Ollcom,  Inc.  0C-8600 
CrossFire  Token-Ring  Switch 

• 

• 

• 

• 

• 

Statistics, 

history, 

alarms 

3Com  Corp.  SuperStack  II 
Switch  2000  TR 

• 

• 

Statistics, 

history 

Note:  A  complete  listing  of  feature  sets  and  performance  test  results  can  be  viewed  on  the  World  Wide  Web  at  www.tolly.com. 

SOURCE:  THE  TOLLY  GROUP,  MANASQUAN,  NJ. 


About  the  Token 
Ring  Industry  Study 

©s  this  story’  outlines,  token-ring  switching 
has  undergone  a  metamorphosis  with 
the  throughput  of  most  switches  nearly 
tripling  at  the  same  time  vendors  have 
packaged  an  abundant  array  of  value- 
added  services. 

In  an  effort  to  demonstrate  product  differences 
and  provide  network  managers  widi  the  compre¬ 
hensive  data  required  to  make  purchasing  deci¬ 
sions,  The  Tolly  Group  has  applied  its  Industry 
Study  model  to  token-ring  switches. 

We  evaluated  key  aspects  of  token-ring  switches 
including  throughput,  filtering  support  and  traffic 
management  capabilities  such  as  buffering  and 
other  advanced  features.  We  also  looked  at  signal¬ 
ing  and  ATM  routing,  support  for  legacy’  LAN  ser¬ 
vices  such  as  LAN  Emulation  and  Classical  IP  and 
several  management  features  including  Remote 
Monitoring  support. 

To  conduct  single-stream  performance  tests,  we 
used  nearly  a  dozen  Wandel  8c  Goltermann,  Inc. 
DA-320  DominoLAN  analyzers,  specifically  to  take 
advantage  of  their  frame-generation  and  traffic 
monitoring  capabilities.  For  the  28K  bit/sec  token¬ 
ring  frame  tests,  the  DA-320  was  the  only  tool  capa¬ 
ble  of  stressing  the  devices  being  tested.  The  DA- 
3208  each  connected  to  a  token-ring  multistation 
access  unit,  which  connected  to  the  token-ring 
switch  operating  at  16M  bit/ sec  in  half-duplex 
mode.  The  DA-320s  also  generated  various  traffic 
loads  for  uplink  testing.  For  tests  with  high-density 
port  traffic,  The  Tolly  Group  also  employed 
Netcom  Systems,  Inc.’s  SmartBits  traffic  generators. 

Invitations  to  participate  in  the  testing  were  sent 
to  all  ATM  switch  vendors.  The  participating  ven¬ 
dors  funded  this  project,  although  The  Tolly 
Group  conceived  and  executed  all  tests  indepen¬ 
dent  of  die  vendors.  Complete  test  results  are 
available  worldwide  at  no  cost  and  will  be  updated 
during  1998  as  additional  products  are  evaluated. 

For  a  more  detailed  view  of  test  results,  visit  The 
Tolly  Group  Web  site,  accessible  via  Network 
World  Fusion.Visitors  can  actively  search  the 
Token  Ring  Industry  Study  for  specific  vendor 
results  or  by  test. 
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ward  frames  at  almost  three 
times  the  rate  of  Ethernet 
switches.  Token-ring  switch¬ 
es  often  approach  maxi¬ 
mum  wire  speed  even  with 
small  packets,  which  are 
toughest  to  forward. 

Token-ring  switches  also 
now  offer  plenty  of  value- 
added  features  and  func¬ 
tions  that  you’ll  need  to 
consider,  including  support 
for  Remote  Monitoring 
(RMON)  and  fancy  filtering 
techniques  that  conserve 
bandwidth  and  improve  net¬ 
work  performance. 

Token-ring  purists  should  note  that  while  all 
seven  participating  vendors  have  notched  up 
the  performance  of  their  token-ring  switches, 
only  IBM,  Madge  Networks,  Inc.  and  Olicom, 
Inc.  have  pledged  unequivocally  to  support  the 
emerging  IEEE  802.5  High-Speed  Token  Ring 
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Cisco's  Catalyst  5000  delivered  98. 8M  bit/sec  of 
throughput  in  performance  tests  with  eight  streams 
of  traffic  shipped  across  Cisco’s  proprietary  100M 
bit/sec  InterSwitch  Link. 


Cisco's  Catalyst  3900  is  the  offspring  of  a  joint  develop¬ 
ment  deal  with  Olicom  (both  share  the  same  MAC  chip). 

It  should  closely  rival  Olicom ’s  OC-8600  in  performance. 

(HSTR)  standard  for  running  token-ring  switch¬ 
es  at  100M  bit/sec  and  ultimately  1G  bit/sec. 

Vendors  including  Cabletron  Systems,  Inc., 
Cisco  Systems,  Inc.  and  3Com  Corp.,  mean¬ 
while,  have  prepared  for  a  future  without  indus¬ 
try-standard  token  ring.  They’ve  invested  signifi¬ 
cantly  in  what  are,  in  effect,  exit  strategies 
aimed  at  convincing  users  of  the  merits  of  ATM, 
Gigabit  Ethernet  or  proprietary  offerings  such 
as  Cisco’s  InterSwitch  Link.  Each  com¬ 
pany  intends  to  wait  to  see  if  market 
demand  develops  around  HSTR  before 
floating  a  product  (see  story,  page  48). 


Single-stream  performance 

In  terms  of  raw  performance,  any  of 
the  switches  tested  should  meet  the 
demands  of  a  token-ring  infrastructure. 

What  should  impress  users  most 
about  a  token-ring  switch’s  frame¬ 
handling  capability  is  how  quickly  the 
device  can  forward  small  (28-  and  64- 
byte)  frames,  those  prevalent  in  interac¬ 
tive  traffic  such  as  e-mail  and  database 
transactions. 

Most  networks  rarely,  if  ever,  will  see  a 
surge  of  small  frame  traffic  beyond 
5,000  frame/sec.  Yet  in  pure  token  ring- 
to-token  ring  testing  using  a  stream  of 
28-byte  frames,  eight  of  the  nine  switch¬ 
es  tested  delivered  an  average  of  46,000 
frame/sec.  That’s  almost  75%  of  the 
maximum  theoretical  throughput  and  2 
1/2  times  faster  than  products  available 


Bay’s  5525HD  TR 
Switch  Host  can 

support  up  to  240 
ports  in  a  com¬ 
bined  ATM/token¬ 
ring  environment. 


just  18  months  ago, 
when  switches  pumped 
out  anywhere  from 
8,000  to  18,000 
frame/sec. 

Even  the  worst  of 
the  bunch  reported 
throughput  ranging 
from  37,000+  to  47,000 
frame/sec  for  28-byte 
frame  tests,  far  exceed¬ 
ing  the  5,000  frame/ 
sec  peak  you’re  ever 
likely  to  need. 

With  large  frames  of 
512  bytes  and  up  (com¬ 
mon  to  file  transfer  and  WAN  traffic  streams), 
wire-speed  throughput  was  the 
order  of  the  day  for  all  switches 
tested.  In  single-stream  tests  of 
3,972-byte  frames,  all  nine 
switches  tested  were  able  to  ship 
data  at  15.85M  out  of  a  possible 
16M  bit/sec,  which  amounts  to 
better  than  99%  bandwidth  uti¬ 
lization.  The  test  demonstrates 
that  the  switches  tested  can  han¬ 
dle  any  large  frame  that  comes 
their  way  without  hitting  a  per¬ 
formance  barrier. 

Multistream  tests 

While  single-stream  tests 
explore  the  pure  throughput  a 
token-ring  switch  can  deliver, 
multistream  tests  probe  how 
efficiently  the  switches  use 
ATM,  FDDI,  Fast  Ethernet  and 
Gigabit  Ethernet  backbones  as 
switch-to-switch  links. 

Essentially,  the  multistream 
results  echo  the  single-stream 
test  findings:  Across  the  board,  token-ring  switch 
throughput  is  just  a  shade  below  wire  speed.  In 
configurations  ranging  from  two  16M  bit/sec 
streams  of  3,972-byte  frames  to  eight 
streams  over  an  ATM  link,  throughput 
never  dipped  below  99%  of  the  maxi¬ 
mum  possible. 

For  example,  when  handling  3,972- 
byte  frames  delivered  over  two  16M 
bit/sec  data  streams,  six  of  the  nine 
switches  clocked  in  with  throughput  of 
31.9M  and  the  remaining  switches  deliv¬ 
ered  31. 7M  out  of  a  maximum  of  32M 
bit/sec.  With  the  same  size  packets  in  an 
eight-stream  test  over  an  ATM  link, 
where  the  maximum  throughput  was 
128M  bit/sec,  seven  of  nine  switches 
tested  delivered  throughput  of  127M 
bit/sec  or  more. 

Ultimately,  the  multistream  tests  prove 
that  the  switches  tested  don’t  hit  any  per¬ 
formance  walls  or  suffer  from  architectur¬ 
al  limitations  that  affect  their  scalability. 


RMONed  and  ready 

Beyond  throughput  tests,  we  exam¬ 
ined  vendor  support  for  the  RMON  stan¬ 
dard.  Every  vendor  in  the  study  supports 


basic  RMON  groups  such  as  history,  statistics 
and  alarms.  But  only  Madge  offers  support  for 
all  10  RMON  groups. 

“It’s  the  difficult  groups  that  provide  the 
most  functionality  and  power  to  users  trying  to 
troubleshoot  their  nets,”  says  Simon  Jones, 
product  marketing  manager  for  token-ring 
switches  at  Madge.  RMON  groups  such  as  hosts, 
hostTOPn,  filters  and  capture  are  still  largely 
unsupported  on  token-ring  switches. 

One  reason  token-ring  switch  vendors  provide 
limited  support  for  RMON  is  they  would  have  to 
add  memory  and  possibly  on-board  Application 
Specific  Integrated  Circuits  (ASIC)  in  order  to 
maintain  the  same  level  of  performance. 

Tracing  a  LAN  at  wire  speed,  for  instance, 
requires  the  switch  to  dedicate  memory  to  store 

captured  frames  or  use 
large  buffers  to  cache  the 
data  until  a  probe  calls 
for  it.  The  additional 
memory  and  ASICs  would 
jack  up  prices  at  a  time 
when  token-ring  vendors 
are  trying  to  compete 
against  already  less- 
expensive  Ethernet 
switches. 

Moreover,  many  token¬ 
ring  switches  lack  the 
multitasking  operating 
systems  needed  to  handle 
RMON  processing  along¬ 
side  switching.  “Our  aim 
is  to  let  the  switch  focus 
on  switching  and  do  the 
RMON  analysis  some¬ 
where  else,”  says  Ed 
Harper,  product  line 
manager  of  3Com’s 
Token  Ring  Business 
Group. 

It’s  interesting  that  RMON  has  essentially 
replaced  IBM’s  LAN  Network  Manager  as  the 
preeminent  management  tool  for  token-ring 
nets.  Aside  from  IBM,  only  Bay  Networks,  Inc. 
supports  LAN  Network  Manager. 

Filtering  fuss 

RMON  support  may  help  users  monitor  what 
data  rides  over  the  network,  but  filtering  fea¬ 
tures  can  help  prevent  unwanted  data  from  tra¬ 
versing  the  network  in  the  first  place,  conserv¬ 
ing  bandwidth  and  improving  overall  network 
performance  in  the  process. 

Evaluating  token-ring  switch  support  for  filter¬ 
ing  can  be  a  tedious  task.  You’ll  be  faced  with  a 
mountain  of  filtering  options,  but  the  main 
ones  you  need  to  consider  are  broadcast  type 
(including  single-  and  all-route  broadcasts) , 
Layer  3  IP  address  filtering  and  media  access 
control  address  filtering. 

All  the  top  vendors  will  likely  support  these 
features;  the  trick  is  deciphering  the  level  of  cus¬ 
tomization  offered  and  the  resulting  payback. 

Pay  attention  to  factors  such  as  how  many  filters 
the  switch  supports  per  port,  and  examine  the 
type  of  bit  patterns  the  filters  can  recognize. 

The  Bay  5525HD,  for  example,  supports  up  to 

Continued  on  page  50 


Cabletron’s  SmartSwitch  9000  has  on¬ 
board  ASICs  that  handle  frame  forwarding 
and  the  translation  of  token-ring  frames  to 
an  internal  proprietary  format,  so  perfor¬ 
mance  remains  stable  as  management  and 
other  value-added  features  are  employed. 
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A  LITTLE  PUZZLED  OVER  HOW  TO  BEST 
SAFEGUARD  YOUR  FRAME  RELAY  NETWORK? 

YOUR  DATA  MUST  BE  DELIVERED. 

: 

i 


YOUR  DATA  IS  ENCRYPTED  WHILE  ON  THE  NETWORK. 


IT’S  RECEIVED  AND  DECRYPTED, 


T 

DELIVERED  SAFE,  SOUND  AND  SECURE. 

Yes,  it’s  that  simple.  Racal  is  the  leading  provider  of  secure  encryption  products.  Our  frame  relay  Datacryptors™  are  designed  to 
protect  your  sensitive  business  communications  over  frame  relay  networks  with  minimal  latency  and  no  loss  of  bandwidth.  Effectively 
creating  a  Virtual  Private  Network  within  the  public  network.  Our  products  are  cost  effective,  fast,  highly  reliable  and  secure.  Racal 
provides  world  class  traditional  services  including  installation,  maintenance,  staging  &  configuration,  and  Technical  Assistance 
Center  (TAC)  for  Racal  and  third  party  products.  What  more  could  you  ask  for? 

We  have  solutions  for  your  frame  relay,  X.25  or  Leased  Line  Networks.  Ask  about  our  family  of  secure  frame  relay  products  and  services, 
call  1-800-RACAL-55  Ext:2007  or  visit  us  on  the  information  fast  track  at:  http://www.racal.com/rdg 


iigh-Speed  Token  Ring:  Vendor  directions 


hen  it  co  mes  to  High-Speed  Token  Ring  (HSTR),  switch  vendors  are  falling  into  one  of  two  camps.  One 
group  is  steadfastly  behind  HSTR  and  plans  to  offer  a  clear-cut  upgrade  path.  Members  of  the  other  camp 
are  taking  a  wait-and-see  attitude,  in  the  interim  coaxing  users  to  migrate  their  existing  token-ring  net¬ 
works  to  other  high-speed,  alternatives. 


Standing  behind  HSTR 


Although  he’s  an 
unabashed  backer  of 
High-Speed  Token 
Ring  Olicom’s  Jorgen 

Hog  says  ATM  has  its 
benefits,  too,  including 
the  ability  to  detect  net¬ 
work  failures  and 
mute  traffic  around 
them. 


IBM,  Olicom,  Inc.  and  Madge  Networks,  Inc. 
make  no  bones  about  it:  They’re  unwavering  in 
their  support  for  High-Speed  Token  Ring  (HSTR) 
products  based  on  the  emerging  IEEE  802.5  stan¬ 
dard.  All  three  vendors  —  along  with,  to  a  lesser 
extent,  Bay  Networks,  Inc.  —  are  positioning 
HSTR  as  a  frame-based  high-speed  backbone  alter¬ 
native.  At  the  same  time,  the  vendors  are  offering 
high-speed  backbone  products  based  on  ATM  as 
their  cell-based  backbone  option. 

Token-ring  users  need  HSTR  because  it  pro¬ 
vides  support  for  large  frame  sizes,  prioritization 
and  source  routing  services,  says  Jeff  King, 

Madge’s  product  line  manager  for  switching  prod¬ 
ucts.  ATM,  meanwhile,  offers  benefits  over  stan¬ 
dard  frame-based  opdons,  including  its  quality-of- 
service  and  class-of-service  features,  says  Greg 
Wong,  IBM’s  product  line  manager  for  token-ring 
switches. 

ATM  is  also  better  suited  to  blending  voice  and  data  than  token  ring. 
Jorgen  Hog,  vice  president  of  Network  Products  Marketing  at  Olicom, 
also  points  to  the  reliability  of  ATM.  Olicom’s  ClearSession  software,  for 
example,  enhances  fault  tolerance  in  the  ATM  core  by  detecting  net¬ 
work  failures  and  redirecting  traffic  in  3  seconds  or  less. 

HSTR  can  likewise  serve  as  a  backbone  technology,  with  the  caveat 
that  it  is  not  as  scalable  as  ATM,  Wong  says. 

“We  think  HSTR,  since  it  is  standards-based,  will  have  the  best  shot  at 
minimizing  migration  concerns  for  token-ring  users,”  he  says.  IBM  will 
deliver  an  HSTR  blade  for  its  8270  Nways  LAN  Switch  Model  800,  as 
well  as  HSTR  server  cards,  Wong  says. 

However,  he  offers  no  definitive  timetable  for  delivery.  At  a  recent 
token-ring  town  meeting  co-sponsored  by  Network  World  and  The  Tolly 
Group,  an  IBM  spokesman  said  a  triple-speed  4/16/100M  bit/sec  net¬ 
work  interface  card  will  arrive  in  September  and  switch  upgrades  will  be 
generally  available  by  year-end. 

Madge  will  roll  out  a  four-port  HSTR  module  in  September  for  its 
Ringswitch  Plus  and  Ringswitch  Express  products,  King  says.  Madge’s 
Active  Broadcast  Control,  it’s  hallmark  broadcast  management  facility, 
will  be  supported  on  HSTR  modules  running  in  the  Ringswitch  line, 
he  adds. 

Olicom  plans  to  offer  HSTR  support  for  its  OC-8600  CrossFire 
Token-Ring  Switch  and  HSTR  server  adapters  in  July  or  August,  Hog 
says.  Each  OC-8600  will  be  able  to  support  four  HSTR  ports  along  with 
20  4/16M  bit/sec  ports.  Customers  could  stack  up  to  eight  switches, 
making  for  32  HSTR  ports,  he  says. 

Bay’s  strategy  largely  revolves  around  support  for  ATM,  but  the  ven¬ 
dor  is  developing  an  HSTR  proof-of-concept  board  and  can  churn  out 
a  product  if  customer  demand  materializes,  according  to  Jeff  Clowers, 
Bay’s  product  line  manager  for  token  ring.  Any  packet  that  touches 
Bay’s  5525HD  TR  Switch  Host’s  backplane  gets  converted  internally  to 
an  ATM  cell. 

“We  can  merge  token  ring,  Ethernet  and  ATM  in  the  same  box,”  he 
says.  As  for  HSTR,  “we  won’t  discount  it  as  a  backbone  technology,  but 
we’d  rather  see  it  as  a  server  link,”  Clowers  says. 


Cabletron’s  Finn 
Nielsen  says  his  com¬ 
pany  is  pushing 
translational  switch¬ 
ing:  “We  give  token¬ 
ring  stations  access  to 
higher  speed  technolo¬ 
gies  whether  Fast 
Ethernet,  Gigabit 
Ethernet,  FDDI  or 
ATM.  ” 


Token-ring  users  exit  here 

Despite  pledging  support  for  HSTR  a  year  ago, 
Cabletron  Systems,  Inc.,  Cisco  Systems,  Inc.  and 
3Com  Corp.  are  now  taking  a  wait-and-see  atti¬ 
tude.  At  the  same  time,  they  are  aggressively  push¬ 
ing  alternative,  and  sometimes  proprietary,  solu¬ 
tions.  It  seems  unlikely  that  these  companies  will 
ever  support  HSTR  unless  customers  threaten  to 
take  their  business  elsewhere.  “Our  customer  base 
doesn’t  have  time  to  wait  for  such  a  standard  to 
come  to  fruition,”  says  Finn  Nielsen,  Cabletron’s 
product  marketing  manager. 

Their  implementations  may  differ,  but  each  of 
the  vendors  is  touting  a  switch  that  can  meld 
Ethernet  and  token  ring  into  a  single  switch  fabric. 
Cabletron’s  big  push  is  translational  switching,  what 
the  vendor  likes  to  call  “any-to-any  switching.” 
Basically,  the  SmartSwitch  9000  converts  any  incom¬ 
ing  packet  to  an  internal  common  frame  format.  It 
is  converted  back  to  the  appropriate  format  as  it 
hits  an  egress  port.  “This  is  a  full  translation,  so  I 
can  have  a  token-ring  client  today  talk  to  an  Ethernet  server,”  Nielsen 
says.  “We  give  token-ring  stations  access  to  higher  speed  technologies, 
whether  Fast  Ethernet,  Gigabit  Ethernet,  FDDI  or  ATM.” 

Cisco  is  taking  a  more  proprietary  approach.  The  company  has  served 
up  the  InterSwitch  Link,  which  offers  100M  bit/sec  performance  and 
allows  token  ring  to  tunnel  through  Fast  Ethernet.  Cisco  also  supports 
ATM  as  a  backbone  choice.  “In  no  way  are  we  refuting  or  moving  away 
from  HSTR,”  says  Randall  Campbell,  product  line  manager  for  token¬ 
ring  switching  at  Cisco.  Cisco,  however,  objects  to  the  High-Speed  Token 
Ring  Alliance’s  use  of  token-ring  media  access  control  (MAC)  technolo¬ 
gy  instead  of  the  Ethernet  version,  arguing  it  amounts  to  reinventing 
the  wheel.  Network  interface  cards  and  Application  Specific  Integrated 
Circuits  supporting  the  Ethernet  MAC  format  already  exist;  coming  up 
with  new  versions  for  token  ring  will  drive  up  development  costs  and, 
ultimately,  prices. 

And  Cisco  contends  HSTR  lacks  adequate  support  for  Ethernet,  a 
point  hotly  contested  by  Jeff  King,  product  line  manager  for  switching 
products  at  Madge.  One  of  the  provisions  of  the  HSTR  standard  is  the 
802. lq  tagging  standard  that  permits  HSTR  to  carve  out  tunnels  for 
pockets  of  Ethernet,  King  says. 

“If  you  try  to  do  that  the  other  way  around  [carry  token  ring  in 
Ethernet],  you  have  this  fundamental  crunch  with  1,518-byte  Ethernet 
packets  trying  to  support  the  longer  token-ring  frames,”  King  says. 

3Com  isn’t  going  the  proprietary  route  like  Cisco,  but  instead  is  ral¬ 
lying  around  its  traditional  Ethernet  strengths.  3Com  offers  three 
avenues  for  users  to  adopt  high-speed  backbone  alternatives  to  token 
ring:  ATM  (via  token-ring  LAN  Emulation),  FDDI  and  token-ring  tun¬ 
neling  within  Fast  Ethernet.  “Our  main  strategy  is  to  help  large  cus¬ 
tomers  make  a  smooth  migration  as  they  add  Fast  Ethernet  and  help 
them  move  in  that  direction,”  says  Ed  Harper,  product  line  manager 
of  3Com’s  Token-Ring  Business  Group. 

3Com  will  support  IEEE  802.5  HSTR  only  if  customer  demand  war¬ 
rants  it,  Harper  says. 

—  Charles  Bruno 
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1998  Seminar  Dates  and  Locations: 


April  13 
April  14 
April  29 
April  30 
May  20 
May  21 
June  2 


June  3 


Chicago,  IL 
Philadelphia,  PA 
Boston,  MA 
New  York,  NY 
Los  Angeles,  CA 
San  Francisco,  CA 
Atlanta,  GA 
Dallas,  TX 


PRESENTER 
Anura  Guruge 


Seminar  Overview: 


In  such  enterprises,  over  70%  of  the  vital  corporate  data  resides  within 
the  traditional  data  center  as  opposed  to  on  the  web  servers  hosting  their 
nascent  intranets.  The  data  center  systems,  though  increasingly  support¬ 
ing  and  integrating  TCP/IP,  will  be  running  mission-critical  SNA  applica¬ 
tions  well  past  the  year  2000.  Enterprises  that  currently  have  data  cen¬ 
ters  have  no  choice  but  to  somehow  integrate  their  new  intranets  and 
Internet  interfaces  with  the  SNA-centric  systems,  applications,  files  and 
databases  that  reside  within  the  data  center. 


Taught  by  SNA-Internet  integration  expert  Anura  Guruge,  Integrating 
Intranets  and  Data  Centers  will  help  network  managers,  planners/design¬ 
ers,  data  center  managers,  systems  programmers  and  database  man¬ 
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1  SNA-Capable  Intranets  I 


Intranets  have  become  synonymous  with  next  generation  enterprise  net¬ 
works  and  the  Internet  itself  is  becoming  a  gigantic,  virtual  storefront  for 
global  commerce.  However,  with  all  of  their  vast  potential,  Internet  and 
intranet-based  information  systems  have  a  fundamental  flaw.  They  do  not 
intrinsically  support  the  mega  repositories  of  data  located  on  non-TCP/IP- 
based  systems  —  in  particular  the  IBM  and  compatible  mainframes  and 
large  AS/400  systems  that  still  dominate  the  business-critical  data  cen¬ 
ters  of  over  20,000  mid-  to  large-scale  U.S.  commercial  enterprises. 


G  Key  Benefits  of  Attending: 


4  4 


Learn  about  available  tech¬ 
nologies  for  integrating  data 
centers  with  intranets  and  the 
Internet  including:  browser- 
based  access  to  SNA; 
tn3270E/tn5250;  Data  Link 
Switching  (DLSw);  application 
specific  gateways  (e.g.,  CICS 
Internet  Gateway);  program¬ 
matic  access  to  applications 
and  databases,  and 
middleware. 


Understand  the  network 
management  implications 
of  an  Internet  technology- 
based  network  that  sustains 
mission-critical  SNA/APPN 
applications. 


5.  Learn  about  the  major  data 
center-to-intranet/lnternet 
integration  solutions  being 
offered  by  leading  vendors. 


2.  Gain  key  insights  on  utilizing 
Java  and  JavaBeans  tech- 


6.  Seminar  presenter  will 

illustrate  all  key  technologies, 
including  session,  invocation 


Visit  us  on-line  . . . 

O  Complete  seminar  outline 
and  benefits  of  attending 

O  Comprehensive  presenter  bio 
O  Register  on-line 


SPONSORED  BY: 


Cisco  Systems 


inTERunK 


mnecrtng  People  to  Informant 


Reflection  and  Express  Software 


agers  navigate  the  intricate  issues  surrounding  the  integration  of  data 
centers  with  intranets  and  the  Internet. 


and  user  interface  rejuvena¬ 
tion  via  live,  mainframe  con 
nected  demo  using  market 
leading  software  products. 


nology  for  data  center 
integration. 


If  your  organization  has  mainframes  or  AS/400s  and  is  in  the  process  of 
implementing  or  has  already  implemented  an  intranet  or  an  Internet  gate¬ 
way  to  your  information  repositories  —  this  seminar  is  for  you.  Integrating 
Intranets  and  Data  Centers  will  provide  you  with  incisive,  credible  and 
comprehensive  information  so  you  can  identify,  evaluate  and  implement 
intranet-to-data  center  integration  solutions  in  your  organization. 


3.  Explore  various  options  for 
rejuvenating  the  dated  3270 
user  interfaces  of  SNA/APPN 
mission-critical  applications 
without  having  to  modify  the 
mainframe  or  AS/400  resident 
applications. 


www.nwfusion.com/seiiiinars 


•  Comprehensive  seminar  workbook 

•  Exclusive  Network  World  Integrating  Intranets  CD-ROM 

•  Luncheon  and  break  refreshments 

•  All  of  the  above  included  in  your  $450  registration  fee 
(Save  with  our  new  team  discounts  for  two  or  more 
attendees!) 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and 
useful  attendee  materials  kit  for  just  S99! 


AUTOMATED  FAX-BACK  INFORMATION  AVAILABLE  BY  CALLING  (800)756 


Register  today  for  the  seminar  nearest  you! 

)643-4668  •  www.nwfusion.com/seminars 


If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 
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90  different  filters  per  port  and  can 
filter  broadcast,  NetBIOS  and 
unknown  unicast  traffic,  among 
other  types. 

Check,  too,  the  level  of  integra¬ 
tion  between  filters  and  RMON  man¬ 
agement.  Some  switches,  such  as 
Cabletron’s  SmartSwitch  9000, 
enable  you  to  set  high  and  low 
thresholds  via  an  RMON  application. 

As  for  broadcast  filtering,  the  IEEE 
802.5  standards  committee  has  not 
yet  tackled  broadcast  management, 
so  the  implementations  by  definition 
are  proprietary.  But  because  broad¬ 
cast  management  is  done  switch  by 
switch,  there  are  no  interoperability 
issues  to  worry  about  when  combin¬ 
ing  switches  from  different  vendors 
onto  the  same  campus  LAN. 

Here,  Madge’s  Smart  Ringswitch 
seems  to  have  the  most  developed 
broadcast  throttling  mechanism  with 
its  Active  Broadcast  Control  (ABC). 

ABC  provides  a  battery  of  eight 
broadcast  management  grooming 
facilities,  including  advanced  filter¬ 
ing  and  caching  techniques.  The 
software,  which  resides  on  any  of 
Madge’s  Smart  Ringswitches, 
reduces  the  amount  of  broadcast 


Olicom  this  summer  will  come  out  with  a  two-port  High- 
Speed  Token  Ring  expansion  module  for  its  OC-8600 
CrossFire  Token-Ring  Switch.  Each  switch  will  support  two 
of  the  modules,  and  users  can  stack  up  to  eight  switches 
for  a  total  of  32  HSTR  ports. 


traffic  sent  to  rings. 

Additionally  ABC  intelligently  con¬ 
verts  All-Routes  Explorer  (ARE) 
frames  to  Spanning  Tree  Explorer 
frames,  which  produce  a  fraction  of 
the  broadcast  frames  ARE  churns  out. 

ABC  also  filters  Novell,  Inc.’s  IPX 
Routing  Information  Protocol  (RIP) 
and  Server  Advertisement  Protocol 
(SAP)  frames.  Smart  Ringswitch  soft¬ 


Token  ring  endures 

The  Tolly  Group’s  exami¬ 
nation  of  leading  token-ring 
switches  reveals  that  vendors 
have  gone  a  long  way  toward 
extending  the  life  of  token¬ 
ring  LANs  by  improving 
switch  performance  and 
outfitting  their  products 
with  advanced  filtering  and 
monitoring  techniques. 

Clearly,  token-ring  purists 
who  wish  to  maintain  their 
token-ring  environment  now  have  a 
migration  path  to  a  high-speed  100M 
bit/sec  backbone  option  with  the 
evolution  of  HSTR. 

What’s  less  clear,  though,  is 
whether  some  of  the  industry’s  more 
formidable  vendors,  including  Cisco, 
Cabletron  and  3Com,  will  eventually 
come  around  and  support  the  IEEE 
802.5  HSTR  standard. 


ware  learns  which  rings  con¬ 
tain  devices  that  need  to 
receive  RIP  and  SAP  frames 
and  forwards  data  as  need¬ 
ed.  Madge  has  even  inserted 
facilities  in  ABC  to  control 
NetBIOS  traffic. 


By  all  appearances,  HSTR  will  sur¬ 
vive  because  of  the  diligence  of  ven¬ 
dors  such  as  IBM,  Madge,  Olicom 
and  possibly  Bay.  But  if  users  want 
HSTR  to  endure  —  along  with  the 
benefits  of  large  frame  sizes,  data 
prioritization  and  source  routing  — 
they  must  send  a  clear  message  to 
suppliers  that  HSTR  is  their  pre¬ 
ferred  option. 

HSTR  detractors  claim  products 
won’t  emerge  for  at  least  a  year,  but 
vendors,  including  IBM,  demonstrat¬ 
ed  prototypes  earlier  this  month  at 
NetWork!  +  Interop  98.  Other  ven¬ 
dors  are  planning  initial  shipments 
as  early  as  this  summer. 

At  this  point  in  the  ongoing  Token 
Ring  Industry  Study,  our  conclusion 
is  that  HSTR  is  alive  and  well. 


Data  analysis  for  the  Token  Ring 
Industry  Study  was  provided  by  Kevin 
Tolly,  president  and  CEO  of  The  Tolly 
Group  in  Manasquan,  N.J.  Testing  for 
this  project  was  conducted  by  Thomas 
Callas  and  Steven  Nawolski,  both  engi¬ 
neers  with  The  Tolly  Group. 

Bruno  is  managing  editor  of  publish¬ 
ing  products  at  The  Tolly  Group.  He  can 
be  reached  at  cbruno@tolly.com. 


It’s  Simply  the  Smartest  Way  ^ 

To  Grow  Your  Network  His 

You  needn’t  give  investment  protection  a  second  illliilijf|||,  ,JP 

thought...  because  we  designed  the  IQX-200  Remote  Access 
Server  (RAS)  with  future-growth  first-in-mind.  Which  means 
you  get  maximum  flexibility  and  scaleability  using  standards-based  modular  tech¬ 
nologies,  with  more  features  and  capabilities  than  any  server  in  its  class. 

Think  fast.  The  IQX-200  supports  both  digital  and  analog  dial-in  users; 
multiple  WAN  types  (incorporating  T1  and  ISDN  with  on-board  DSU/CSU  and  NT-1 
interfaces);  and  features  a  scaleable  architecture  that  accommodates  growth  from  8 
to  168  concurrent  connections.  And  Osicom’s  FASTracc  high-speed  LAN  adapter 
architecture  provides  superior  high-capacity  LAN  performance,  including  Fast 
Ethernet  and  FDDI  technologies. 

What's  more,  complete  SNMP  management  and  comprehensive  security 
features  (PAP,  CHAP,  Access  Shifting,  Dial-back,  and  third  party  support  for  SecurlD 


proxy  agents  and  Radius)  make  it  easy  to  outsmart  the  criminal  mind.  And  of 
course,  installation  and  operation  are  just  plain  simple. 

Don’t  get  frustrated  with  network  growth,  network  smarter  -  with  Osicom's 
IQX-200.  It’s  simply  the  intelligent  way  to  grow. 

For  a  FREE  Osicom  IQX-200  Access  Server  \ 

brochure,  just  give  a  call,  toll-free,  at  vX^ilfx 

1-888-OSICOM-8  (1-888-674-2668). 
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April  15 
April  16 
April  28 
April  29 
May  13 
May  14 
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Houston,  TX 
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Washington,  DC 
Denver,  CO 
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Seminar  Overview 


As  the  technology  matures  to  a  point  of  mass  user  adoption, 
frame  relay  continues  its  explosive  growth  trend  in  1998. 
Frame  relay  has  proven  it  can  deliver  the  increased  perfor¬ 
mance  and  network  efficiencies  IT  managers  are  looking  for 
while  at  the  same  time  decreasing  their  overall  operations 
costs.  In  addition,  carriers  and  equipment  vendors  continue  to 
deliver  the  enhanced  services  and  capabilities  necessary  for 
managers  to  address  today’s  and  tomorrow’s  application 
needs. 

Frame  Relay  ’98  will  help  you  make  sense  of  all  that  frame 
relay  has  become.  This  information-packed  seminar,  taught  by 
Jeff  Phillips,  a  frame  relay  expert  with  TeleChoice,  Inc., 
addresses  the  technology  from  virtually  every  angle.  In  this 
seminar,  we  will  explore  everything  from  frame  relay  imple¬ 
mentation  fundamentals  to  application  specifics  and  the  many 
areas  in  between.  Hot  topics  such  as  network  management, 
voice  and  SNA  transport,  carrier  and  equipment  vendor  offer¬ 
ings,  and  interoperability  will  be  covered  in  this  powerful  one- 
day  session.  New  features  and  services  available  on  the  mar¬ 
ket  along  with  their  networking  benefits  will  be  addressed 
along  with  enhancements  coming  from  industry  players  in  the 
future. 

Whether  you  are  a  network/telecom  planner,  manager, 
designer  or  administrator,  Frame  Relay  ’98  will  provide  you 
with  the  information  and  insight  necessary  to  more  efficiently 
and  effectively  implement,  expand  and  manage  your  network. 
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•  Comprehensive  seminar  workbook 

•  Exclusive  Network  World  Frame  Relay  Resource  CD-ROM 

•  Luncheon  and  break  refreshments 

•  Visit  with  leading  frame  relay  vendors 

•  All  of  the  above  included  in  your  $450  registration  fee 
(Save  with  our  new  team  discounts  for  two  or  more 
attendees!) 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and 
useful  attendee  materials  kit  for  just  $99! 
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8  Key  Benefits  of  Attending: 


1.  Explore  the  inherent 
benefits  of  using  frame 
relay 

2.  Compare  and  contrast 
frame  relay  to  other  wide 
area  networking  solutions 
including  when  frame 
relay  is  a  more  economical 
solution 

3  Understand  the  alternative 
approaches  to  running 
SNA  applications  over 
frame  relay 

4.  Understand  available  net¬ 
work  management  options 
and  the  pros  and  cons  of 
outsourcing  vs.  in-house 
network  management 


Learn  how  frame  relay  can 
interoperate  with  other 
networking  technologies 
and  why  you  may  want  to 
explore  them 

Learn  how  to  save  money 
by  consolidating  your 
voice  and  data  applica¬ 
tions  over  frame  relay 

Analyze  the  service  and 
pricing  differences 
between  the  major 
frame  relay  providers 

Learn  about  new  and 
likely  future  service  and 
equipment  enhancements 
which  could  prove 
advantageous  to  your 
networking  environment 


www.nwfusion.com/seminars 


Visit  us  on-line  . . . 

O  Complete  seminar  outline 
and  benefits  of  attending 

O  Comprehensive  presenter  bio 
O  Register  on-line 


AUTOMATED  FAX-BACK  INFORMATION  AVAILABLE  BY  CALLING  (800)756-9430  COD 


Register  today  for  the  seminar  nearest  you! 

(800)643-4668  •  www.nwfusion.com/seminars 
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If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 


More  possibilities 
than  you  ever  imagined 
in  a  single  box. 

Consider  the  variety  of  service  alternatives  and  application 
demands  you  face  today.  Wouldn’t  it  be  nice  to  have  a  single 
box  that  lets  you  choose  the  best  service  for  each  application 
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and,  at  the  same  time,  saves  you  money?  Now  you  can, 


with  ATLAS. 

ATLAS  is  a  new  integrated  access  system  from  ADTRAN. 
Capable  of  both  dedicated  and  switched  access,  this 
versatile  host-site  platform  consolidates  voice,  data,  and 
video  onto  a  single  digital  circuit  -  lowering  monthly 
payouts,  optimizing  your  pipeline  and  reducing  network 
management  to  its  simplest  form.  And  it’s  available  for  a 
fraction  of  what  most  alternatives  cost. 


ATLAS  800 

The  new  integrated  access 
system  from  ADTRAN 


SUPERCOMM  '98 
Booth  5425 


ATLAS.  It’s  the  only  network  access  solution  that  covers 
the  spectrum. 

CALL  800  9ADTRAN  (800  923-8726)  FOR  A  FREE  BROCHURE. 

www.adtran.com/atlas 
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Heavy-duty  Web  site  management 


Continued  from  page  1 

The  software  is  organized  around  three  func¬ 
tions:  publishing,  delivering  and  analyzing. 
Publishing  involves  support  for  a  formal  submis¬ 
sion,  approval  and  deployment  cycle  for  Web 
pages.  The  delivery  side  offers  searching  tools, 
personalization  capabilities,  push  services  and 
knowledge  management.  The  analysis  functions 
include  log  analysis  (including  those  from  other 
vendors’  Web  servers),  report  writing  and  con¬ 
tent  analysis. 

Configuration  and  management  appear 
slightly  better  than  in  Site  Server  2.0,  and  some 
operations,  such  as  analysis,  are  definitely  faster 
in  3.0.  Reporting  and  management  features  are 
more  polished  and  comprehensive.  And  you 
can  now  perform  most  management  operations 
using  your  choice  of  the  Web  interface,  the 
Microsoft  Management  Console  (MMC)  or 
command-line  utilities. 

Perhaps  the  biggest  change  in  Site  Server  3.0 
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Site  Server  3.0 

▲  Has  everything,  including  the 

▼  Requires  powerful  hardware  and 

Microsoft  Corp. 

kitchen  sink 

plenty  of  disk  space 

(800)  426-9400 

▲  Covers  intranet  functionality 

▼  Significant  learning  curve 

ioww.  Microsoft,  com/siteserver 

as  well  as  commerce  services 

$1,239  per  server 

▲  Excellent  management 

(includes  five  client 

and  reporting 

licenses ) 

by  the  same  security  NT  applies  to  the  original 
source  data.  This  is  much  more  important  than  it 
may  at  first  sound.  It  ensures  that  when  users 
conduct  a  search,  they  can’t  even  see  matching 
index  entries  for  content  for  which  they  have  no 
access  rights. 

Push  is  the  next  component  of  Knowledge 
Manager.  Site  Server  3.0  includes  Active  Channel 


Administration 
(40%) 


Stability 

(20%) 


Installation  and 
configuration  (5%) 


Documentation 

(5%) 


Total 


Site  Server 


9  x  .40  =  3.60  9x.30  =  2.70 


9x.20  =  1.8 


3x0.05  =  0.40 


9x0.05  =  0.45 


8.95 


Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score. 


is  the  Knowledge  Management  system.  At  its 
heart  is  the  search  engine,  which  gathers  infor¬ 
mation  into  catalogs.  Catalogs  are  topical  collec¬ 
tions  of  content  from  Web  pages,  file  directories, 
Exchange  folders  and  Open  Database 
Connectivity  databases. 

You  can  run  the  catalog-building  process  on 
another  server  to  distribute  the  load  if  you  wish. 
Once  you’ve  defined  a  catalog,  you  can  schedule 
it  to  be  automatically  updated  periodically. 

Catalog  access  to  individual  pages  is  controlled 


Server  to  define  channels  that  are  delivered  in 
Microsoft’s  Active  Channel  Definition  Format.  Site 
Server  also  offers  Active  Channel  Multicaster, 
which  can  deliver  channels  using  multicast  tech¬ 
nology  to  conserve  bandwidth. 

Another  new  feature  in  Site  Server  3.0  is  auto¬ 
matic  language  detection  —  the  ability  of  the 
server  to  determine  which  language  is  used  with¬ 
out  clues  or  help  from  anyone  in  the  publishing 
process.  This  allows  users  to  search  for  content 
in  or  to  restrict  their  searches  to  a  specific  lan- 


Commerce  Edition  available 


(2) 


e  reviewed  Microsoft  Corp.’s  Site  Server 
2.0  last  November  in  a  round-up  of 
commerce  servers  ( Intranet  Magazine, 
Nov.  17,  1997,  page  18).  It  was  the  over¬ 
all  winner  then,  and  its  successor,  Site 
Server  3.0,  builds  impressively  on  that  winning 
foundation.  In  this  release,  Microsoft  split  Site 
Server  into  an  intranet  version,  Site  Server  3.0, 
and  a  version  for  building  commercial  Web  ser¬ 
vices,  called  Site  Server  3.0  Commerce  Edition. 
The  Commerce  Edition  requires  an  Open 
Database  Connectivity-compliant,  ANSI-standard 
SQL  database.  Not  surprisingly,  Microsoft  recom¬ 
mends  Microsoft  SQL  Server  6.5  with  SQL  Server 


Service  Pack  3.  Site  Server  3.0  Commerce  Edition 
has  all  the  features  of  the  basic  version  and  adds 
an  Ad  Server  and,  marketing  and  promotion  fea¬ 
tures  as  well  as  business-to-business  and  business- 
to-consumer  order  processing  services.  It’s  inte¬ 
grated  with  Microsoft  Transaction  Server  and  the 
Microsoft  Wallet  payment  system.  In  addition,  the 
installation  package  includes  components  from 
third-party  vendors  that  you  can  use  to  support 
aspects  of  electronic  commerce  such  as  tax  calcu¬ 
lation  and  billing.  The  two  versions  share  a  com¬ 
mon  foundation  of  support  services  with 
enhanced  analysis  and  management  features  and 
improved  user  interfaces. 


guage  —  a  powerful  feature  for  multinational 
organizations. 

The  Knowledge  Manager  interface  supports 
searching  of  catalogs  and  a  Yahoo-like  hierarchi¬ 
cal  index.  The  site  administrator  defines  this 
index  to  reflect  the  interests  of  the  organization 
—  what  Microsoft  calls  the  Site  Vocabulary. 

Clicking  on  a  term  in  the  Site  Vocabulary  runs  a 
search  of  one  or  more  catalogs  using  that  term. 
Knowledge  Manager  can  also  be  used  to  create 
briefs,  which  are  sets  of  saved  searches  or  lists 
j  of  URLs  that  can  be  sent  via  e-mail  or  push 
channels. 

You  can  also  create  customized  interfaces  for 
individual  users  with  the  Personalization  and 
Membership  services.  This  subsystem  supports 
an  e-mail  service  you  can  use  to  send  personal¬ 
ized  content  linked  to  individuals’  interests. 
The  service  also  supports  member-only  content 
and  site  personalization,  enabling  users  to  tailor 
site  presentation  to  their  tastes. 

Finally,  Microsoft  has  improved  the  site  analy¬ 
sis  tools  in  Site  Server  3.0.  The  Report  Writer  is 
highly  configurable  and  can  report  on  Microsoft 
Site  Server  activity  as  well  as  import  and  analyze 
logs  from  other  servers. 

Content  visualization  is  also  supported,  with  a 
much  improved  graphical  interface  that  displays 
links  between  documents.  Documents  are  color- 
coded  according  to  level  of  usage,  and  the  most 
heavily  used  paths  through  the  site  are  denoted 
by  magenta  lines,  helping  you  get  a  feel  for  site 
usage  far  faster  than  with  any  text-based  report¬ 
ing  system. 

You  can  also  display  usage  data  as  anima¬ 
tion  over  time,  which  gives  you  valuable 
insight  into  site  activity,  showing  trends  that 
would  be  impossible  to  spot  by  just  reading 
textual  reports. 

As  fine  as  its  reporting  tools  are,  Microsoft 
doesn’t  stint  when  it  comes  providing  tools  to 
publish  information.  Microsoft  divides  this 
processes  into  five  steps:  creation,  submission, 
tagging  (adding  meta  tags  to  describe  content 
for  management  purposes),  approval  and 
deployment.  Site  Server  includes  Frontpage 
and  Visual  InterDev  for  the  creation  step,  while 
the  rest  of  the  process  is  managed  through 
Web  forms.  Site  Server  3.0  doesn’t  include  ver- 

Continued  on  page  56 
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sioning  services,  but  that  feature  is 
planned  for  a  future  release. 

The  publishing  process  also  includes 
support  for  production  servers  and  stag¬ 
ing  servers,  which  allow  content  to  be 
deployed  in  a  restricted  access  environ¬ 
ment  for  testing. 


The  deployment  process  has  been 
improved  and  expanded  since  Version 
2.0.  It  is  now  called  Site  Server  3.0 
Content  Deployment  and  supports  pub¬ 
lishing  to  Unix  servers  as  well  as 
Microsoft’s  Internet  Information  Server. 
Site  Server  lets  you  define  user  roles  to 
control  the  publishing  process: 


•  Content  authors  create  documents 

•  Site  editors  are  in  charge  of  proofing 
content  —  for  example,  ensuring  that 
spelling  is  correct  and  that  formatting 
standards  are  adhered  to. 

•  Site  administrators  have  the  ulti¬ 
mate  authority  in  the  publishing 
process.  They  can  create  and  modify  the 


Web  structure  as  well  as  authorize  and 
effect  content  deployment. 

These  roles  are  defined  by  member¬ 
ship  of  NT  domain  groups.  Users  can 
have  more  than  one  role  for  different 
sites  and  content.  You  assign  users  to 
roles  via  MMC,  User  Manager  for 
Domains  or  the  Web-based  manage¬ 
ment  interface. 

After  deployment,  Site  Server  can 
generate  detailed  reports  of  all  publish¬ 
ing  operations  and  send  them  to  you 
automatically  via  e-mail. 

All  of  this  power  comes  with  a  price, 
in  the  form  of  serious  hardware 
requirements.  Microsoft’s  minimum 
requirements,  as  usual,  are  too  low  for 
satisfactory  performance.  We  recom¬ 
mend  at  least  a  266-MHz  Pentium  Pro 
or  Pentium  II  processor  with  128M 
bytes  of  RAM  and  at  least  5G  bytes  of 
disk  space. 

For  software,  you  need  Windows  NT 
4.0  with  Service  Pack  3  or  higher  and  the 
NT  Server  4.0  Option  Pack,  which  itself 
requires  Internet  Explorer  4.01. 

Give  yourself  plenty  of  time  for  instal¬ 
lation  —  you’ll  be  rebooting  the  server 
with  monotonous  regularity. 

You  need  to  read  the  documentation 
carefully  to  set  up  all  of  the  components 
correctly.  We  recommend  using  the 
demonstration  configuration  the  first 
time  around  and  modifying  it  to  create 
your  final  site. 

Overall,  the  installation  process  is 
straightforward,  if  a  little  tedious.  Micro¬ 
soft  could  make  it  easier  by  figuring  out 
how  to  get  around  the  need  to  keep 
rebooting. 

Every  feature  of  Site  Server  3.0  we 
examined  is  well-designed,  well-imple¬ 
mented  and  delivers  good  performance. 
While  its  disk  space  and  memory 
demands  might  seem  voracious,  the 
scale  of  Site  Server’s  features  more  than 
justifies  it. 

Site  Server  3.0  is  a  remarkable  prod¬ 
uct.  Its  scope  and  feature  set  is  so  broad 
that  it  will  cover  a  wide  range  of  your 
information  distribution  and  manage¬ 
ment  needs.  But  with  that  breadth  comes 
overhead.  Be  prepared  to  invest  consid¬ 
erable  time  and  effort  in  planning, 
designing  and  engineering  if  you  expect 
to  get  the  best  out  of  it. 
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.thernet,  the  topology  of  choice  in  the  enterprise  network,  continues  to  experience 
explosive  growth.  From  the  workgroup  to  the  server  to  the  backbone,  network  managers 
are  deploying  Ethernet  in  greater  volumes  to  solve  increasingly  more  difficult  network  prob¬ 
lems.  While  benefiting  from  Ethernet,  network  managers  must  select  from  a  dizzying  array 
of  products  on  the  market  today  and  learn  how  to  successfully  implement  and  manage  this 
technology  as  it  continues  to  evolve. 

Evolving  to  Gigabit  Ethernet  and  Beyond 

Compaq,  a  premiere  network  solutions  provider,  invites  you  to  attend  a  free  half-day 
seminar  led  by  a  recognized  expert  and  analyst  of  high-speed  LAN  technologies,  John  Curtis 
of  The  Tolly  Group.  Evolving  to  Gigabit  Ethernet  and  Beyond 
will  focus  on  issues  critical  to  network  design  and  operation, 
with  a  view  toward  solving  specific  business  problems.  It  will 
present  both  legacy  and  leading-edge  technologies  in  a  format 
that  will  enable  you  to  leverage  your  current  knowledge  of 
Ethernet  as  you  design  new  strategic  enterprise  solutions.  You 
will  benefit  from  a  realistic,  business-eentrie  discussion  of  how 
different  Ethernet  technologies  can  enhance  -  or  cripple  - 
enterprise  network  performance. 
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[  Management  Strategies 

From  bad  to  worse 

A  true  story  about  a  bad  employee/manager  relationship  and  expert  advice  on  what  to  do  about  it. 


ere’s  a  story  to  strike  fear  into  the 
hearts  of  network  managers  every¬ 
where.  It’s  a  cautionary  tale  of  a  situa- 
LJ  tion  that  started  off  lousy  and  got 
nothing  but  worse.  It’s  a  warning  to 
keep  a  tight  grip  on  your  professional¬ 
ism  —  and  your  sanity  —  despite  the 
daily  curves  your  job  throws  at  you. 

The  plot  begins  in  1996,  when  our 
guy  —  we’ll  call  him  Bob  —  was  a  systems  man¬ 
ager  in  charge  of  a  VAX/VMS  cluster 
for  a  small  U.S.  government  laboratory 
that  had  two  IT  groups.  Bob  worked  in 
the  more  technical  group  that  ran  the 
servers  and  the  800-node  network.  The 
second,  less  technical  group  was  made 
up  mainly  of  programmers  and  PC  sup¬ 
port  engineers. 

Late  in  1996,  the  lab’s  funding  was 
slashed,  and  each  IT  group  had  to  lay 
off  10%  of  its  staff.  Before  long,  demor¬ 
alization  set  in,  and  pretty  soon,  through 
attrition  and  resignations,  Bob  was 
the  only  one  left  in  the  more  techni¬ 
cal  group. 

As  a  result  of  the  downsizing,  practi¬ 
cally  overnight  Bob  found  himself  in 
charge  of  nearly  all  the  tasks  an  eight- 
person  group  had  previously 
performed.  He  got  about  a  week’s 
worth  of  training  from  the  former  net¬ 
work  manager. 

“I  didn’t  realize  what  a  big  job  it  was 
to  manage  the  network.  I  didn’t  even 
know  at  that  time  what  a  bridge,  router 
or  switch  was,”  Bob  says.  He  was  excit¬ 
ed  about  the  chance  to  learn  network¬ 
ing,  but  there  was  no  one  else  to  han¬ 
dle  the  legacy  systems  or  e-mail.  About  that 
time,  he  began  having  trouble  sleeping  at  night. 

“I  was  thinking  this  whole  thing  is  going  to 
crash,  and  it  will  be  my  job  to  fix  it  and  I  won’t 
know  how.  I  was  a  Cessna  pilot  being  asked  to 
land  a  747,  and  I  was  reading  the  manual  as  we 
were  landing,”  he  says. 

At  the  same  time,  upper  management  decided 
the  now-solo  Bob  should  be  merged  into  the  less 
technical  IT  group,  with  which  he  had  not 
always  had  the  best  relations.  With  that  came  a 
new  female  boss  and  the  expectation  that  he 
would  move  to  an  office  in  another  building. 

Now  Bob  had  been  doing  pretty  well,  keeping 
his  head  above  water  learning  networking  and 
doing  everything  else  he  had  to  do.  He  had  no 
desire  to  uproot  himself  from  the  office  in 
which  he’d  spent  12  years.  And  maybe  it  both¬ 
ered  him  just  a  little  that  his  new  boss  was  a 


By  Lauren  Gibbons  Paul 

woman  who  didn’t  have  much  technical  exper¬ 
tise.  So  he  refused  to  move. 

“I  was  my  own  person,  and  I  had  my  own 
kingdom.  I  loved  this  job  then  because  I  was  in 
control  of  my  own  world,”  he  says. 

Until  one  day,  when  three  men  showed  up  at 
his  office  with  some  boxes  and  forcibly  moved 
him.  That  was  the  first  time  he  met  his  new  boss 


—  until  then,  none  of  her  communication  with 
Bob  had  been  face-to-face.  Talk  about  getting  off 
on  the  wrong  foot. 

The  first  conversation  they  had,  she  ordered 
him  to  attend  training  that  week  at  a  location 
more  than  30  miles  away.  She  also  told  Bob  he 
wouldn’t  be  compensated  for  mileage  or  meals. 

With  all  his  duties,  Bob  was  putting  in  a  lot  of 
hours,  including  handling  the  inevitable  crisis 
calls  on  weekends.  He  soon  got  a  nasty  surprise: 
His  boss  didn’t  believe  in  comp  time,  saying  he 
was  salaried  and  had  to  work  until  the  job  got 
done.  After  several  weeks.  Bob  called  human 
resources  for  help,  to  no  avail.  Comp  time  was 
up  to  the  discretion  of  management. 

“That  was  when  she  decided  I  had  developed 
an  attitude  problem,”  Bob  says.  The  punish¬ 
ment:  half-hour  meetings  with  the  boss  at  the 
end  of  each  day,  during  which  he  has  to  recount 


his  daily  activities. 

The  situation  has  hit  rock  bottom.  Bob  is 
dying  to  quit  but  he’s  put  in  a  lot  of  time  toward 
a  government  pension  and,  as  he  puts  it,  “My 
wife  won’t  let  me  quit.” 

He  admits  he  is  far  from  blameless,  but  seems 
helpless  to  help  himself.  So  what  can  he  do,  short 
of  walking  out  the  door? 

Expert  advice 

First  and  foremost,  he  needs  to  grow 
up  professionally,  says  Victor  Danevich, 
managing  consultant  at  International 
Network  Services  in  Burlington,  Mass. 
“He  needs  to  work  out  some  personal 
things  and  decide  which  is  better,  mak¬ 
ing  things  work  or  losing  his  job.” 

Having  said  that,  Danevich  admits  it 
sounds  like  the  boss  is  trying  to  force 
Bob  to  quit.  “If  you’re  in  a  bad  environ¬ 
ment  and  you’re  in  a  spiral,  it’s  time  to 
move  on,”  he  says.  But  assuming  there 
are  compelling  reasons  to  stay,  Bob 
should  try  the  following  approach: 

Get  over  it.  Find  a  way  to  rise  above 
the  daily,  petty'  battles.  “He’s  got  to  get 
over  his  stubbornness,”  Danevich  says. 

Manage  the  manager.  Bob  should  sug¬ 
gest  that  the  daily  meeting  be  moved  to 
the  morning.  “He  should  say,  ‘I  have 
nine  hours  a  day  to  do  my  job.  You 
should  tell  me  what  my  priorities  are  for 
the  day,’”  Danevich  says.  That  would 
make  the  meetings  seem  more  proactive 
and  less  punitive.  It  should  also  cut  down 
on  some  of  the  unpaid  overtime, 
although  Bob  should  expect  to  work 
roughly  50  hours  per  week. 

Take  it  to  HR.  If  the  manager  is  not  receptive 
to  the  idea  of  limiting  his  work  week  to  50 
hours,  Bob  should  go  to  HR  and  begin  docu¬ 
menting  his  conversations.  Fifty  hours  per  week 
is  about  the  industry  standard  for  a  network 
manager,  and  he  should  alert  HR  if  his  boss  is 
routinely  making  him  work  more. 

Don’t  forget  the  upside.  Even  Bob  admits  he 
has  gained  a  wealth  of  new  skills  that  will  make 
him  marketable  when  he  moves  to  a  new  posi¬ 
tion.  “They  provided  him  with  the  opportunity 
to  learn  new  skills.  If  you’re  never  pushed,  you 
don’t  learn,”  Danevich  says.  “With  his  combina¬ 
tion  of  skills,  he’s  going  to  be  very  attractive.” 

If,  that  is,  he  can  improve  his  people  skills  and 
attitude. 

Paul  is  a  freelance  writer  in  Belmont.  Mass.  She  can  he 
reached  at  laurenpaul@sprinlrnail.com. 


ADVICE  FROM  THE  FORUM 

Here  are  some  reactions  to  Bob’s  nightmare  work  situation,  from 
readers  participating  in  the  Management  War  Stories  forum  on  Network 
World  Fusion. 

“Many  of  us  will  have  to  take  direction  from  nontechnical 
people;  we  may  be  frustrated  with  their  decisions.  However, 
it  sounds  like  [Bob]  has  taken  some  ego  blows  with  the 
reorganization  and  has  acted  with  impulsiveness  and  poor 
judgment.  He  can  only  change  his  behavior,  not  his  boss.  ” 

Debbie  Carraway,  network  and  desktop  computing  consultant,  North 
Carolina  State  University 

“In  World  War  I,  both  sides  on  the  Western  Front  bloodied 
themselves  to  no  good  purpose  in  a  grueling  contest  of 
attrition.  Once  the  situation  settled  into  trench  warfare, 
no  one  was  going  to  win  cleanly.  The  best  solution  now  is 
to  get  out  of  the  situation.  ” 

John  Appel,  director  of  IT  operations,  First  Annapolis  Consulting 

Go  online: 

How  would  you  advise  Bob?  Share  your  comments 
in  our  Fusion  forum. 
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Go  to  the  Careers  section  on  Network  World  Fusion  at  the  above  address. 
Eight  past  weeks  of  Networking  Careers  can  be  found  under  Job  listing. 


We  are  looking  for  a  Software  Engineer 
to  do  the  following:  1.  Using  knowledge 
of  C,  C+  +  ,  Java,  MS  Visual  C++, 
OLW  (Object  Linking  and  Embed¬ 
ding),  ODBC  (Open  Data  Base  Con¬ 
nectivity)  and  HTML  languages: 
Research,  design,  and  develop  com¬ 
puter  software  systems  for  practice 
management  and  client  software  for 
dental  offices;  2.  Design  and  develop¬ 
ment  is  done  in  connection  with  hard¬ 
ware  product  development  for  the 
dental  industry,  applying  principles 
and  techniques  of  computer  science, 
engineering  ,  and  mathematical  analy¬ 
sis;  3.  Analyze  software  requirements 
and  determine  feasibility  of  design 
within  time  and  cost  constraints;  4. 
Consult  with  hardware  engineers  and 
other  engineering  staff  to  evaluate 
interface  between  hardware  and  soft¬ 
ware,  and  performance  requirements 
of  overall  system;  5.  Use  knowledge  of 
software  and  systems  designs,  coding 
and  implementation  of  wide  specializ¬ 
ing  in  Dental  offices;  and  6.  Order, 
entry,  purchasing  and  inventory  mod¬ 
ules  for  corporate  use.  Education/Expe¬ 
rience:  Masters  Degree  and  3  years  in 
the  above  position.  Work  Schedule:  M- 
F,  8:00  am  -  5:00  pm.  Salary: 
$45,000.00  per  year.  Job  Order  No:  SC 
2000725.  Location :  Columbia,  South 
Carolina.  Send  resume  in  duplicate  to: 
Ms.  Regina  Ratterree,  E  &  T  Technical 
Services,  SCESC-SC2000725,  Post 
Office  Box  1406,  Columbia,  SC  29202 


Systems  Consultant  Design  &: 
develop  business  applications  and 
systems  for  clients  to  support 
client/server  global  activities; 
implement  applications  on  HP 
9000  systems,  SunSPARC  work¬ 
stations,  IBM  AS/400,  &  Win¬ 
dows  NT;  design,  install,  fine-tune 
& C  configure  systems,  working 
with  SQL* Net,  PowerBuilder,  &c 
Oracle;  support  Data  Warehousing 
&C  billing  systems,  &  develop  on¬ 
line  screens,  batch  programs  &C 
codes  with  PRO*C,  SQL* DBA, 
SQL*  Forms,  SQL*  Report  Writer, 
&  write  PI7SQL  codes  &  scripts, 
&c  Stored  Procedures  &  Triggers; 
convert  applications  from  or  to 
AS/400  environment;  provide  on¬ 
site  maintenance  support. 
$68,806/yr.  40  hrs/wk.  B.S.  in 
Computer  Sc.,  Computer  Eng.,  or 
Math  &  2  yrs.  exp.  in  job  offered 
or  2  yrs.  related  exp.  as  Systems 
Analyst  or  Systems  Eng.  Related 
exp.  must  include  use  of  noted 
skills  in  job  duties.  B.S.  may  be 
foreign  equivalent  degree.  Will 
work  at  unanticipated  locations  in 
the  U.S.  Submit  2  resumes  or  apply 
to  the  GA  Dept,  of  Labor;  Job 
Order  #GA6231437,  1535  Atkin¬ 
son  Rd.,  Lawrenceville,  GA 
30243-5601  or  the  nearest  Dept, 
of  Labor  Field  Service  Office. 


Programmer  Analyst:  Systems  pro¬ 
gramming  and  analysis  of  an  MRPII 
system.  Design  and  customize  appli¬ 
cation  architecture;  design  and 
develop  front  end  screens  using  APT 
SQL;  develop  triggers  and  store  pro¬ 
cedures  using  Transact  SQL  and 
SYBASE  II.  Generate  reports  using 
SQR.  Test  and  implement  various 
modules  of  the  manufacturing  sys¬ 
tems  like  Purchasing,  Inventory,  and 
Accounts  Payable  on  HP  9000; 
develop  AWK  and  UNIX  Shell  scripts 
for  maintaining  the  version  control 
system  SCCS.  Position  requires  bach¬ 
elor's  degree  in  Computer  Science  or 
similar  major.  Employer  will  accept 
education  equivalent  to  a  bachelor's 
degree  in  Computer  Science,  as  evalu¬ 
ated  by  a  professional  educational 
credential  evaluation  service.  Prior 
experience  or  education  must  include 
usage  of  UNIX  platforms  and  rela¬ 
tional  database  management  systems. 
40  hrs/wk;  8am-5pm;  salary  of 
$45,000/yr.  Send  resume  with  Social 
Security  No.  to  Indiana  Dept,  of 
Workforce  Development,  10  N.  Senate 
Ave.,  Indianapolis,  IN  46204-2277, 
Attn:  Gene  R.  Replogle.  Include 
ID#3450718  with  response.  Appli¬ 
cants  must  be  eligible  for  permanent 
employment  in  the  United  States. 


For  more  information  or  to  place  an  advertisement, 
please  call  the  Recruitment  Dept  at  1-800-622-1108  x7510. 
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Communication  Servers 

660  □  Security 

636  □  SNMP  Network 
Management 

661  □  Storage 

637  □  Superservers 

638  □  Wireless  Networks 
REMOTE/WIRELESS  COMPUTING 

639  □  Laptops,  Notebooks 

640  □  PCMCIA 

641  □  Mobile  Data  Equipment 
and  Services 

642  □  Wireless  Data  Equipment 
and  Services 

WAN  EQUIPMENT  AND  SERVICES 

643  □  ATM 

644  □  CIT  (Computer  Integrated 
Telephony) 

645  □  Diagnostic,  Monitoring 
and  Test  Equipment 

646  □  DSU/CSU 

647  □  E-Mait/On-Line  Services 

648  □  FAX  Boards/Modems 

649  □  Fiber  Optics 

650  □  Frame  Relay 

651  □  ISDN 

652  □  Modems 

653  □  PBX 

662  □  Security 

654  □  SMDS 

655  □  T1.T3,  Fractional  T1 
Mux  and  Services 

656  □  Videoconferencing/ 
Teleconferencing 

657  □  WATS/MTS 
INTERNET/ELECTRONIC  COMMERCE 

658  □  Internet  Access 
Providers/Services 

659  □  Firewalls 

660  □  Web  Servers 

631  □  Network  Adapter  661  □  Internet  Software  Tools 

Boards/NICs  nTUt0 

632  □  Peer-to-Peer  LANs  0I*R  . 

633  □  Print  Servers  662  □  Education  and  Training 

634  □  Remote  LAN  Access  663  □  Storage  Cabinets/Furniture 
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Pass  this  card  along  to  a  colleague  so 
they,  too,  can  get  valuable  product 
information  FREE. 
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I 

!  K  1  N  G  C 

The  Very  Image 
Of  Quality 


Where  can  you  find 
the  challenge  you 
require,  the  rewards  you 
deserve  and  have  the 
freedom  to  control  your  own 
destiny?  Stop  looking. ..you  found  it 
at  Output  Technologies-  a  leader  in 
electronic  printing  and  fulfillment  for 
today's  progressive  business  world. 
Currently,  we  are  seeking  the  following 
individuals  for  our  New  York  City  location: 


hftp://www.ny<-ot.(om 


Programmers 
Sr.  Programmers 
Programmer/ 
Analysts 

We  offer  enhancement  training,  an 
outstanding  compensation  and  benefits 
package,  including  a  lucrative  supplemental 
bonus  plan  and  a  liberal  vacation  policy. 
You'll  love  our  casual  work  environment  and 
sense  of  camaraderie,  so  send/fax  your 
resume  with  salary  requirements  to: 

Human  Resources  Dept.,  Output  Technologies, 
NY  Division,  322  Eighth  Ave,  New  York,  NY 
10001-8001.  FAX:  (212)  243A907. 

E-Mail:  mdr@nyc-ot.com  (No  attachment  files, 

PLEASE!)  An  equal  opportunity  employer,  m/f/d/v. 


OUTPUT 

TECHNOLOGIES 


r\ 

I/S  professionals  want  the 
opportunity  to  work  with  the  latest  in 
technology,  right f  Well,  there's  only  one 
place  to  find  it:  Liberty  Mutual  I/S, 
located  in  the  picturesque  coastal  town 
of  Portsmouth,  NH.  The  most  respected 
professionals  from  all  over  the  country 
join  us  because  of  our  unique  training 
programs.  We  work  with  you  in-house  to 
develop  the  best  business  solutions  for  our 
customers  and  our  company.  Plus,  our 
employees  enjoy  a  wide  array  of  year- 
round  recreational  activities,  and  a 
commute  that  is  virtually  stress  free.  So  if 
you  want  the  latest  technology,  and  you're 
ready  to  work  with  one  of  Portsmouth's 
largest  employers,  hop  on  board  with 
Liberty  Mutual  I/S. 


Strategic  Architects 
Technical/Functional  Consultants 
Project  Managers/Project  Leaders 
Business  &?  Data  Analysts /Architects 
00  Client/ Server  Developers 
Technical  &?  Programmer  Analysts 
Database  Analysts 
Software  QA/Test  Analysts 
Desktop/Network/Telecom  Services 


MQ  Series 
Rumbaugh/OMT 


Liberty  I/S  has  begun  a  major  expansion  of  its  software  development  centers 
and  we  have  opportunities  available  at  all  levels  for  our  strategic  development 
initiatives.  Choose  from  our  corporate  data  center  in  Portsmouth,  or  our 
Massachusetts  development  center,  located  just  off  Rte.  128  in  Danvers. 

Please  send  your  resume  to:  Bill  Hickmott,  Liberty  Mutual  Information 
Systems,  225  Borthwick  Avenue,  Portsmouth,  NH  03801. 

Fax:  (603)  431-0709;  email:  Jobs@Lmig.com  •  www.bbertymutual.com 


LIBERTY 

MUTUAL 


Tke  freedom  o/ Liter 


Come  visit  US  at  the  Monday,  June  8th,  1998 

11:00am  -  7:00pm 
Framingham  Tara  Hotel 
1657  Worcester  Road 
(Rt.  9  -  Framingham) 

Career  Fair  Exit  12  off  the  Mass  Pike 


Liberty  Mutual  is  an  equal  opportunity  employer  committed  to  workforce  diversity. 


NetworkWorid 

THE  NEWSWEEKLY  OF  ENTERPRISE  NETWORK  COMPUTING 

Networking  Careers 


We've  Got 


•A  targeted  audience  of  157,500+ 
networking  IS  professionals 

•The  latest  breaking  enterprise  networking  news 

•A  focus  on  management  strategies 

•  Cost  effective  advertising  strategies 

•  Online  recruitment  advertising  opportunities 

•  Career  Fair  programs  in  conjunction  with 
technical  trade  shows 


You've  Got: 


•  Information  technology  employment 
opportunities 

•  The  need  to  reach  our  niche  audience 

•  A  print  strategy  with  trade  publications 

•  An  online  recruitment  advertising  focus 

■v 

•  A  Marketing  opportunity  with  an 
employment  focus 

•  The  opportunity  to  put  your  message  in 
front  of  your  next  candidate 


To  Get  More  on  What  We've  Got  Talk  to  Network  World 


1-800-622-1108  Ext.  7510  •  Fax:508-820-0607 


Statistical  Programmer  Analyst 
For  new  drug  clinical  trials,  per¬ 
form  software  application  pro¬ 
gramming  using  SAS  and  other 
database  tools;  use  S AS/Macro, 
SAS/SQL  on  DB2,  and 
SAS/Graph  to  develop  statistical 
and  reporting  routines;  develop 
data  structures  and  manipula¬ 
tion  routines  for  statistical 
analysis  and  reporting;  perform 
application  documentation  and 
testing  for  developed  modules. 
Position  requires  master’s  degree 
in  Mathematics,  Statistics,  or 
Computer  Science.  Prior  experi¬ 
ence  or  education  must  include 
use  of  SAS  Macro,  SAS/SQL  on 
DB2,  and  SAS/Graph  for  clinical 
trials.  40  hrs/wk;  8am-5pm; 
salary  of  $43,000.00/yr.  Send 
resume  with  Social  Security  No. 
to  the  Indiana  Dept,  of  Work¬ 
force  Development,  10  N. 
Senate  Ave.,  Indianapolis,  IN 
46204-2277,  Attn:  D.P.G.  In 
response  refer  to  Job  Order 
#3450722. 
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SNMPc  and  CiscoWorks  for  Windows  Users 


http://www.castlerock.com 


Reader  Service  No.  300 


■CmmtSe  Rack. 

Computing 


le  Rock  Computing,  Inc. 

12930  Saratoga  Avenue 
Saratoga,  CA  95070 


408-366-6540 


•  Distributed  Architecture  Scalable 
to  25,000  Devices 

•  Multiple  Console  Logins 

•  Automatic  Baseline  Alarms 

•  View/Report  TopN  Statistics 

•  Scheduled  Printed  and  WEB  Reports 

•  Derived  MIB  Data,  Including 
Utilization  and  Volume 

•  RMON  and  Device  Specific  Applications 


Network  Manager 
for  Windows  NT 


NT 


A  Software  Only  32-bit  Network  Analysis  Application 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


$695. 


Ethernet  and  Token  Ring, 
Windows  95 / 98  and  NT 


Capture  and  decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  TAN  Ejficienty 
Track  Long-Term  Statistics 
Auto-discover  Addresses 
Set  Triggers  and  Alarms 
Software  Only  Solution 


pU/«  M/,  -r  ui'l  Tpv. 

"  .  '  ,fc\  “  »*v 

pum  vlo-  fitrau  '  -04  fun  -  J 

.  • . 

1 

roan 

Green  - 1  min  average 

Ye8o»  - 1  hour  average 

]  duackon  1  oM  |  Imbj  I  pM/s 

1  Utfee/5  |  '.  irttt-nace  uSfcratioe 
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1305  69 
27568  23  861 

28873  92  90  2 


Mcp ter  SMC  EfrerEZ  (8416) 


View  LAN  Errors  (Vital Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  52-hit  (95/98  <&  NT  Only) 


Observer™  4.5 


If  you  have  network  slowdowns,  would  you  cause  is  found,  solutions  and  action  plans 
know  if  they  are  due  to  overloaded  become  clear.  Start  seeing  what  you  have  been 

bandwidth,  broadcast  storms,  or  errors?  missing!  Call  800-526-7919  for  a  FREE 
Observer  will  show  your  LAN  traffic  in  real  DEMO  or  download  from  our  web  site, 
time,  and  with  this  information,  help  you  j  ®  ^ 

pinpoint  problems.  Once  the  source  and  ^■NETWORK 

|  www.netwofkinstmments.com  ^  a  INSTRUMENTS 

(  1997  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe 
*  44  (GY  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info@networkinstruments.com  w-ww.networIdnstruments.com 
( )bscrvcr™.  Network  Instruments™  and  the  “N”  logo  arc  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 


Reader  Service  No.  290 


USE  THE  ETHERNET  TO 
MANAGE  AC  POWER  ANYWHERE 

I  PC  3300  Series  —  Intelligent  Power  Controller™ 


•  RS-232  communications  port  with  RS-485/422 
high  speed  daisy  chain  data  bus 

•  Stackable!  Up  to  9  IPC's  at  a  single  address 

•  Daisy  chain  up  to  36  IPC's  over  4,000  feet  for 
power  control  of  288  ports 

•  Selectable  baud  rates  that  allow  user  to  optimize 
the  data  transfer  rate 

•  Individually  addressable  units  for  multiple 
installations 

•  Software  independent  —  I  PC™  330X  utilizes 
an  embedded  command  structure 

•  Watch-Dog  —  self  boot  when  system  deter¬ 
mines  a  "lock-up"  condition 

•  Multi-agency  approvals 


-  NEW - 

Serial  to  Ethernet  Converter  (option) 

•  IPX  (Novell  NetWare),  TCP/IP  (Unix)  support 

•  GUI-Based  utility  for  easy  installation  and  support 

•  RJ-45  1 0Base-T  Ethernet  interface  connector 

•  RS-232  Serial  interface  cable  included 


For  a  FREE  design  guide,  call  today  toll  free: 
800-870-2248  •  Fax:  (605)  3344999 
E-mail:  sales@pulizzi.com 
Web:  http://www.pulizzi.com 

Pulizzi™  Engineering  Inc. 

3260  S.  Susan  Street 
Santa  Ana,  CA  92704-6865 
(714)540-4229  V 

Z-LINE 

r 
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MfiGt  April.  She  might  not  look  so  tough,  PAKS 
but  when  it  comes  to  exam  software,  they  don’t 
come  much  meaner.  She  and  the  rest  of  the 
Transceoder  programming  team  have  created 
various  exam  simulations  for  Microsoft 
certification  that  we  feel  are  so  good,  we 
guarantee  them,  if  you  pass  our  exam  and  flunk 
Microsoft’s  twice,  we’ll  give  you  your  money 
back*  See,  we  can’t  make  the  process  any 
easier,  you  still  have  to  study  your  buns  off,  but 
we  can  make  it  better.  Our  exam  simulations 


MCSE  Select  Pak™  4.0  (Six  NT  4.0  products)  -  $799 

MCSE  Suite™  #6  (all  18  MCSE  products)  -  $1499 
MCSE  Select  Pak  3.51  (Six  NT  3.51  produc 
♦  Internet  Pak™  (Three  products  for 
*ak™  (Nine 


)  -  $999 


-$699 
CPS)  -  $449 

+  Internet  Pak™  (Nine  products  for  MCSE  +  I )  -  $ 
for  NT  (Three  NT  4.0  Core  products)  -  $349 
3.51  Pak  for  NT  (Two  NT  3.5 1  Core  products)  -  $249 

WmArch  Pak™  2.0  0*©  core  Windows  AixhrtEcture  products)  -  $259 

M(*CC  NT™  4.0  (Workstation.  Server,  Enterprise)  -  $149  ea. 

NT™  3.5  {.(Workstation,  Server)  -  $149  ea. 

Windows®  95- $129 
Windows®  3.1  -  $89 

SMS  1.2,  Exchange  5.0  and  4.0,  IIS  3.0.TCP/IP  for  NT  4.0  -  $179  ea. 
SQL  6.5  (Imp!.,  Admin.),  TCP/IP  for  NT  3.51  -  $149  ea. 
Networking  Essentials  -  $149 

Internet  Explorer  4.0,  Proxy  Server  2.0  -  $!  79  ea. 
you  your  soft  spots,  where  you  need  to  __  - 

,.  .  .  ,  ,  MCSD  Windows® Architecture  I  &  II  -$l49ea. 

your  studies,  and  lead  you  to  the  point  VB™  4.0  -  $129 

c  you  are  ready  for  the  real  thing.  VB™  5.0  -  $149 

SQL  6.5  Impl.-$I49 
^  Access  2.0  &  7.0  -  $129  ea. 

M'croso'i ! . ]  Transcender 

Corporator 


►  order  call  April 


g  (615)  726-8779,  or  fax  (615)  726-8884  *  242  Louise  Ave.  Nashville,  TN  37203 
www.transcender.com  *Cali  or  visit  our  Web  site  for  details 


Reader  Service  No.  222 


SDL  Introduces  the 
WANic  Series  of  PCI 
WAN  Adapters 


WAN ic  500 

•  HSSI,  V35  &EIA  530 

•  56K  to  20Mbps 

•  Single  or  Dual  Port 

WAN  ic  600 

•  7-V35  or  EIA530 

•  56K  to  8Mbps  per  port 

WAN  ic  700 

•  HSSI,V35  &EIA  530 

•  T1  to  45Mbps 


WAN  ic  550 

•  Integrated  T1  CSU/DSU 

•  56K  to  1.544  Mbps 

•  Single  or  Dual  Port 

WAN  ic  650 

•  Integrated  Quad  Tl/El 

•  Clear  or  Channelized  Tl/El 

WAN  ic  800 

•  Single  52Mbps  Pipe 

•  HSSI,  DS3 


OS  Support:  Windows  NT,  DOS  and  Unix 
Protocols  Supported:  Frame  Relay,  HDLC,  PPP,  and  X25 


SDL  Communications,  Inc. 

The  uplink  company 


“The  WAN  Interfaces  of  choice  for  Networking’s  Leaders” 

46  Eastman  Street,  S.  Easton,  MA  02375  Phone  508-238-4490;  Fax  508-238-1053 
Email:  sales@sdlcomm.com  Web:  www.sdlcomm.com 


Reader  Service  No.  277 


UltraView:  the  keyboard-monitor-mouse  switch  allowing  you 
to  control  multiple  platform  systems  on-screen  from  one  console! 


Create  space  in  your  computer  room  by  eliminating  extra  equipment. 
UltraView  allows  one  keyboard,  monitor,  and  mouse  to  control  all  of 
your  computers,  any  mix  of  PC,  MAC,  SUN,  HR  SGI,  and  more. 

UltraView  accesses  each  CPU  from  menus  that  pop  up  over  your  existing  video. 
Switch  from  the  keyboard,  on-screen  menus,  front  panel,  or  RS  232  port  of  the  UltraView. 

Customize  your  UltraView  on-screen  menu  with  personalized  port  names,  colors, 
fonts,  and  display  window  placement  so  that  the  entire  system  makes  sense  to  you. 

Upgrades  are  easy,  too!  Add  up  to  16  CPUs  on  one  switch  and  daisy-chain  to 
access  up  to  256  computers!  Plus,  Flash  memory  upgrades  keep  you  on  tire  leading  edge  of 
future  improvements  ensuring  that  the  switch  never  becomes  obsolete.  The  excellence  you 
have  come  to  expect  from  Rose  is  apparent  in  Ultra  View's  simple  setup.  You'll  easily  define 
the  automatic  Scan,  Screen  Saver,  and  other  parameters-so  you  quickly  get  down  to  the  real 
business  at  hand. 

UltraView  is  the  most  flexible  KVM  switch  on  the  market.  You  can  choose 
between  3  different  chassis  sizes  and  4  different  platforms:  PC  Only,  SUN  Only,  APPLE 
Only,  and  Multi-Platform. 

With  UltraView  you'll  see  how  simple  it  is  to  switch  from  CPU  to  CPU-making 
your  work  a  lot  easier  and  faster.  Call  our  sales  staff  today  for  detailed 
information  on  any  computer  system  application.  JpjPfc.' 


♦  Keyboard/ Video  Control 

♦  Print  Servers 

♦  Data  Szvitches 


800-333-9343 


ELECTRONICS 


10707  Stancliff  Road  Houston,  Texas  77099 

Phone  281-933-7673  Fax  281-933-0044 


On-screen  display  menu-This  screen  shows  the  overlay 
menu  with  the  selection  for  the  color  scheme  popped  up. 


rcwttiok 
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Priced  below  competitive  products 
Raises  confidence,  eliminates  uncertainty 
All  on  one  CD-ROM 
Hundreds  of  practice  questions 
Everything  needed  to  prepare  for  the  exams 

Become  A+  Certified... FAST! 

A+  Certification  boosts  productivity  and  efficiency  for  PC  Technicians. 
The  ForeFront  A+  Self-Study  Course™  is  a  hands-on  self-study 

course  that  incorporates  all  the  technical  material,  knowledge  and 
interactive  exercises  needed  to  pass  the  A+  exams  and  excel  in 
today’s  competitive  PC  repair  marketplace.  Call  now  to  learn  more! 


•  Enhance  IT  credentials 

•  Increase  IT  skills  and  competence 

•  Self-paced  study  format 

•  Interactive  exercises 


i  M  oreFront’s  Computer  Based  Training  (CBT)  programs  can  enhance  IT  credentials  and  help 
%  H  increase  productivity  in  today’s  fast-paced  technical  environment.  Our  CBTs  are  the  first  to 
wilfully  prepare  IT  personnel  for  their  technical  certification  exams.  ForeFront’s  Self-Study 
Courses  offer  flexibility  and  portability  unmatched  by  traditional  training  methods.  The  self-paced 

convenient! 


format  allows  for  unrestricted  studying  whenever  and  wherever  it’s 

Become  MCSE  Certified... FAST! 

The  ForeFront  MCSE  Seif-Study  Course™  ensures  the  highest 
rate  of  information  retention  to  fully  prepare  individuals  for  the  MCSE 
exams.  Our  course  provides  the  knowledge  and  practice  necessary  to 
go  into  the  workplace  to  effectively  plan,  implement,  maintain  and 
support  information  systems  in  many  computing  environments, 
using  Windows  NT  and  other  Microsoft®  Server  products. 

Call  now  to  get  more  details! 

Become  CNE  Certified... FAST.' 

The  ForeFront  CNE  Self-Study  Course™  provides  fast,  effective  and 
convenient  training  to  anyone  wishing  to  become  a  Certified  Novell 
Engineer,  even  when  hampered  by  a  busy  schedule.  Our  CNE  CBT 
allows  individuals  to  learn  and  practice  everything  needed  for  full 
Novell  certification.  Call  now  for  more  information! 


11  *+a®aa 

A+Sd/-Study,F 

x  asscffi&T: 


Forerron 


Integrate  Windows  NT  ...NOW/ 

The  ForeFront  IntranetWare:  Integrating  Windows  NT  Self- 
Study  Course™  provides  all  the  information  needed  to  effectively 
and  easily  integrate  Microsoft  Windows  NT  into  a  Novell 
networking  environment.  In  some  instances  it  can  also  be 
used  for  integrating  NetWare  into  an  NT  environment. 

Call  now  for  full  details! 


ForeFront 

/'-’XTE  Sdf-Stu 


•  Free  Technical  Support  _  Call  for  a  FREE  Course  Catalog  Ji 

•  Expert  Career  Consulting  C&  jSZ  yg 

•  Next  Day  Shipping  iipj  Effll  ™  m 

•  Performance  Guaranteed  ~  (813)724-8994  •  FAX  (81 3)  726-69: 

Copyright  ©1998  ForeFront  Direct,  Inc.  All  Rights  Reserved.  ForeFront  MCSE,  CNE,  A+  Certification  and  IntranetWare:  Integrating  Windows  NT  Self-Study  Courses  are  trademarks  of  ForeFront  Direct,  Inc. 
The  ForeFront  Logo  is  a  trademark  of  the  ForeFront  Group,  Inc.  All  other  trademarks  are  the  properties  of  their  respective  holders.  ForeFront  Direct,  Inc.  is  a  subsidiary  of  ForeFront  Group,  Inc. 


25400  U.S.Hwy.19N.,#285 
Clearwater,  FL  33763 


NASDAQ:  FFGI  GSA#  GS-35F-4628G  NWM 


What  if  your  CSU/DSU  could 


The  Simple,  Powerful  &  Affordable 


1)  Could  test  for  Telco  problems? 

2)  Could  tell  you  if  there’s  a  problem 
with  your  line? 

■rw  i  3)  Could  eliminate  the  finger 
pointing  between  you 
tSjb  and  the  Telco? 


Proven  Firewall  Technology 
Network  Address  Translation 
Unlimited  User  License 
High  Performance 
Transparent  Network  Access 
Easy  to  Configure  &  Use 
Remote  Web  Based  Management 
Minimal  Hardware  Requirements 
Ideal  for  Intranets 
Cost  Effective 


4)  Could  explain  the 
problem  in  easy  to 
understand 
terminology? 


NOW 
IT  CAN! 


ATL’s  64 1 0  with  I.Q.  has 
your  Line  Analysis  Solution! 


For  more  information  on  ATL’s  entire  line 
of  WAN  access  solutions: 

Call:  800-223-9758  Web  Page:  www.atli.com 


1-800-775-4GTA 


Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel:  +1  -407-380-0220  Fax:  +1  -407-380-6080 
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Call  ATL  for  your  FREE  White  Paper  on  DDS  Line  Analysis 

Reader  |j^ | 


Reader  Service  No.  292 


AMERICAN 

EXPRESS 

DISCOVER 

/NOVUS 

v 

Yes 


Reader  Service  No.  227 


Your  Server  Room  just  got 

Smarter! 


All  KVM  switches  allow  users  to  control  multiple  computers  through  one  keyboard, 
monitor  and  mouse.  But,  dumb  terminals,  routers,  hubs  and  other  vital  server  room 
equipment  still  required  a  separate  terminal  to  control  them.  Until  now,  that  is. 


The  newest  enhancement  to  the  AutoBoot  Commander  4xP  KVM  switch  allows 
you  to  connect  this  equipment  directly  to  the  4xP  and  control  it  with  one  keyboard, 
monitor  and  mouse  just  as  you  would  any  computer  in  your  server  room. 
Immediate,  easy  access  to  all  your  server  room  equipment  from  one  location 
with  one  set  of  peripherals.  See  ...  those  terminals  were  never  really  dumb.  They  just 
needed  a  little  encouragement! 


For  more  information  on  this  exciting  new  innovation  in  KVM 
switching,  give  us  a  call  today. 

Come  see  us  at  PC  Expo,  New  York,  NY,  June  16-18,  Booth  #4754 

Cybex  Computer  Products  Corporation  |  www.cybex.com  |  1-8  00-9  3  2-9  2  3  9 

Cybex,  the  Cybex  Logo,  AutoBoot,  Commander  and  4xP  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation. 


NetWare. 


Reader  Service  No.  254 


OEM  Compatible  Custom  Cable  Assemblies 
Made  to  Suit  Your  Needs. ..Now! 

800/242-6075 

314/894-1465  •  FAX  31 4/894-0583 
www.cablesnow.com 


CONN 

WITH  CONNECTRONICS,  INC. 

When  your  cables  have  to  be. 

RIGHT,  RELIABLE, 
COMPETIVELY 
PRICED,  and 
ON  TIME... 

they  have  to  be 


Reader  Service  No.  218 
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Trend  Watch 


A*ant».  ePortSt*tR*»Oabl*Pr*m*«  1 .1  -  (500) 
Currant  •  2688  /  10  second*  Peak* 


Asante,  ePortStatMcaatPramaa.1 .1  -  (max) 
Current  -  6  /  10  aeconde  Peak' 


BilVIew  •  Synoptic* 


Graph.NONAME-GRf 


Synoptics 


I  «  1  4  »«7i  I  II  II  II 

B&4i9K>tiveme9® 


[  Supervisor  |  Protected 


John  IGenerlc  SNMP)  In  UMTtTLED 


iBf  Raritan 


£UC  TROMCS 


The  Keyboard/Video  &  Mouse  Switch  Catalog 

Tron  features  products  from  all  of  these  companies. 
Because  different  products  offer  features  that  are  more 
relevant  to  one  design  than  another,  you  need  a  supplier 
experienced  in  multi-product  and  multi-vendor  solutions. 


Call  (800)  808-4672  for  the  complete  KVMS  price  catalog! 


Download  the  Industry  Standard  White  Paper  on  KVMS  Technology  from  our  web  site! 


Reader  Service  No.  252 


Reader  Service  No.  233 


€*ar«f».  Pcadwctuyf 
Lariioratlna 


Server  Farm  Management  starts  with  Keyboard, 

Video  &  Mouse  switching.  KVM  System  designs  use  more 
than  just  switches.  They  including  sharing  and  extension 
products  from  one  or  more  vendors. 

•  Provide  strategic  positioning  of  hardware 

•  Distribute  KVM  signals  to  the  user 
Boost  overall  productivity 

•  Multi-vendor  interoperability 

•  DeskTop  to  Enterprise  Wide  Solutions 


http://www.tron.com 


INTERNATIONAL,  INC. 


Since  1990 


•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP,  Telnet,  TFTP,  BOOTP 

•  WinSNMP/WinSock/DDE  APIs 

•  SNMP,  ICMP,  IPX  Polling 

Castle  Rock 

Computing 


1  Node  Discovery 
1  Long  Term  Statistics/Thresholds 
1  Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 


FOX  NET-911  | 
Ne  twork 
Systems , Inc . 


MINIC^M 


001 


Guaranteed  Lowest  Price 
for  Certified  Timeplex 
Equipment 

All  hardware  is  i  ’  ' 

pre-tested  and 
staged.  If  it 
doesn't  say 


then  it's  not! 


Sell  •  Warranty  •  Fast  Turnaround 


ALL  TIMEPLEX  EQUIPMENT 

FDDI  .  CSU 

TIME/LAN 

LINK/2+  MICROLINK 

TIME/PATH 

LINK/1  MINILINK 

MICROPLEXER 

LINK/100  ROUTERS 

OEM 

For  information  on  our  competitive  prices,  call 

TimePleX  Group 

1-800-726-LINK  1777 


or  Fax:  1-813-531-2102 


Reader  Service  No.  239 


REBOOT  Remote  Equipment 

From  Anywhere  While  Eliminating 
Costly  Site  Visits 


■  ••••••••• 

DSU 


Hub 


Router 


■  Through  your  Ethernet  network  with  RPC-3  ( 8  receptacles) 

•  Through  your  phone  line  with  RPC-2  MD01  (6  receptacles) 

■  Through  your  EIA232  connection  with  RPC-2  (6  receptacles) 

Ji  ■  Dial-up  power  control  and  console  port  monitoring  with  one  unit 
^  the  DS-RPC.  (4-12  console  ports,  4  receptacles) 


***  All  units  are  password  protected  ,  have  a  local  EIA-232  port  for  onsite  access  or  use 
with  external  modem  for  dial  backup,  have  programmable  names  for  individual  receptacles, 
support  commands  which  turn  on/off  or  reboot  all  or  individual  receptacles,  and  have 
built-in  surge  suppression. 


ALSO  AVAILABLE:  Solutions  for  in-band  and  out- 
of-band  console  port  monitoring.  Please  contact  us 
for  all  remote  site  management  product  information. 


BayTech 


Toll  Free:  800-523-2702  International:  228-467-8231 
Fax:  228-467-4551  WEB:  www.baytechdcd.com 


Reader  Service  No.  262 
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Network  Termination  Access 


All  in  this  one  box. 


•  Guaranteed  End-to-End  Service  Level  Commitment 

•  Performance  Monitoring,  Policing,  Shaping  and  Billing  Tools 

•  Hot  Swappable  Interfaces  for  Media  /  Rate  Adaptation 

•  LAN  Network  Termination  Access  June  1-5, 1998 

•  Greater  Customer  Flexibility 

•  Supports  OA&M  Standards 

•  Pricing  Starts  at  $5,000 


m 


Booth  233 


HyNEX  Switching  to  Affordable  ATM 


Tel:  +972-9-970-4110  •  Fax:  +972-9-970-4210  •  email:  info@hynex.com 
P.O.Box  286,  Shefayim  60990,  Israel  •  http://www.hynex.com 


Reader  Service  No.  299 


The  Hub  of  the  Network  Buy  M3 


vM.Uto  CUSTOMER 


Introducing  MasterConsole  li 


The  KVM  switch  that  does 
everything  but  make  the  coffee! 


Brains.  Brawn.  Beauty.  This  KVM  switch  has  it  all.  Control 
for  4,  8,  16,  up  to  256  computers  -  PC,  Mac,  Sun,  and  others. 
On-screen  user  interface.  Hi-res  video.  Password  security.  And 
a  dedicated  processor  per  channel  for  automatic  computer 
booting  and  flawless  operation.  As  for  the  coffee, 
HIIM  we’ll  take  care  of  that  when  you  call  to  learn  more. 

Call  toll  free  1-800-724-8090,  XI 9. 

Or  visit  us  online  at  www.raritan.com 


Have  a  FREE  cup  on  us! 


Receive  a  coupon  good  for 
a  FREE  cup  of  Dunkin’  Donuts 
coffee  and  choice  of  a  donut, 
muffin,  or  bagel.  Just  mention 
Code  19  when  requesting 
MasterConsole  II  information. 


^Raritan 


E-mail:  sales@raritan.com  Phone:  732-764-8886  Fax:  732-764-8887 


Reader  Service  No.  314 


B 


I 


Circle  Reader  Service  No.  219 


UN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU’S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 

Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 

We  carry  all  manufacturers,  call  John,  ext.  101. 


http://www.adcs-inc.com 

PHONE 
1-783-8979 


FAX  (916) 
781-6962 


Data  Communications 
- Specialist 


ADC  Kentrox 

New  - 

Adtran 

Refurbished 

AT  &T  /Paradyne 
BAT  Electronics 
Bay  Networks 
Cray/Datatel 
CISCO 

Bridges 

Channel  Banks 
DSU/CSU’s 
Hub/Switches 

Codex 

Erame  Relay 

Micom 

ISDN 

Motorola 

Modems 

N.E.T 

Multiplexers 

Newbridge 

Routers 

Paradyne 

T-l/FT-l 

Racal  Datacom 

Voice/Data 

UDS 

X.25 

Information  Data  Products  Corp. 

1-800-362-3770 

http://www.planet.net/idpc 

Quality  Products  ♦  Competitive  Prices  ♦  Immediate  Deliveries 
_ Pre  and  Post  Sales  Support _ 


Circle  Reader  Service  No.  273 


CLEAN  UP 
YOUR  ACT! 

I  Network  FurnitureI 

Factory  Direct  | 

By  Computer  Comforts 

LOOK: 

www.ComputerComforts.com 

CALL: 

281-488-2288 


Circle  Reader  Service  No.  235 


Made  in  U.S.A. 


Solve 
Ethernet 
Distance 

Limitations  with  Fiber  (booi  894-9694 


(Convert  Copper - 


Fiber!) 


Qty  1-5 
Unit  Price 


IOBASE-T  -  10BASE-FL  Converter* 

$190. 

AUI  -  10BASE-FL  Fiber  Optic  Transceiver 

$131. 

AUI  -  IOBASE-T  Transceiver 

Call 

100BASE-TX  -  100BASE-FX  Converter* 

$556. 

SM-MM  Converters  &  Repeaters  Available  $825. 

*20  Unit  Rack  Mount  Available 

Call 

/Ifiberdyne  LABS,  INC. 

FACTORY 

DIRECT 

SAVINGS 

127  Business  Park  Dr.,  Frankfort,  NY  13340 
Tel  (315)895-8470  Fa*(31 5)895-8436 
www.fiberdyne.com 

|  Circle  Reader  Service  No.  291  | 

For  More  Information  About  Marketplace 

1-800-622-1108 


1  SMC  proteon 

<lf]l  Kalpana  ♦iF  CHIPCOM  f=SynOptiCS 

800-AKA-  ECOM 


'NHW" 

3  Com  HUBS 

&  SWITCHES  ^ 

SUPER  STACK  2  -  IOBASE-T  SWITCHES 
12  PORT-W/TX  3CI690IA 
24  PORT-W/TX3CI6900A 
1 2  PORT-W/2  1 0/ 1 00-320  MODEL 
12  PORT  PS40  HUB/SWITCH-3C 1 6405 
24  PORT  PS40  HUB/SWITCH-3CI6406 
12  PORT  IOBASE-T  HUB-3C 16670 
SUPER  STACK  2  1 OOBASE-TX  SWITCHES  &  HUBS 
‘  AUTO  10/100  12  PORT  3CI6942A 
SWITCH  3000  5  100BASE-FX- 1  TX 
12  PORT  100BASE-TX  HUB-3C250B-TX 

1 2  PORT  I  0/ 1  00  BASE  HUB-3CI 6590  . 

24  PORT  10/100  BASE  HUB-3CI659I . 

OFFICE  CONNECT  SWITCHES  AND  HUBS 
SWITCH  140-3C3C16730  W/4  IOBASES-T  & 1  TX 
SWITCH  140M-3CI673I-SAME  AS  1 40  W/MNGMNT 
HUB  TP  I40-3C  16723  W4  100BASE-TX  PORTS 

TP  1 200-306721  W/12  100BASE-TX  PORTS . 

NETWORK  ADAPTERS 
3C905TX  10/100  PCI 
3C90OTPO  IOBT  PCI 
3C509B-TPO  IOBT  IS 
3C509B-COMBO  IOBT  ISA 
BAY  NETWORKS 
BAYSTACK. 

101  1 2  PORT  IOBT . 

102  24  PORT  10B 
1 50  24  PORT  IOBT  W/MNGMNT 
153  1 2  PORT  NO  NMM 
152  1 6  PORT  IOBT  I  COAX 
INTEL  NETWORKING 
12  PORT  10/100  HUB 
24  PORT  10/100  HUB 
8  PORT  100BASE-TX  HUB 
24  PORT  IOBASE-T  SWITCH 
8  PORT  10/100  SWITCH 


i  •ffy  Bay  Networks  | 


S 1 159 
SI  599 
.  $699 
$439 
..  $799 
. $295 

SI  449 
S5709 
...$799 
$1099. 
$1699 

$649 
...  $669 
.  ..$198. 
....$525 


$6099/100  PACK 
S 1300/20  RACK 
$4099/100  PACK 
$6900/100  PACK 


3C509-TP . 

3CI667I . 

3CI6670 . 

3CI6900 . 

BAY  3308  B 
BAY  5308  P 
BAY  3304-ST 
IBM  8228  MAU 

CISCO  CSMEC6 . 

3C6555B-016R . 

CHIPCOM  5102M-FBP . 
CHIPCOM  5I08M-TP. ... 
CABLETRON  TPMIM-24 

CABLETRON  MRXI . 

NETWORTH  UTPM-S 
KALPANA  EPP2 !  I 


. $40. 

....$650. 

....$250. 

$1400 

$650 

$2395 

....$700. 

. $95. 

.  $1200. 
$9000 
$550. 
...  $550 
...  $795 
$200 
$600. 
$250 


$529 

$899 

$799 

$419 

$319 

$979 

$1569 

$329. 

$1509 

$2039. 


I  Quantity.  Reseller.  Government  &  Education  Discounts  available 


MORE  INTEL  NETWORKING 

NETPORT  10/100  PRINT  SERVER  S239  EXTERNAL 

PRO  1 0/1 00  PCI  NIC  $  1 330/20  PACK 

PRO/ 10+  ISA . S840/20  PACK 

CISCO  NETWORKING 
FAST  HUB  1 08T  8  PORT  I  OOB^SE-TX  .  $779 
FAST  HUB  3 1 6T  1 6  PORT  100BASE-TX  $1139 
FAST  HUB  3 1 6C  15  I00BTX/I  FX  S 1 499 

GMAtfST  1900  1 2  PORT  IOBT  SWITCH  W/JXUPL  SI  229 
CAIALrST  1 900  24  PORT  IOBT  SWITCH  W/TX  UPL  $  I 459 
MUCH, MUCH  MORE!!!  PLEASE  CALL! 

Pnces  May  Vary  according  to  Quantity 
Se  habla  espahoi 


14  7  WE  R  MAN  CT  |  |  |  PLAIN  VIEW,  NY  1  j  |  1  1  80  3  I 
jPH  1  6-2  9  3  F.ZOOl  j|  FAX  5  1  6-?  V  3-5  32  5.1 
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AUTHORIZED  PRODUCT  ’ 
6  SERVICE  CENTER 
WE  TEST  ALL  PARTS  . 
BEFORE  WE  SHIP 
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Multivendor  solutions  with  a  turnkey  approach 


rHOOtn 


•  Cisco  •  Motorola 

•  Bay  •  UDS/Codex 

•  Paradyne  •  Micom 

•  Livingston  •  Kentrox 

•  Newbridge  •  Ascend 

•  3Com/USR  *And  More 


MSI  is  different,  and  the  better  value, 
Here's  our  ihe<Klist  to  prove  it. 


7  Waterloo  Road 
•  Stanhope,  NJ 
07874 


Large  Inventory 
Quick  Delivery 
Manuals  on  CD  Rom 
Overnight  Replacement  Service 
24  X  7  Engineering  Support 
Design  Assistance 
Staging  and  Configuration 
On-site  Installation 
100%  Satisfaction  Guaranteed 


Plione 

(973)347-3349 

Fax 

(973)  347-7176 


Circle  Reader  Service  No.  232 


Visit  these  Marketplace  Advertisers  Online! 


Open  Location: 

www.nwfusion.com/dc/marketpiace.html 


Scroll  down  to  the  advertiser  you  would 
like  more  information  on. 


^§i Click  on  the  advertiser’s  name  to  visit 
'm  their  web  site. 


USED  CISCO  DIRECT 


NETFAST 


ve  up  to  80%  on  new/used: 

►  Routers  >  Switches  >-Tl  CSU/DSUs 
>  ISDN  ►  ATM  >  Fast  Ethernet  >-  Frame  Relay  yyg  BUY  USED  I 


►  CISCO  ►  Adtran  ►  Motorola 
a  ►  ADC  Kendrox  ►  Livingston 
www.digitalwarehouse.com 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


►  3COM/USRobotics 

►  General  Datacom 

►  Bay  Networks 

►  Paradyne 


►  Madge  ►  Ascend  | 

►  Cabletron  ►  Fore 

►  Digital  Link  ►  IBM 

►  Newbridge  ►  Xyplex  I 


-  7-990-09-CffC0 

2W-20  23'Uve.  Suite  i 2,  Boyside,  NY.  11360  Phone:  1-888-892-4726  fox:  718-281-1 186 

Circle  Reader  Service  No.  259 


ROUTERS  •  HUBS 
DSU/CSU  •  SWITCHES 
TERMINAL  SERVICES 

BUY/SELL/LEASE 


LIVINGSTON 

Overnight  Delivery s  Fully  Guaranteed 


BAY*  3COM  •ADTRAN*  KENTROX 


800-230-6638 


— r  Ph:  805-964-1314 
Fax:805-964-5649 


www.networkhardware.com 

Network  Hardware  Resale,  Inc. 

6445  Caue  Real,  Sn.  B,  Santa  Barbara,  CA  93117 


Circle  Reader  Service  No.  244 


Livingston 
Ascend 


US  Robotics 


A^Micom 

£  Specialist  in  all  ^ 

”  Cisco  products  ^3 


W 

o 


including  Memory 


* 

W 


y.  LAN/WAN  Products 


q  New,  Used,  Lease,  . 

_  Rent  ^  Codex 
Adtran  ^  ‘MoU^  Xylogics 


3Com 


Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  Inc. 


•Routers,  Bridges  *Frame  Relay 
•OSU/CSU’s  »Hubs,  Modems 

•Switches,  ATM  »Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 


Circle  Reader  Service  No.  293 


American  Institute  for 

Marcraft  International 

Computer  Sciences 

(800)  441-6006 

(800)  767-AICS  www.aics.edu 

www.mic-inc/Aplus.com 

BS  and  MS  in  Computer  Science 

A+  Certification  with  Books,  CD 

Distance  Education,  Free  Catalog 

and  over  500  test  questions  $165 

OmniWorldWide 

Evernet  Education  Svcs 

(800)  809-6906 

(800)  447-3658 

www.OmniWorldWide.com 

www.Everneted.com 

FREE  Online  NT  4.0  Training 

Authorized  Microsoft  MCSE  and 

CALL  NOW  FOR  PASSWORD! 

Novell  CN5-CBT’SE  also  available 

NCR  Customer  Education 

(800)  845-2273 
www.ncr.com/trainus 

Cisco,  MCSE,  NT  &  Networking, 
Training 

To  Place  Your 
Listing  Here 

Call  Enku  Gubaie 

at  1-800-622-1108 

For  information  on  listing  your  service  here,  contact 
Enku  Gubaie  at  800-622-1108  x7465,  egubaie@nww.com 


Coming  Up  in  June 


Issue  Date 

Close 

June  1 5 

Server  Review  Series 

June  3 

June  22 

Comparative  Product 
Review  on  Microsoft 
Windows  Terminal 

Server  vs.  Citrix 

Picasso. 

June  10 

June  29 

Comparative  Product 
Review  on  IP  telephony 
gateways. 

June  17 

To  reserve  your  ad  space  call  Enku  Gubaie. 
1-800-622-1108  ext.  7465 

Please  note  that  technology  updates,  and  comparative  and  single 
product  review  dates  and  topics  are  subject  to  change  without  notice. 


^  Bay  Networks  weufZeer/Ty 

Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 


Bay  Networks  Trained 
Bay  Networks  Authorized 
Hundreds  of  pieces  in  stock 
New  and  Used  Equipment 


•  Proven  Track  Record 

•  One  Year  Warranties 

•  Design  and  Install  Services 

•  Technical  Support 


On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


caBLeTRon 

_ SYsrems 

The  Complete  Networking  Solution’” 


MOVflJL 


National  LAN  Exchange  888-89 1-4B AY 

°  (4  2  2  9) 

1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://www.nle.com 

C.O.D.'s  •  VISA  •  Mastercard  •  Discover  •  Terms 
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Network  World  Technical  Seminars  are  one  and 
two-day,  intensive  seminars  in  cities  nationwide 
covering  the  latest  networking  technologies.  All  of  our 
seminars  are  also  available  forcustomized  on-site 

- - 1  training.  Forcompleteand  immediate  information  on 

ourcurrentseminarofferings,  dial  our  instant  fax-back  service  at  800-756-9430  from  yourtouch  tone  phone  or 
call  a  seminar  representative  at  800-643-4668. 


technical  seminars 


MetDra^i 


Create  network  diagrams,  proposals  and 
presentationsfastand  easily  with  Network  World's 
NetDraw  and  NetDraw  Plus  software.  At  yourfingertips, 
you  will  find  over  2,000  full  color  network  images,  many  the  completelikenessofyournetwork  equipment.  Now  it's 
easy  to  attach  text  files,  Word  documents,  other  programs,  or  even  Web  hyperlinks  directly  to  images.  You  can  even 
embed  yourfinished  diagrams  directly  into  Microsoft  Office  documents.  Go  to  www.netdraw.com  to  download 
yourfree,  30-day  trial  ofthis  extremely  easy-to-use  product  today.  Call  800-643-4668  to  ordera  copy  for  only 
$  149!  Orgetimmediate  fax-back  information  bydialing800-756-9430  and  reqest  document  code  #10. 


Publicize  your  press  coverage  in 
Network  World  by  ordering  reprints  of 
your  editorial  mentions.  Reprints 
make  greatmarketingmaterials  and 
are  available  in  quantities  of  500 
and  up. 

To  order,  contact  Repnnt  Services  at  612-582 -3800  or 
315  5th  Ave.  N.W.,  St.  Paul,  MN  55112. 


Our  Instant  fax-back  service  delivers  Information  on  many  of  these  products.  Dial  800-756-9430  from  your  touch  tone  phone  and  use  the  appropriate  document  code  to  have  Information  faxed  right  back  to  your  fax  machine! 
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Microsoft 

Continued  from  page  1 1 

Microsoft’s  activities  with  respect 
to  those  products  will  come 
underfire.” 

Eisenberg  believes  the  feds 
may  well  go  after  Microsoft 
overjava. 

The  other  antitrust  suit 

Caldera,  founded  by  former 
Novell  chief  Ray  Noorda,  is  also 
suing  Microsoft  on  antitrust 
grounds.  Caldera  contends  that 
Microsoft  tried  to  destroy  the 


market  for  DR-DOS  by  claiming 
die  Caldera  DOS-compatible 
operadng  system  would  notwork 
well  with  Windows.  In  an 
amended  complaint,  Caldera  is 
claiming  that  Microsoft  used  its 
Windows  monopoly  to  squash 
DR-DOS. 

The  core  of  Caldera’s  com¬ 
plaint  is  that  Microsoft  bundled 
the  still  allegedly  technically  sep¬ 
arate  MS-DOS  and  Windows  to 
create  Windows  95,  shutting  any 
DOS  rivals  out  of  the  market. 

And  of  course,  there  is  the 
now  famous  OS/2  bait  and 
switch  incident.  IBM  and  Micro¬ 


soft  teamed  up  on  OS/2,  but 
then  Microsoft  began  to  back 
away  in  favor  of  Windows.  Many 
software  developers,  including 
Lotus  Development  Corp., 
began  to  write  for  OS/2,  while 
Microsoft  focused  on  Windows. 
By  the  time  Microsoft  bailed  out 
of  OS/2,  the  company  already 
had  a  solid  Windows  applica- 
dons  strategy,  leaving  Lotus  in 
the  dust. 

Vapor  wars 

Vendors  such  as  IBM  have 
long  been  accused  of  using  pre¬ 
announcements  to  freeze  the 


Tivoli 

Continued  from  page  1 

With  that  in  mind,  Tivoli 
plans  to  meld  its  enterprise  man¬ 
agement  software  with  the  ser¬ 
vice  and  help  desk  offerings  of 
Software  Artistry,  Inc.,  which  Tiv¬ 
oli  acquired  late  last  year  (NW, 
Dec.  22,  1997,  page  6). 

Tivoli’s  strategy  is  to 
make  the  service  desk  a 
central  control  center 
for  IT  resource  autho¬ 
rization,  product  de¬ 
ployment  and  problem  res¬ 
olution  workflow,  said  Martin 
Neath,  Tivoli’s  senior  vice 
president. 

‘‘Tivoli  had  great  applica¬ 
tions,”  Neath  said.  ‘‘But  we 
didn’t  have  process  and  work¬ 
flow  around  [those  apps].” 

‘‘We  start  off  by  defining  a 
process,”  said  David  DeMarco, 
technology  associate  at  Eastman 
Kodak  Co.  in  Rochester,  N.Y. 
‘‘That  tells  us  what  we  must 
do”  with  regard  to  systems 
management. 

Tivoli  this  summer  will  unveil 
Tivoli  Service  Desk,  an  applica¬ 
tion  suite  that  lets  users  track  and 
resolve  problems,  set  up  change 
management  workflow,  keep 
tabs  on  IT  assets  and  evaluate 
trends  from  a  central  console. 
These  capabilities  will  be  tightly 
integrated  with  the  Tivoli/ 
Enterprise  Console  and  Global 
Enterprise  Manager  console, 
and  will  augment  the  event  han¬ 
dling  and  application  manage- 
mentaspectsofeach  package. 

Service  Desk  will  also  be 
tightly  integrated  with  Tivoli’s 
existing  Inventory  asset  tracking 
tool  and  the  company’s  other 
application  management  offer¬ 
ings,  such  as  Tivoli  Software  Dis¬ 
tribution,  Distributed  Moni¬ 
toring  and  Remote  Control, 
Neath  said. 

Tivoli’s  plans  hit  home  with 
users.  ‘‘This  makes  for  a  much 
easier  interface  going  forward,” 


PLXfs'ET 

TIVOLI 


envisions 
port  to 


said  Diana  Beecher,  senior  vice 
president  and  chief  information 
officer  at  Travelers  Insurance  in 
Hartford,  Conn.  “Our  expecta¬ 
tion  is  to  use  Software  Artistry  on 
all  help  desks  so  everyone  can 
have  the  same  view.  ’  ’ 

Tivoli’s  service  management 
strategy  also  includes  a  big  role 
for  the  Service  Desk’s  Decision 
Support  software  ap¬ 
plication.  Decision 
Support  collects  data 
and  transforms  it  into 
IT  trend  and  analysis 
information.  Tivoli 
using  Decision  Sup- 
mine  through  data 
collected  by  other  Tivoli  applica¬ 
tions,  such  as  the  IBM  Informa¬ 
tion  Manager  (InfoMan)  change 
management  software,  in  order 
to  produce  meaningful  informa¬ 
tion  on  past  problem  resolution 
and  product  deployment  experi¬ 
ences,  Neath  said. 

To  that  end,  Tivoli  plans  to 
unveil  software  mod¬ 
ules,  dubbed  “deci¬ 
sion  cubes,”  for  TME 
10  3.6’s  applications. 

These  will  help  users 
learn  how  to  tackle 
IT  problems  using 
past  experiences, 

Neath  said. 

“We  can  create 
end-to-end  applica¬ 
tion  management 
processes,  including 
[data]  capture  and 
decision  support,” 
using  these  enhance¬ 
ments,  said  Jae  Sun 
Lee,  a  vice  president 
at  Chase  Manhattan 
Bank  in  New  York. 

Tivoli  will  publicly  unveil  the 
service  management  product 
roadmap  within  30  days,  Neath 
said.  Shortly  thereafter,  Tivoli 
plans  to  ship  TME  10  3.6,  which 
will  feature  pervasive  use  of  the 
Tivoli  Management  Agent,  a 
“lightweight”  TME  framework 
that  runs  on  everything  from 
IBM  ThinkPad  laptops  to  IBM 


S/390  mainframes. 

Systems  equipped  with  the 
agent  will  let  users  download  and 
configure  Tivoli  management 
applications  with  minimal  man¬ 
ual  intervention,  said  Tom 
Bishop,  Tivoli’s  chief  technical 
officer  and  vice  president  of 
development.  The  agent  is 
intended  to  bypass  the  time, 
effort  and  cost  of  configuring 
tens  of  thousands  of  desktop 
computers  for  management, 
Bishop  said. 

Blue  Cross  and  Blue  Shield  of 
North  Carolina  is  expecting 
some  NetWare  management 
enhancements  in  3.6  as  well. 

“There  will  be  NetWare 
Loadable  Module  monitoring 
in  [TME  10  3.6’s]  Distrib¬ 
uted  Monitoring  [applica¬ 
tion],”  said  Jane  Rigsbee,  pro¬ 
ject  manager  at  the  insurer. 
“NetWare  will  be  a  fully  man¬ 
aged  node.” 

TME  10  3.6  will  ship  in 


Eastman  Kodak  Technology  Associate  David  DeMarco 
said  management-ready  applications  “are  what  we  need 
to  get  to.  ” 


August,  Bishop  said.  It  will 
be  priced  the  same  as  pre¬ 
vious  versions  of  TME  10, 
which  cost  approximately 
$65,000  for  the  Tivoli  Enterprise 
Console. 

©Tivoli:  (521)  436-8000 
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market  and  now  Microsoft  is  on 
the  vaporware  hotseat.  For 
instance,  earlier  this  decade  IBM 
and  Apple  Computer,  Inc. 
formed  Taligent,  a  company 
designed  to  build  an  object-ori¬ 
ented  operating  system  far  supe¬ 
rior  to  Windows.  Microsoft  then 
began  talking  about  an  NT 
upgrade,  code-named  Cairo, 
that  was  to  do  everything  Tali¬ 
gent  promised.  Despite  years  of 
promises,  Cairo  never 
came  out  in  the  form 
Microsoft  described, 
and  interest  in  Taligent 
dried  up. 

In  1991,  a  start-up 
called  GO  Corp.  began 
showing  off  its  pen- 
based  operating  system. 
Microsoft  leapt  into 
action,  announcing 


plans  to  include  pen  support  in 
Windows  when  the  company  had 
barely  started  the  project,  critics 
contend. 

Lotus  also  felt  the  sting  of 
Microsoft  vaporware.  Once 
Lotus  Notes  started  catching  on, 
Microsoft  began  talking  about  its 
upcoming  Exchange  groupware 
tool,  a  product  that  took  so  many 
years  to  ship  that  it  worked  its  way 
through  several  code  names.  ■ 


Get  more  online: 

o  Court  documents  and  position 
papers  from  the  Department  of 
Justice  and  Microsoft 

o  An  archive  of  articles 
related  to  Microsoft’s 
legal  battles 


Cisco  readies  carrier  gear 

High-density  T-l  access  and  20G  ATM  switches  to  bow. 


By  Jim  Duffy 

San  Jose,  Calif. 

Cisco  Systems,  Inc.  is  ex¬ 
pected  to  announce  at  ATM  Year 
98  two  new  products  that  will  be 
the  first  carrier-class  ATM  offer¬ 
ings  to  use  the  company’s  Tag 
Switching  technology. 

Cisco’s  new  service 
provider-class  products 
are  code-named  Wild¬ 
cat  and  PopEye.  Wildcat 
is  a  20G  bit/sec,  13-slot 
ATM  switch  based  on 
Cisco’s  Catalyst  8500 
architecture  featuring 
carrier-class  redundancy.  Pop- 
Eye  is  a  high-density  T-l  access 
concentrator  that  provides  high¬ 
speed  ATM  access  to  switches 
and  routers  in  the  core  of  the 
Internet. 

By  employing  Tag  Switching, 
Wildcat  and  PopEye  will  ostensi¬ 
bly  be  able  to  scale  the  Internet 
to  handle  increasing  traffic 
loads  by  steering  IP  packets  onto 
ATM  virtual  circuits.  Tag  Switch¬ 
ing  does  this  by  labeling,  or 
“tagging,”  packets  with  short, 
fixed-length  units  of  data  that 
map  flows  to  virtual  circuits 
based  on  destination  prefixes 
and  addresses. 

This  helps  scale  the  Internet 
by  switching  packets  based  on  tag 
values  rather  than  through  full 
route  table  lookups. 

With  Tag  Switching,  analysts 
expect  Wildcat  and  PopEye  to 
give  competitive  offerings  from 
FORE  Systems,  Inc.  and  Ascend 
Communications  Corp.  a  run  for 
their  money  in  carrier  nets. 

PopEye  is  intended  to  drive  a 
stake  into  the  heart  of  the 


Ascend  9000  and  550,  said  one 
industry  analyst.  And  PopEye 
will  compete  with  products 
from  start-ups  that  make  low- 
speed  concentrators  connecting 
T-l  to  the  OC-12/OC-48/ 
OC-192  ports  on  core  routers. 
“There  will  be  a  huge  demand 
for  high-density  T-l 
concentration  as  an 
adjunct  to  the  new  class 
of  super  routers,”  the 
analyst  said. 

PopEye  will  handle 
up  to  960  digital 
modems  and  support 
1,000  channelized  T-ls,  sources 
said.  The  uplink  interface  will  be 
OC-3,  and  PopEye  will  sport  a 
40G  bit/sec  backplane  by  mid- 
1999,  sources  said. 

Wildcat  is  expected  to  sup¬ 
port  128  OC-3s,  32  OC-12s 
and  eight  OC-48s.  The  box 
will  have  “1+1”  switch  fabric 
redundancy  in  which  the  redun¬ 
dant  fabric  can  handle  the 
full  switching  capacity  should 
the  primary  fabric  fail,  sources 
said. 

Wildcat  features  the  MMC 
Networks,  Inc.  AnyFlow  chip- 
set.  This  is  software-program¬ 
mable  silicon  that  makes 
wire-speed  switching  decisions 
while  simultaneously  providing 
per-flow  queuing,  packet/cell 
internetworking  and  multicast 
capabilities,  MMC  claims. 

Wildcat  is  expected  to  ship 
in  early  1999,  while  PopEye 
is  expected  to  ship  in  the 
third  quarter  of  1998.  Pricing 
could  not  be  learned  by 
press  time.  Cisco  declined 
comment.  H 
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The  national  television  series  Technology  Today  will  investigate  the  technological 
topics  and  trends  that  most  affect  the  business  world.  Through  informative 
symposiums,  entertaining  segments  and  exclusive  interviews  with  today's  leading 
industry  experts,  we  will  explore  solutions  to  today's  toughest  business  problems. 
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Accord 


LAN NET 


TOSHIBA 


UNISYS 


Accord  Video  Telecommunications  -  Reliability  is  a  significant  issue  for  the  video  conferencing  industry, 
and  the  Accord  MGC-100  telecom  server  architecture  addresses  this  issue  by  ensuring  that  there  is  no 
single  point  of  failure  within  the  system.  To  enable  quick  resolution,  the  MGC-100  notifies  network 
management  of  any  failure,  and  hot  swappable  components  keep  the  system  up  and  running  under  the 
most  rigorous  conditions. 

Lannet  -  The  nerve  center  of  most  enterprises  is  their  network.  Lannet's  ultra -re liable,  ultra-performance, 
enterprise-class  multi-layer  switch,  the  Meritage  1400,  has  ushered  in  a  new  generation  of  networking. 
Lannet  has  combined  the  performance  of  a  switch,  the  intelligence  of  a  router,  and  the  reliability  of  a 
public  carrier  switch  in  a  single  device. 

Toshiba  America  Information  Systems,  Inc.  -  If  your  employees  use  the  Internet  while  offsite,  to  access 
vital  corporate  data  without  the  proper  safeguards,  so  too  can  a  "cyber-thief".  Toshiba  Network 
CryptoGate  (NCG)  is  an  advanced  software  system  that  provides  mobile  users  with  transparent  network 
access.  Users  can  securely  communicate  with  their  home  networks,  even  if  they  are  calling  from  a  remote 
site  or  an  I-S-P. 

Unisys  -  Unisys,  in  alliance  with  Microsoft  and  Intel,  offers  Aquanta  and  ClearPath  servers  designed  to 
bring  "mainframe  class"  scalability,  availability,  and  manageability  to  the  world  of  open  platforms. 
Unisys  leads  the  way  in  enterprise  NT  servers. 


Technology  Today  is  designed  to  reach  technical  business  professionals  and  technical  consumers,  Technology 
Today  airs  Saturday  afternoon  at  4:30  PM  EST  via  CNBC  and  national  television  syndication,  to  an  audience  of 
over  60  million  television  households.  Join  us  as  we  explore  the  exciting  world  of  Technology  Today. 

This  program  is  paid  for  by 

Global  Solutions  Network 

350  fairway  drive,  suite  101,  deerfield  beach,  fl,  3344  1 
phone:  954.427.3455  ©  fax:  954.427.3454  ©  www.gsnetwork.ccom 


News 


Satellite 

Continued  from  page  1 

Brandon  missed  pages  about 
an  authentication  problem  in 
California  that  was  blocking 
users  from  dialing  in  to  the  com¬ 
pany’s  network.  Had  he  known 
the  pagers  were  down,  Brandon 
said  he  wrould  have  called  to  get 
his  messages  periodically. 

“I  live  and  breathe  by  the 
pager  for  everything  from  circuit 
reports  to  router  reports  to  net¬ 
work  events,”  he  said.  “I  have 
monitoring  systems  configured 
to  page  me  if  a  [network  equip¬ 
ment  room]  starts  to  overheat.  If 
the  temperature  in  a  room 
climbs  to  90  degrees,  I’ll  get 
paged.” 

And  if  that  happens,  timing  is 
critical  —  somebody  has  to  get  to 
the  remote  site  quickly  because 
extreme  heat  shuts  down  the 
routers,  causing  severe  traffic 
problems  on  the  network. 

From  now  on,  Brandon  said 


team  members  will  have  to  keep 
their  cell  phones  on  at  all  dmes. 

This  is  a  policy  Dwight  Gibbs, 
chief  technical  fool  at  online 
financial  advisor  The  Motley 
Fool,  Inc.,  already  has  in  place. 

‘‘My  team  has  to  keep  their 
cell  phones  on  at  all  times  .  .  . 
except  when  they  are  at  their 
desks  charging  them,”  he  said. 
‘‘Pagers  are  too  limited.  On  a 
cell  phone,  at  least  you  can  con¬ 
tact  someone  and  talk  to  them 
immediately.” 

He  said  the  reliance  on  pagers 
for  network  managers  started 
about  five  years  ago  when  cell 
phones  were  cost  prohibitive. 
“Cell  phones  are  so  cheap  now, 
there’s  no  reason  not  to  use 
them.” 

For  Brad  Williams,  senior 
telecommunications  analyst  at 
Pier  1  Imports,  Inc.  in  Fort 
Worth,  Texas,  alerts  via  a  cell 
phone  would  have  at  least 
allowed  him  to  leave  his  desk. 
Instead,  Williams  said  he  was 
“chained”  there  last  week, 


Hannaford 

Continued  from  page  1 

stores  involved  in  the  landline 
net.  He  could  reposition  the 
dishes  at  each  store  to  point  to  a 
new  satellite  or  accelerate  his 
ATM  upgrade.  Homa  chose 
ATM.  Rather  than  wait  weeks  to 
install  ATM,  Homa  forced  the 
issue  and  got  his  broadband  con¬ 
nections  up  in  three  weeks,  fin¬ 
ishing  up  this  past  Friday. 

Unfortunately,  the  other 
Hannaford  stores  had  dial 
backup  or  no  backup  at  all.  For 
those  with  no  backup,  the  com¬ 
pany  had  no  choice  but  to 
tilt  each  of  their  satellite  dishes 
toward  another  satellite.  Homa 
found  that  it  was  actually  quicker 
to  install  the  new  ATM  services 
than  it  was  to  adjust  all  the 
dishes. 

“We  just  swap  the  router,  plug 
in  the  ATM  edge  device,  put  in 
the  cables  and  we’re  out  of  there. 
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It  takes  about  15  minutes,  maybe 
less,”  Homa  said.  Moving  the  sat¬ 
ellite  dishes  required  an  engi¬ 
neer  and  took  about  two  hours 
for  each  store,  he  said. 

Much  of  the  provisioning  for 
the  ATM  switchover  was  done  in 
the  company’s  centrally  located 
lab.  LAN  routers  for  each  store 
were  upgraded  with  more  mem¬ 
ory  and  the  latest  version  of 
Cisco  Systems,  Inc.’s  Internet¬ 
work  Operating  System. 

At  the  store,  upgraded  rout¬ 
ers  were  swapped  for  the  existing 
ones,  and  a  second  edge  router 
was  installed  between  the  LAN 
and  the  ATM  wide-area  link, 
he  said. 

Hannaford  was  in  the  process 
of  replacing  the  satellite  network 
because  the  company  needed 
more  bandwidth,  and  satellites 
could  not  supply  it.  “Satellite 
[services’]  downfall  is  it  is  not 
scalable,  and,  as  it  turns  out,  it’s 
not  all  that  reliable  either,” 
Homa  said.  ■ 
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monitoring  e-mail  alerts. 

The  pager  outage  —  the  first 
of  its  kind,  according  to  wireless 
experts  —  started  last  Tuesday 
when  a  PanAmSat,  Inc.  satellite, 
the  Galaxy  IV,  lost  its  orientation 
to  Earth. 

This  problem  resulted  from  a 
failure  in  the  satellite’s  onboard 
processor  and  backup  system. 
The  processor  keeps  the  satellite 
pointed  toward  Earth,  according 
to  PanAmSat. 


tomers  have  been  offered  an 
alternative  [to  the  Galaxy  IV],” 
said  a  PanAmSat  spokeswoman. 
“Some  customers  had  backup 
agreements  that  allowed  them  to 
immediately  switch  over,  and 
others  are  in  the  process  now  of 
reconfiguring  their  antennae  to 
point  to  Galaxy  III-R.” 

She  said  the  likelihood  of  this 
type  of  accident  happening 
again  is  slim.  Only  1%  of  the  sat¬ 
ellites  that  have  been  sent  to 


working.  “Net  managers  hadn’t 
realized  how  vulnerable  we  are. 
We’ll  be  spending  some  time 
thinking  about  the  alternatives 
[to  pagers].” 

“This  outage  proves  that  peo¬ 
ple  should  invoke  more  than  one 
method  of  alerts  to  more  than 
one  person,”  said  T.M.  Ravi,  vice 
president  of  enterprise  market¬ 
ing  at  Computer  Associates 
International,  Inc. 

CA  makes  network  monitor- 


Death  of  a  pager  system 


More  than  80%  of  the  estimated  45  million  pager  users  in  the  U.S.  were  receiving  their  satellite  signals  from 
Galaxy  IV,  a  satellite  owned  by  PanAmSat.  When  Galaxy  IV  failed  last  week,  network  managers  that  rely  on  pages 
for  network  event  alerts  were  left  out  in  the  cold.  This  is  how  the  system  works  and  what  went  wrong. 


<> 

Network  monitoring  software  notices  a 
glitch  in  a  computer  network  and  sends 
out  a  page  to  a  network  manager. 


O 

The  pager  service  sends  a  signal  to  a  ground  station 
that  forwards  the  signal  to  a  satellite. 


O 

Normally,  the  signal  is  forwarded  to  a  local  broadcast 
tower,  which  dispatches  the  page  to  the  network  manager. 


The  satellite  sends 
the  signal  to  ground 
stations  on  Earth. 
Because  Galaxy  IV 
lost  its  orientation,  it 
was  facing  away  from 
Earth,  its  signals  did 
not  connect  with 
ground  stations. 


The  Galaxy  IV  will  not  be 
restored,  PanAmSat  said.  In¬ 
stead,  the  company  is  switching 
traffic  to  the  firm’s  Galaxy  III-R 
satellite  and  considering  other 
backup  plans.  However,  some 
pager  companies  have  already 
redirected  their  traffic  to  other 
vendors’  satellites. 

“Almost  all  our  pager  cus- 


AT&T 

Continued  from  page  8 

performance  over  time. 

Available  now,  Frame  Relay 
Plus  comes  to  market  this 
week  as  AT&T  is  expected  to 
finally  file  its  frame  relay 
SLAs  —  providing  penalties  for 
network  outages,  missed  repair 
intervals  and  excessive  latency — 
at  the  Federal  Communications 
Commission. 

Tom  Noone,  AT&T’s  data 
services  marketing  director, 
said  that  despite  AT&T’s  mas¬ 
sive  frame  relay  outage  on  April 
13  and  14,  the  SLAs  will  remain 
as  originally  announced  in 
January. 

They  were  due  in  March  but 
were  delayed  because  of  internal 
legal  reviews,  Noone  said. 

Users  will  only  get  the  SLAs  if 
they  have  at  least  20  PVCs  with 
AT&T  as  well  as  file  installation 
orders  and  trouble  tickets  on 


space  in  the  past  five  years  have 
been  lost.  She  would  not  com¬ 
ment  on  payment  penalties  with 
which  the  company  might  be 
faced. 

“Almost  every  network  in  the 
world  is  making  use  of  pager 
notifications,”  said  Rodney 
Joffe,  vice  president  of  strategic 
technology  at  GTE  Internet- 


AT&T’s  new  Web-based  Order 
Manager  and  Ticket  Manager 
system. 

But  the  Frame  Relay  Plus  sys¬ 
tem  performs  this  work  automat¬ 
ically,  Noone  said. 

Analysts  said  AT&T  is  moving 
quickly  to  stem  possible  defec¬ 
tions  from  its  frame  relay  system 
following  its  network  meltdown 
last  month. 

Noone  said  Frame  Relay  Plus 
would  not  have  alleviated  the 
outage  but  would  have  helped 
users  know  when  each  circuit 
went  down  and  came  back  up. 
Ultimately  the  service  will  help 
AT&T  and  users  document  SLA 
performance  more  precisely  in 
the  future. 

Noone  conceded  that  Frame 
Relay  Plus  will  come  at  a  pre¬ 
mium  above  AT&T’s  normal 
frame  relay  port  and  PVC 
charges. 

The  exact  rate  within  the  $50 
to  $200  range  of  surcharges 
depends  on  the  level  of  service 


ing  software  that  can  automati¬ 
cally  alert  network  managers  via 
pagers,  phone,  e-mail  or  fax. 

Ravi  said  pagers  are  fine  for 
less  critical  notifications,  but  as  a 
problem  escalates,  other  means 
of  communication  should  be 
used  to  contact  appropriate  per¬ 
sonnel,  including  cell  phone 
calls  and  e-mail.  ■ 


chosen,  the  speed  of  the  frame 
relay  connection  and  the  length 
of  the  user’s  contract,  he  said. 

It  may  take  some  doing  to  get 
users  to  pony  up  the  extra 
money.  “I  think  it  should  be 
built  into  the  service  and  the 
price,”  said  Ron  West,  former 
president  of  the  Communica¬ 
tions  Managers  Association,  a 
user  group,  and  senior  manager 
of  telecommunications  and  of¬ 
fice  automation  at  the  New  York 
law  firm  Shearman  &  Sterling. 

But  Noone  noted  that  at  least 
the  monthly  fee  structure 
enables  users  to  install  the  moni¬ 
toring  and  reporting  capabilities 
of  Visual  UpTime  without  an 
upfront  expense. 

When  bought  direedy  from 
Visual  Networks,  list  prices  for 
the  ASEs  are  $1,195  for  a  model 
appropriate  for  a  56K  bit/sec 
frame  relay  connection  and 
$3,595  for  a  T-l  connection,  plus 
$1 7,995  for  the  PAM  server. 
©AT&T:  (800)  248-3632 
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Ss  Sun  admitting  a 
pretender  to  the  throne? 


f  I  were  to  ask  you  which 
computer  company  is  syn¬ 
onymous  with  ISP  comput¬ 
ing  infrastructure,  you  would 
say  what? 

Sun  Microsystems,  right?  Visit  any 
large  ISP  and  all  you  see  is  wall-to-wall 
SPARC  equipment  running  Solaris. 
Why?  Because  Sun  products  have  the 
edge  in  scalability  and  reliability. 

We  all  know  Microsoft 
wants  to  own  this  market 
(and  every  other  market 
it  conceivably  can).  As  a 
step  in  that  direction, 
the  Redmond  Mafia 
last  June  released 
Microsoft  Commercial 
Internet  System 
(MCIS)  1.0. 

Designed  to 
win  over  ISP  accounts,  MCIS 
included  MCIS  Mail  (Simple  Mail 
Transfer  Protocol/Post  Office  Protocol 
3-based),  MCIS  New's  (Network  News 
Transport  Protocol) ,  Internet  Locator 
Service,  Personalization  System,  Con¬ 
tent  Replication  System,  Address  Book, 
Membership  System  and  Merchant 
Server. 

The  latest  version  of  MCIS,  Version 
2.0,  was  announced  May  6  in  Las  Vegas. 
That  same  day  Sun  sent  out  an  e-mail 
message  to  industry  journalists  saying, 
“Don’t  write  your  MCIS  story  without 
asking  the  hard  questions,”  and  then 
proceeded  to  suggest  those  questions. 

For  example,  Sun  proposed  asking 
Microsoft  to  supply  names  of  compa¬ 
nies  using  MCIS  1 .0  today,  asking  wThat 
they  are  using  it  for  and  how  many 
users  they  are  supporting. 

So  I  gave  the  chaps  at  Microsoft  a 
call  and  we  went  through  the  list.  The 
answer  to  the  above  question  is  a  whole 
slew  of  post,  telegraph  and  telephone 
administrations  worldwide.  KPN  Tele¬ 
com  in  Holland,  for  instance,  uses 
MCIS  to  support  350,000  users. 

Microsoft  reluctantly  took  a  stab  at 
“How  many  NT  servers  running  MCIS 
2.0  does  it  take  to  support  one  million 
users  in  a  real-world  environment?” 

The  answrer:  one  four-way  SMP  200- 
MHz  Pentium  and  two  200-MHz 
Pentiums  for  Lightweight  Directory 
Access  Protocol  service.  (I  find  that 
hard  to  believe  unless  a  significant 
number  of  users  are  dead.) 


Microsoft  rightly  balked  at  some 
of  Sun’s  more  obvious  spin  questions, 
such  as  “How  can  MCIS  claim  to 
deliver  ‘enterprise-strength’  solutions 
when  Microsoft  and  Gartner  Group 
have  publicly  stated  that  NT  is  not 
ready  for  the  enterprise?” 

Having  had  enough  of  Microsoft,  I 
called  Sun  and  asked,  “What  is  your 
point?”  Sun  said,  “Microsoft 
doesn’t  understand  what  it 
takes”  to  succeed  in  this 
market.  For  example, 
Sun  said  ISPs  want  a 
command-line  inter¬ 
face  while  Microsoft  is 
pushing  its  MCIS 
graphical  user  inter¬ 
faces  as  a  way  to  ease 
administration.  (I’m  not 
sure  I  agree  with  that.) 

Sun  also  said  ISPs  won’t  like 
Microsoft’s  royalty-based  pricing  for 
MCIS.  While  royalty-based  pricing  low¬ 
ers  upfront  costs,  Sun  said  it  tried  that 
a  year  ago  and  ISPs  balked  at  the 
“hand-in-the-pocket”  pricing  strategy. 

I  see  Sun’s  point,  but  I  wonder 
whether  their  characterization  of  the 
market  is  still  true.  It  certainly  was  true 
a  couple  of  years  ago,  but  today’s  ISP 
world  is  different.  More  than  ever, 
being  an  ISP  is  a  numbers  game,  and 
cash  flow  is  central  to  survival.  If  the 
upfront  costs  can  be  spread  over  a 
longer  period  and  ISPs  can  reduce 
staff  and  administration  overhead 
better  with  MICS  than  they  could  with 
Sun  gear,  then  Microsoft’s  strategies 
may  well  win  out. 

I  find  one  thing  curious  about  this 
incident:  By  raising  this  issue  and  not 
arguing  real  cases,  Sun  would  seem  to 
be  responding  to  w'hat  it  must  see  as  a 
serious  threat  to  its  market  ownership. 
This  is  a  bad  tactic  for  any  company. 
Sun  is  attacking  Microsoft  not  with 
specifics  but  with  marketing  issues. 

Worst  of  all,  what  Sun  is  doing  is 
admitting  there  is  a  pretender  to  the 
throne.  I  think  we  all  suspected  that 
was  the  case,  but  having  Sun  admit  it  is 
something  altogether  different. 

What  do  you  think?  Should  Sun  be 
worried?  Is  Microsoft  a  threat  to  one  of 
Sun’s  traditional  market  strongholds? 

Your  opinions  to  nwcolumn@gibbs.com 
or  (800)  622-1108,  Ext.  7504. 


The  latest  on  the  Intemet/intranet  industry 

By  Chris  N  e  r  n  e  y 


NO  POINT  TO  THIS  IPO  Initial  public  offerings  (IPO)  of  stock  are  a  lot  like 
comedy,  and  not  just  because  many  IPOs  are  laughable.  In  both  cases  the 
key  to  success  is  timing. 

Push  technology  pioneer  PointCast,  Inc.,  which  recently  announced  plans 
to  go  public,  has  plenty  of  timing.  Unfortunately,  it’s  of  the  bad  sort. 

Just  one  year  ago  PointCast  was  one  of  the  darlings  of  Silicon  Valley,  with  a 
permanent  slot  on  the  short  list  of  hot  Internet  start-ups.  It  was  the  first  company 
anyone  mentioned  when  push  -  a  technology  by  which  information  is 
automatically  transmitted  directly  to  users'  desktops  -  was  discussed. 

However,  by  last  fall  the  push  market  was  dead,  the 
victim  of  unimpressed  customers  and  the  integration 
of  free  push  software  by  Microsoft  and  Netscape. 

Why  didn’t  PointCast  go  public  last  year,  when  push 
still  had  a  pulse  and  the  company’s  “mindshare”  had 
more  value?  Because  the  Internet  IPO  market  had 
cooled,  and  PointCast  executives  opted  to  hold  off. 

Why  is  PointCast  readying  an  IPO  now,  when  the 
company’s  star  has  dimmed  and  its  immediate  earnings 
outlook  is,  shall  we  say,  uninspiring? 

Because  the  Internet  IPO  market  has  rebounded, 
and  because  the  debt-ridden  company  needs  money.  PointCast  hopes  to  raise 
around  S235  million  by  selling  4.3  million  shares  at  about  $11  each. 

While  the  IPO  should  help  PointCast’s  cash  flow,  it  won’t  guarantee  the 
success  of  the  company’s  adv  ertising-based  revenue  model.  Like  many  content 
aggregators  (Yahoo,  Lycos,  Infoseek),  PointCast  offers  advertisers  “eyeballs.” 
In  PointCast’s  case,  eyeballs  refer  to  viewers  on  corporate  desktops  who  subscribe 
to  the  vendor’s  news  and  information  delivery  service. 

The  D  ouble  is,  PointCast  can’t  keep  customers.  The  attrition  rate  is  astounding. 

According  to  the  company’s  S-l  filing  with  the  Securities  and  Exchange 
Commission,  the  number  of  active  PointCast  viewers  has  stayed  at  about  1.2 
million  for  the  past  year.  But  PointCast  has  registered  between  850,000  and  one 
million  new  viewers  in  each  of  the  past  five  quarters.  Just  taking  the  low  figure, 
that’s  more  than  four  million  new  viewers  since  late  1996. 

In  its  SEC  filing,  the  company  says  interviews  with  former  viewers  revealed  that 
poor  performance  and  stability  issues  were  behind  the  enormous  turnover  rate. 

Those  kinds  of  problems,  presumably,  can  be  fixed.  There’s  another,  less 
fixable  reason  why  PointCast  loses  customers:  The  novelty  of  having  news 
pumped  to  your  desktop  quickly  fades. 

It  happened  to  us  and  ever}  one  we  know  who  tried  the  service.  After  a  few 
weeks  we  simply  got  tired  of  the  information  overload,  even  when  it  was  stuff 
we  signed  up  to  get.  Within  weeks  we  simply  uninstalled  the  software. 

Having  PointCast  on  your  desktop  is  like  having  a  billboard  shoved  in  your 
face  every  time  you  return  to  your  monitor.  That’s  why  users  got  tired  of  push, 
and  that’s  why  PointCast’s  IPO  is  a  shaky  bet 


VAUCERT  SCORES  VENTURE  FUNDING  Electronic  commerce  infrastructure  start-up 
ValiCert,  Inc.  has  received  S6.1  million  in  venture  funding  from  a  number  of 
investors. 

The  Palo  Alto,  Calif.,  firm  sells  software  and  services  for  validating  digital 
certificates,  which  are  designed  to  ensure  secure  communications  and  commerce 
over  the  Internet,  intranets  and  extranets. 

Participating  in  the  venture  round  were  August  Capital;  Bessemer  Venture 
Partners;  Draper  Fisher  Jurvetson;  Intel  Corp.;  U.S.  Venture  Partners;  and 
several  private  investors. 


LOSING  THE  TOYTHM,  FINDING  THE  GROOVE  when  last  we  heard  from  Ray  Ozzie, 

the  so-called  “father  of  Notes,”  last  fall,  he  was  leaving  Lotus’  Iris  Associates 
business  to  start  his  own  company,  Rhythmix  Corp. 

Well,  Rhythmix  is  history,  replaced  -  in  name,  anyway  -  by  Groove  Networks. 
We  can’t  tell  you  why  the  company  was  renamed,  because  neither  Ozzie  nor 
Jack  Ozzie,  brother  and  co-founder,  were  able  to  get  back  to  us. 

Groove,  based  in  Beverly,  Mass.,  is  developing  Internet-based  client  communi¬ 
cations  software  to  complement  e-mail,  the  World  Wide  Web  and  Lotus  Notes. 

PointCast  may  bore  us,  but  we  never  tire  of  having  readers  send  us  their  best  Intemet- 
and  intranet-related  news.  Contact  Chris  Nerney  at  (508)  820-7451  or  cnemey@nww.com. 
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MQSerles’  messaging  between  Europe's  largest 
auto  club  and  service  stations  helps  process  road¬ 
side  assistance  calls  30%  faster  by  relaying  pay¬ 
ment  data  and  even  a  map  of  the  car's  location. 


Paul  Bingham 


Platform  by  Microsoft.  Business  results  by  IBM  •  Okay,  were  not  the  only  ones  who  can  make 

Microsoft®  Windows  NT®  work.  What  we  do  best  is  make  it  pay.  Our  software  building  blocks  include  everything  you  need  to  create,  deploy  and 
manage  the  new  apps  you’re  counting  on  for  a  business  edge.  The  backroom  functions  extend  seamlessly  to  legacy  systems,  leveraging  enterprise 
assets  on  Windows®  desktops.  And  with  the  industry’s  leading  lineup  of  Web-enabled  software  for  Windows  NT,  IBM  is  ready  for  e-business 
when  you  are.  So  you  can  extend  critical  functions  to  users,  suppliers  and  customers  anywhere,  without  anybody’s  platform  getting  in  the  way. 

From  installation  to  support,  everything’s  easier  with  new  IBM  Integrated  Suites  for  Windows  NT.  Free  demo  at  www.software.ibm.com/nt. 


The  IBM  home  page  is  located  at  www.ibm.com.  IBM,  Solutions  for  a  small  planet,  the  e-business  logo  and  other  marks  designated  *  or "  are  trademarks  ot  International  Business  Machines  Corporation  in  the  U.S.  and/or  other  countries.  Lotus.  Lotus  Notes  and  Domino  are  trademarks 
of  Lotus  Development  Corporation  in  the  U.S.  and/or  other  countries.  Java  is  a  trademark  ol  Sun  Microsystems.  Inc.  Microsoft,  Windows  and  Windows  NT  are  registered  trademarks  ot  Microsott  Corporation.  ©  1998  IBM  Corp.  All  rights  reserved 


If  you  work  in  a  company  that  simply  cannot  tolerate  one  second 
of  downtime,  you  should  switch  to  LANNET. 

Our  multilayer  Gigabit  Ethernet  and  ATM  switches,  with  the 
industry’s  most  resilient  architecture,  are  clearly  in  a  league  of  their  own. 

It’s  just  one  of  the  many  reasons  why  LANNET  is  the  world’s 
#  1  Multilayer  switching  company. 

For  more  information  about  why  you  should  switch  to  LANNET,  contact 
LANNET  at  (888)  ETHERNET  or  visit  our  Web  site. 

LANNET 

A  Madge  Networks  Company 


Web  :  w.w.w. Iannet.com 
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